



















‘year’s contest among the Big Three 


ICHNOLOGY DEPT, 


* * 





State of the Nation’s Economy: 


en 
Manuracgurers’ De .iveries Ad- 
vanced 4 obrcent in February over 
January, according to Department 
of Commérce. Sales totaled $24.1 
billion, inventories $44.2 billion. 

Store $ates—Department store 
sales last week were 11 percent 
above corresponding week of 
1952. Net profits last year were 
3.3 percent against 3.1 percent in 
1951. Final net profits after taxes 
were 2.3 percent against 2.1 in 
1951. 

Foop Prices—Rose 0.1 percent at 
retail in the first half of March. 


* * * 


Down 
ConsuMER Dest—Dropped in 
February by $155 million, according 
to Federal Reserve Board. Con- 
sumers still owed at the end of 
February $23.5 billion, or some $3.8 
billion more than a year before. 
WHOLESALE Prices — Eased off 0.2 
percent last week, according to 
Bureau of Labor Statistics. Average 
primary market prices were 109.8 
percent of 1947-49 average. 
* ~ * 


General 


Factory Layorrs — Continued at 
one of the lowest rates recorded for 
the season since World War II, ac- 
cording to the Bureau of Labor 
Statistics. Workers were quitting 
their jobs at the rate of 22 per 
1,000—the highest since 1948, be- 
cause of increased opportunities. 


Top Cars 
New-car registrations for one 
month, plus 48 states for Febru- 
ary: 

1953 Pos. 
1—158,777 
2—145,703 
3— 87,795 
4— 60,365 
5— 52,622 
6— 42,190 
7— 41,909 
8— 37,348 
9— 25,206 

10— 22,629 

11l— 19,132 

12— 17,593 

13— 16,582 

14— 12,983 

15— 9,953 

16— 8,775 

17— 

18— 

19— 

20— 

21— 

22— 


1952 Pos. 
132,060— 1 
79,3138— 2 
73,831— 3 
47,027— 4 
39,309— 5 
32,142— 7 
33,351— 6 
24,104— 9 
18,523—11 
18,577—10 
30,313— 8 
13,034—12 
10,734—14 
8,750—15 
10,838—13 
3,896—18 
2,128—19 
5,448—16 
4,270—17 
760—21 
718—20 
196—22 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Olds. 
Dodge 
Mercury 
Nash 
Chrysler 
Stude. 
DeSoto 
Cadillac 
Packard 
Hudson 
Willys 
Lincoln 
Kaiser 
Henry J 
1,169 MG 

659 Austin 

188 Allstate 
Total All Makes 
777,783 592,398 

For further details see page 

44, today’s issue. 


With Increase 


By Bob Sheldon 
Associate Editor 
HRYSLER CORP.’s decision to 
raise dealer discounts on the 
Plymouth by 1 and 2 percent has 
injected a new factor into this 


car makers for sales in the low- 
priced field. 

With the Plymouth discount 
now a flat 24 percent on all 
models, the company has nar- 
rowed the gap in the retail profit 
margin offered its dealers in con- 
trast to those of Ford and Chev- 
rolet. 

Plymouth dealers, heretofore had 





The Newspaper of the Industry 








Discount Gap Narrowed 


Plymouth Moves Closer to Chevrolet and Ford 


Bell Assumes NADA Post— 


NADA President Robert S. Armacost 
(left) greets Frederick J. Bell as he as- 
sumes his duties as NADA executive vice- 
president. Bell formerly was director of 
human relations with McCormick & Co., 
Inc., Baltimore. A graduate of the U. S. 
Naval Academy, he served in the Navy 
from 1924 until 1948, when he retired 
with the rank of rear admiral. 








DETROIT, APRIL 13, 1953 


By Bernie Thomas 
Associate Editor 

LTHOUGH more makers are 
now willing than at anytime in 
postwar, chances for the holding of 
a National Automobile Show in 
1954 apparently died at a meeting 

of factory sales heads last week. 
The chances died for 1954 and 
probably for 1955, too, Automotive 
News learned, due to opposition 
by General Motors to Detroit as 
a location and general industry 
agreement that no adequate 
facilities are presently available 
for such an event in New York. 
GM was joined by other makers 
in an adverse appraisal of New 
York facilities. However, it is 
understood, GM provided the major 
opposition to a plan for fixing up 
the Michigan State Fair Grounds so 


Week’s Output Is Steady 
At 161,789 Vehicles 


— auto industry’s production 
pace appeared last week to have 
reached a point difficult to improve 
on in the face of continuing man- 
power problems. 

Many plants reported trouble 
in getting workers on their 
rosters, and even more trouble in 
getting those that are on the 
roster to work steady especially 
when night shifts are involved. 
Built in this country last week, 
according to AUTOMOTIVE NEws esti- 
mates, were 133,176 cars and 28,613 
trucks—a total of 161,789 vehicles. 
The previous week’s output of 
160,726 units was made up of 131,- 
739 cars and 28,987 trucks. 


* * * 


RODUCTION continues in U. S. 

plants at an annual rate of 
about 8,500,000 vehicles — 7,000,000 
cars and 1,500,00 trucks — but few 
makers are satisfied with their 
individual assembly achievements. 

Threatening both those pro- 
duction rates last week was a 
continuing strike at a (Ford) 
parts plant in Monroe, Mich. 
Ford said that, unless the dis- 
pute was terminated immediately, 
its final assembly lines would 
have to start going down this 
week, 

Manpower is the bottleneck in 
the way of most makers hiking 
output, Nearly every plant in the 
industry has a help-wanted sign 
out, and is getting disappointing 
response, 

* + * 
MANY makers are in the unique 
position of not being able to ac- 









to 24 Percent 


been receiving discounts of 22 per- 
cent on the price-leading Cam- 
bridge series and 23 percent on the 
Cranbrook. 





* * * 


N COMPARISON, Ford dealers 
have been receiving a 25 percent 
discount, while Chevrolet dealers 
have operated on a 24 percent 
margin, plus retroactive discounts 
(Continued on Page 55, Col. 3) 
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quire enough materials, and at the 
same time unable to hire enough 
workers even if the materials could 
be obtained. 

Second and third shifts are the 
most difficult to fill, with either 
male or female help. With the 
supply of workers much smaller 
than the demand, more male 
workers have taken a “dislike” to 
working nights. 

Female help is considered im- 
practical on third shifts because an 
additional expense is involved in 
hiring matrons to act as chaper- 
ones. 

“About the only kind of man you 
can hire for a third shift,” reports 
one plant source, “is one who 
wants to work two jobs. He usually 
has four or more dependents, and 
the night shift foreman finds out 
that his energy has been spent | 

(See OUTPUT, Page 55, Col. 2) 


an a vue 


Makers Deadlocked Over Site and Facilities . . . 


National Show Stymied 


{that a general industry exhibit 
|might be held in Detroit next 
| January. 

* * * 


7. who hoped to come out of 

the meeting with some progress 
made toward a decision to hold a 
1954 show, had pinned most of their 
hopes on selling Detroit as the site. 
Back of the strategy was the 
memory of two disappointing pre- 
war shows held at the Bronx 
Armory in New York. 

The meeting was held for the 
designated purpose of considering 
a 1954 national show, either at 
the Michigan State Fair Grounds, 
at the Bronx Armory, or any- 
where, 

Proponents of a 1954 show in De- 
troit were buoyed by the knowledge 
that more makers had come round 
to the thinking that it is of little 
consequence where a national show 
is held, so long as one is held next 
year or by 1955 at the latest. 

* * - 
oo thinking has been inspired 

by apprehension that, unless a 
show is held soon, the urge for 


holding one anywhere will die in 
disagreement. 

Such arguments were the 
biggest crutches used to try to 
justify Detroit as a 1954 site, not- 
withstanding that about $1,000,000 
would have to be spent to get the 














Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 





161,789 160,726 







Last Prev. 1952 
Week Week Week 


For complete production totals 
by makes, see table, page 55. 


taal 


May Safety Campaign Preparations— 


For the annual safety check campaign, which starts May 1, kits are being distributed 
to dealers which contain window banners such as those pictu.ed above. The drive is 
sponsored by the Inter-Industry Highway Safety Committee and subscribed to by car 
and truck makers, as well as NADA. The campaign is a concentrated effort to 


eliminate unsafe cars from the road. 

















Michigan Fair Grounds in proper 
shape. 

Most of that money and the work 
involved would have had to be 
spent, it is learned, to create a foot- 
traffic plan compatible with spread- 


ing exhibits through several 
buildings. 
Spokesman for some makers, 


asked for comment on the possi- 
bility of a Detroit show prior to 
the meeting of the sales chiefs Apr. 
3, indicated their firms believed 
revival of a national show would 
greatly benefit the industry and 
that they would be willing to 
participate. 
* * Ed 

M AND Hudson declined to take 

a stand for the record. How- 
ever, a company spokesman let it 

(Continued on Page 48, Col. 1) 


Credit Curb OK’d 
In Preliminary 


Congress Action 
By William Ullman 


Washington Correspondent 
ASHINGTON.—In an _unex- 
pected action at its first closed 

session last week, the Senate Bank- 
ing Committee voted to give the 
Federal Reserve Board broad 
standby powers to control credit 
extended for housing and consumer 
items including autos. 

This was one of the provisions 

in a bill, designed to continue a 
few of the economic controls still 
in existence and also write into 
law basic controls provisions 
which could be used immediately 
in case of war or a grave na- 
tional emergency. 

While the 90-day price-wage-rent 
freeze authority for the President, 
along with continued control of 
scarce materials needed for the de- 
fense program, was foreseen, the 
decision to return to the Federal 
Reserve Board the power to rule 
consumer credit was hardly in the 
cards. 






Te action was impulsive, and 
tentative, of course, for it is 
subject to approval of the bill as a 
whole, and there will be many ob- 
stacles to hurdle, or get around, 
before both Senate and House give 
it final okay—if they do that at 
all. 

Although favoring 90-day freeze 
authority and allocation of de- 
fense materials, Chairman Homer 
Capehart of the Senate commit- 
tee voted against inclusion of 
consumer credit control in the 
bill, as did Senators Wallace 
Bennett, Utah Republican, and 


‘Continued on Page 53, Col. 1) 





Credit Warning Signal 
Seen in Senate Vote 


WASHINGTON. — Automotive 
News checked with fiscal and 
Senate Banking committee 
sources last week in an effort to 
find out why the Senate group 
voted to restore power to con- 
trol consumer credit to the Fed- 
eral Reserve Board. 

This attitude was manifest: 
The action was not merely to 
provide standby controls in case 
of the war in Korea spreading. 
There is a belief in official Wash- 
ington circles that if auto dealers 
and other retailers go wild on 
credit, controls should be rees- 
tablished, war or no, 
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Talks on New Index to Be Resumed.. . 





Living Cost Dip Cuts 
Auto Pay a Cent 


By Bob Sheldon 
Associate Editor 
a sights set for bigger game, the 

UAW-CIO last week accepted, 
with an air of resignation, a wage 
reduction of one cent an hour in- 
stituted by the auto industry as a 
result of a decline in the Govern- 
ment’s “old” cost-of-living index. 

Trouble, however, broke out 
among local unions. Disgruntled 
workers in Jackson, Mich., started 
a movement to have employers hold 
up the wage revision “pending 
clarification of the issue.” 

General Motors started the ball 
rolling among auto makers by 
announcing the pay cut a day 
after the Bureau of Labor Sta- 
tistics belatedly disclosed that 
its index as of January stood at 
190.3, having slipped 1.2 points 
from the October reading. 

Ford, Chrysler and affected in- 
dependents quickly concurred in the 
wage action. 

The union earlier had threatened 
not to recognize any further pay 
adjustments under its present “es- 
calator” agreements with the in- 
dustry. But its official comments 
last week were guarded. 

* x * 


OHN W. LIVINGSTON, UAW 

vice-president, said only that the 
issue would be taken up at a meet- 
ing of the union’s executive board 
Apr. 28. He indicated that negotia- 
tions with the Big Three on tran- 
sition to a new-type index would 
be resumed in May. 

The wages of more than a mil- 
lion auto workers are adjusted 
quarterly to compensate for any 
change, upward or down, in the 

* cost of living. The union has been 
insisting, however, that current 
formulas are outmoded and that 
auto makers should switch to a 
revised index recently adopted 
by BLS. 

Provision for negotiating a 


Chevrolet to Boost 
Plant Facilities for 


Powerglide Units 


DETROIT. — Success of Chevro- 
let’s Bel Air series and rising de- 
mand for Powerglide were reflected 
in an announcement by T. H. Keat- 
ing, Chevrolet general manager, of 
the planned expansion of Power- 
glide manufacturing facilities. 

The first 100,000 Powerglides were 
built in less than three months, cut- 
ting in half the record of six months 
required to build the first 100,000 in 
1950, when Chevrolet became the 
first car maker to introduce an au- 
tomatic transmission in the low- 
price field, Keating said. 

Chevrolet built 1,034,989 Power- 
glides of the original design before 
changing over to the 1953 model in 
combination with the 115-horse- 
power Chevrolet “Blue Flame” en- 
gine, which is used to team with the 
improved automatic transmission. 

The expansion will take place at 
the Chevrolet plant in Cleveland, 
where two assembly lines now are 
working two shifts a day, six days 
a week. 





,changeover to the new index is 
contained in the GM contract, but 
union and company are at odds as 
to how this index should be made 
to apply. In addition, the UAW has 
tied other demands to reopening 
of the pact, which still has more 
than two years to run. 
The last quarterly wage review 
(Continued on Page 52, Col. 1) 


‘Not Returning 
To Retail Field,’ 
Packard Says 


DETROIT. — Packard has no in- 
tention of returning to the retail 
field, a company spokesman de- 
clared last week, adding that 
“actually we are getting out of the 
retail business entirely as soon as 
possible.” 

Asked by Automotive News 
about a published report that 
Packard is planning three retail 
outlets in the North Shore sec- 
tion of Chicago, the company 
clarified a statement attributed to 
President James J. Nance in Chi- 
cago recently. 

Here are the facts, as given 
AvuToMoTivE News by a company 
spokesman: 

Packard has turned over its 30- 
year-old Evanston (Ill.) branch to 
an independent dealer, The com- 
pany branch had served a wide 
area, which the new dealer did not 
want to cover. 

Therefore, Packard wants to spot 
three more retail dealerships in 
the new shopping centers in the 
North Shore district. 

Pending selection of dealers, the 
Chicago zone office has been told 
to select one site and put up a deal- 
er building, if necessary. 

The company will operate the 
dealership, if necessary, until an 
independent dealer has been found 
to take over. 

Because of the Chicago area’s 
huge shopping-center develop- 
ments, that city was selected as 
a “proving ground” for pinpoint- 
ing of new dealerships. 

If the test proves. successful, 
Packard will try it elsewhere, the 
spokesman said, “but we are defi- 
oe not going into the retail 

eld.” 


Oldsmobile Passes 
Dodge in Sales 


DETROIT.—Oldsmobile has 
taken over sixth place in new-car 
sales, according to last week’s re- 
port from R. L. Polk & Co. The 
report includes 48 states for Febru- 
ary in addition to January. Dodge, 
formerly in sixth place, dropped 
into seventh. 

Oldsmobile has sold 42,190 cars 
so far this year, according to the 
report, as compared with Dodge's 
41,909. 

Meanwhile, 





Chevrolet increased 


its lead over Ford to 13,074 cars 
during the period. The Polk report 
showed Chevrolet with 158,777 cars 
sold so far this year, and Ford with 
145,703. 


Chrysler Executives at Auto-Lite Show— 


Admiring Chrysler's two-passenger prototype coupe, D'Elegance, at the Electric Auto- 
Lite show in New York are (from left) John P. Mansfield, president of Plymouth; David 
A. Wallace, president of Chrysler division; R. C. Somerville, sales vice-president of 
Dodge, and L. |. Woolson, president of DeSoto. 
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Engineering Exhibit Fascinates Crowds— 


The Pylon of Power at the Auto-Lite show in New York was a center of attraction 
to visitors. The exhibit, according to the company, symbolized the balanced harmony 
in Auto-Lite products. Thousands of dogwood blossoms were used as decorations. 


Economy Drivers to Climb 
7,400 Feet Within Hours 


LOS ANGELES. — T he 1,206.1- 
mile course of this year’s Mobilgas 
Economy Run from Los Angeles to 
Sun Valley, Id., will take the 26 
cars entered from a low of 19 feet 
above sea level at Stockton, Calif., 
to 7,383-foot-high Echo Summit at 
the south end of Lake Tahoe with- 
in a few hours on the first day of 
the run. 


Total allowed time for this 
year’s economy marathon, which 
was released late last week, is 
given at 27 hours and 15 minutes. 
A total of 126.5 miles of city 
driving is included in the run. 


The first day’s route of 5483 
miles, to be made in a maximum 
time of 13 hours, extends from the 
General Petroleum garage in Los 
Angeles through Bakersfield, Fres- 
no, Merced, Stockton, Sutter Creek, 
Placerville and Carson City to 
Reno, the first overnight stop. 

The second day’s jaunt of 431.5 
miles, which must be covered in 
nine hours and 15 minutes, is from 
Reno through Winnemucca, Nev., 
the northwestern part of Nevada 
and the southeastern part of 
Oregon to Jordan Valley and Boise, 
Ia., the second stop. 


On the third day, the route 
swings south toward Twin Falls, 
Id., and then north to the Sun 
Valley. This last leg of the run 
is 226.3 miles and must be covered 
in at most five hours. 


Official refueling stops will be 
made at Merced, Carson City, Win- 
nemucca and Boise. Lunch stops 
are scheduled for the Amador 
County Airport near Sutters Creek 
on Monday and Winnemucca on 
Tuesday. 

Different from last year, the 
run gets under way at midnight 
Apr. 20, with drivers scheduled to 
get into Reno early in the after- 
noon. 

The group won’t leave Reno until 
6 a. m. Tuesday for Boise, and 
should get there around 4 p. m. The 
last leg being comparatively short, 
the run is not scheduled to get 
away from Boise until 8 a. m.,, 
which should bring the contestants 
into Sun Valley around 1 p. m. No 
lunch stop is scheduled for this leg. 

All of the cars which are entered 
in this year’s run were impounded 
in Los Angeles under American 


Idaho Dealers 
Elect Adams 


BOISE, Id. — The Idaho Auto- 


a mobile Dealers Assn., at its recent 


convention, elected Charles Adams, 
of Lewiston, as president. 
Lawrence Heagle, of Hailey, was 
named vice-president. 
Jack Blair, of Pocatello, is the 
outgoing president. 


Automobile Assn. jurisdiction be- 
fore the details of the route were 
released. However drivers and their 
alternates have 20 days to become 
familiar with the route, the location 
and timing of all street and road 
signal lights, and the various grades 
they will encounter. 

Among the famous racing 
figures taking part in the event is 
Wilbur Shaw who will serve as 
an official, according to Herbert 
Willetts, director of domestic 
marketing for Socony - Vacuum 
Oil Co. 

Shaw, also president of Indian- 
apolis Motor Speedway Corp., will 
be referee of the economy run and 
a member of the board of stewards 


who supervise the event. 
* * * 





New Headlights, 


Brakes Foreeast 


Auto-Lite Show 
Attracts 180,000 


NEW YORK. — New and revolu- 
tionary auto headlighting and brak- 
ing systems are on the way to 
improve safety as engines grow 
more powerful, according to L. H 
Middleton, engineering vice-presi- 
dent of Electric Auto-Lite Co. 

Speaking to a group of automo- 
tive editors, gathered here for 
Auto-Lite’s Easter Parade of 
Stars Auto Show, Middleton pre- 
dicted gaseous “contrast head- 
lighting” and air-cooled brakes by 
1954, to be followed later by elec 
tro-hydraulic braking systems. 

The show is believed to he 
attracted the largest audience 1 
history — both in person and on 
radio and television. 

Approximately 180,000 visitors 
viewed the show during the first 
three days, with 40,000 attending 
on Wednesday alone. This set a 
new record for auto shows in the 
Waldorf, it is said. 

Ten car companies — Plymouth, 
Dodge, Nash, Studebaker, Chrysler, 
DeSoto, Packard, Hudson, Willys 
and K-F—were represented. All 
showed custom production line 
models, in addition to several sports 
and experimental models, Engi- 
neering displays of both the par- 
ticipating manufacturers and the 
Department of Defense also were 
made available to the public. 

Monday night Auto-Lite’s Sus- 
pense show was broadcast from the 
ballroom of the Waldorf, and on 
Tuesday night the show was tele- 
cast to the nation. 

Following the telecast, a supper 
dance was held for the benefit 
of the Armed Forces Emergency 
Relief Fund. A sum of $24,000 was 
presented this fund at the close 
of the affair. 

Middleton said that contrast light- 
ing will not only give the driver 
more visibility, but also reduce 
glare. The glare reduction may be 
effected by use of a “color interfer- 


ence method” in which a beam of | 


colored light would filter by inter- 
ference the white headlight beam. 
He also explained that higher 
speeds generate greater heat in the 
braking system and a resultant loss 


in efficiency. Air-cooled and electro- 
(See LIGHTS, Page 52, Col, 1) 
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Course of Mobilgas Economy Run— 


A completely new route has been laid out for this year's Mobilgas Economy Ru. 
which starts at midnight Apr 20 in Los Angeles. The cars will hit the lowest spot ci 
Stockton, Calif., just 19 feet above sea level, and then climb to 7,383 feet on Echo 
Summit—all within a matter of a few hours. 
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Dealers tell me 


By John O. Munn 


‘ type of signs dealers display | 


on their business walls is im- 
portant. Signs can be used to de- 
velop a preference for doing 
business with the dealer who util- 
izes them. When prospects are met 
only with the beautiful signs fur- 
nished by the factory, then they 
gather the impression that all deal- 

rs are the same, and shop for the 
yrgest used-car allowance. 
“Dealers who use signs to exploit 
‘their ideals, their policies and their 
practices find that customers are 
less apt to gravitate to some com- 
petitor down the street or in the 
next town. 

I have always been impressed 
with the large painted sign 
George Byers (DeSoto-Plymouth), 
Columbus, O., has on his service 
entrance: “Transportation Mer- 
chants.” This is unique. It must 
impress the customer that here 
is more than just another place 
where automobiles are sold. 
Verne Orr (Chrysler - Plymouth), 
Pasadena, Calif., has used _ this 
slogan over and over again: “We 
aim to give you service so depend- 
able, at prices so reasonable, with 
a spirit so friendly that you will 
always want to come to us for your 
automotive needs.” Such a state- 
ment not only affects the public 
favorably but stands as a constant 
challenge to a dealer’s employes. 
Another sign that I frequently 
observe in dealers’ places of busi- 
ness, sometimes painted in large 
letters, is, “All parts and service 
strictly cash.” I want no quarrel 
with automobile dealers who carry 
out a cash policy. It is to be en- 
couraged. A great many dealers 
operate under such a policy and 
lose no business. But such a sign 
is not good public relations. Why 
can’t we just take a little trouble 
and sell our customers that such a 
policy works out to their own ad- 
vantage? Of course, dealers who 
work on a cash policy operate 
under the budget payment plan. 

* * * 


Some Examples 
N THE belief that dealers can 
make better use of the walls of 
their establishment to build more 
public acceptance, AUTOMOTIVE NEws 


Careers Open 
New York Dealers Establish 


Scholarship Fund 


ALBANY.—The New York State 
Automobile Dealers Assn. is offer- 
ing six $500 scholarships for high- 

nool graduates to enable them to 
study automotive technology and 
allied subjects at technical insti- 
tutes in Binghampton, Farmingdale 
and Morrisville. 

The group has asked its members 
to ‘display posters and use other 
forms of advertising to attract the 
attention of applicants. Deadline for 
the contest is June 15, and the 
winners will be announced after 
July 1. 
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suggests here a series of wall signs 
as an example of what can be done 
at little expense to further advance 
the public’s understanding of the 
importance of the automobile 
dealer. 


Sign No. 1 covers credit policy 
and reads as follows: 





To Serve All Customers 
More Promptly, Efficiently 
and Economically ... on 
Repair Work, Parts and Ac- 
cessories 

OUR TERMS ARE CASH 





Ask About Our Budget 
Payment Plan 





Sign No. 2—To aid this trade to 
define the word, “Service.” This 
word, service, has been abused so 
much by this and other trades 
that now it means little. 

To many people it means some- 
thing for nothing. But the prin- 
cipal service that a dealer ren- 
ders any automobile owner is to 
invest a lot of money in build- 
ings, in equipment, in parts and 
in payrolls to be ready instantly 
to take care of owners’ needs. 

So here is a sign for the sales 
and service walls that will help 
people understand and appreciate 
your institution. Such signs will 
also give your own organization 
something for which to strive. The 
sign reads as follows: 





SERVICE 
- » not something for 
nothing ... but doing what 
you want done promptly, 
intelligently and economic- 
ally .. 


Sign No. 3—This display and the 
three signs immediately following 
are for the purpose of selling the 
dealer and the importance of his 
policies to his public. Each of them 
can be made personal by writing 
your name, using a heavy colored 
wax crayon, across the corner of 
the sign. They read as follows: 





No. 3— 


The nameplate over the 
door means as much to the 
prospect as the nameplate 
on the car. 


, + 

"a Reliable Dealer Gives a 
Car the Added Protection 
that a Good Endorsement 
Gives to a Note. 


No. 5 
A good automobile dealer 
makes the car perform as 
the manufacturer intended 
it should and as the owner 
wants it to. 


No. 6— 
If nothing except the deliv- 
ery of the car was involved 
in the sale of an automo- 
bile, you would buy direct 
from the manufacturer. But 
both public and manufac- 
turer depend on the dealer 
to see that the maker’s 


ideals serve the owner’s 
expectations. 
* * * 


Plugs Lubrication 


Gan No. 7—A lubrication sign. 
Owners go to filling stations 
principally because they are more 
convenient. Most owners feel that 
the filling station is set up princi- 
pally to sell a certain brand of 
lubrication. But owners feel that 
the dealer who sells the car pro- 
vides the best lubrication for that 
car’s needs. They feel, too, that the 
dealer is interested in the line 
reputation of the car and does a 
careful job. Owners are sure that 
a dealer’s workers know the loca- 
tions in the car requiring treat- 
ment. 

This sign is one of the many in- 

(Continued on Page 47, Col, 1) 


But Less than Seasonal, It’s Held... 





the spring “boom” is under way 
yet. 

Dealers point out that the March 
increases must be attributed to 
greater salesmanship as much as 
any quickened interest in buying 
new cars. Nearly all agree that an 
aggressive sales policy is’ the 
answer to keeping the sales ball 
rolling. 


By Sam Sampson 
Staff Writer 

| ESPITE early reports from 

several areas that March new- 
car sales have improved over 
February, some dealers feel that 
the increases are less than seasonal 
so far. 

Mild weather throughout most 
of March, plus high production 
levels at most of the auto plants, 





* + * 


led dealers to look for an early | ETROIT observers are divided 
start of the spring selling season on what effect the Chrysler 
this year. But some dealers say | Corp. price cuts will have on sales 


there is very little indication that |this spring. Many declare _that 
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es 





NADA Threshes Out Truck Problems— 


A series of bulletins on truck sales and service has been announced by NADA's 
truck committee. The first will be mailed to members this month. The bulletin is 
entitled, ‘“‘What! You Don't Like the Truck Business!'"" Members of the committee 
(seated, from left) include R. J. Ross, Fort Smith, Ark., chairman; R. S. Abbott, Alex- 
andria, La., and D. C. Barnhart, NADA secretary. Standing are R. J. Soulen, Hartford, 
Conn.; F. C. Armstrong, Warren, O.; Hal L. Smith, Atlanta, and Lew Ullrich, managing 
director, Kentucky Automobile Dealers Assn. 


N. Y. Caravan Will Advise 


Dealers on Legislation 


ALBANY. A “caravan” of 
NADA and New York State Auto- 
mobile Dealers Assn. Officers will 
visit five localities in three days, 
starting Apr. 21, to talk with local 


represented by William Frame, 
president; C. D. Henderson, execu- 
tive vice-president; Carl Fribley, 
director and public relations com- 


association members on upcoming oe chairman, and d sa J. 
legislation that would affect dealers. . ers jr., insurance department 
chairman. 


The cities to be visited include 
| Buffalo, Olean, Bath, Rochester and 
Syracuse. At each city, members of 
| the Legislature will be asked to 
| attend the meetings to hear dealer 
reactions to current legislative 
measures. 

The state 


| Dealer Is Chided 


NADA officials in the caravan 
will include William L. Mallon, past 
president of NADA and currently 
regional vice-president, and Frame 
and Fribley, both NADA directors 
for the state. 


The caravan will be in Buffalo for 
luncheon on Apr. 21, in Olean for 
dinner; Bath for luncheon on Apr. 
22, Rochester for dinner the same 
day, and Syracuse for luncheon on 


association will be 





J or W heel- Deal | Apr. 23. Special announcements 
'T t R. I. oe mailed to all members last 
ac ics in | week. 


| PROVIDENCE. — Cruse Motors 
(Dodge-Plymouth) has been repri- 
| manded by the Rhode Island Auto- 
|mobile Dealers Licensing Com- 
mission for allegedly using un- 
ethical wheel-and-deal selling con- 
tacts. 

No actual evidence was found, the 
commission said, that any of the 
local dealership’s customers were 
victims of fraud. 

“However,” it was said, “the com- 
mission finds that the advertising 


Drive-in(g) for Business 

OTTAWA.—Auto dealers in 
Canada are planning to take ad- 
vantage of an anticipated boom in 
the drive-in theater business this 
year. Many reportedly are studying 
plans to set up new and used-car 
lots as near as possible to such 
theaters and to keep their 
businesses open at night. Ad- 
vertising tieups with some of the 


New-Car Sales Showing Gain 


~ | franchise 


Chrysler was merely getting its 
prices in line with the rest of the 
industry, while others say that it 
will surely start a series of price 
cuts sooner or later by others in 
the industry. 

Feeling is strong that many 
customers will sit back and await 
further developments before buy- 
ing a new car, and that this one 
factor alone will serve to delay 
some of the sales action on the 
spring market. 

One Dodge dealer pointed out 
that he felt better about his 
after recent develop- 
ments, and that he and his sales 
staff were buckling down to 
business with a new enthusiasm. 
He added that this change of 
attitude might be felt by Chrysler 
Corp. dealers as a whole, and that 
the corporation sales figures at the 
end of April would refiect this 
change of heart. 

* * * 
A PRESS-TIME report from R, L. 
Polk & Co., including reports 
for 49 states for February, es- 
tablished that 393,951 cars were sold 
in February. This represents the 
best sales month so far this year. 

February totals are 10,391 cars 
above January, according to Polk 
figures. January registrations 
were 383,560. 

With the increases noted thus 
far in March sales, industry ob- 
servers here say that March sales 
will probably go over the 425,000 
mark. That would end the first 
quarter with more than 1,200,000 
cars sold. 

* * * 
YPICAL of March new-car sales 
reports received at AUTOMOTIVE 
News so far is one from Houston, 
where sales in March totaled 3,164 
cars as compared with 2,647 in 
February. 

At Manhattan, Kans., March 
volume more than doubled Febru- 
ary’s, as dealers there sold 116 
cars for the month as against 55 
for the previous month. 

At Cleveland, March new-car 
sales totaled 7,189 cars, almost 50 
percent better than March last 
year, and more than 2,000 cars over 
February. 

Pittsburgh dealers reported that 
March sales were better than 
February, but still “less than 


seasonal.” 
* * * 


SED-CAR lots are still crowded 

in most areas, but dealers say 
that the retail used-car market is 
beginning to pick up. In several 
areas, March used-car sales made 
considerable gains over February. 

At Cleveland, 7,556 used units 
were sold in March, which is 800 
cars better than the same month 
last year. At Manhattan, Kans., 
274 used cars were sold in March 
as compared to 219 a month 


| earlier. 


St. Louis dealers report that the 
used-car market there is still on 
the downgrade. Dealers lots are 
still loaded, and prices are dropping 
off. It is expected that prices will 
continue to fall there. 

Buffalo reported that dealers are 
in about the same condition. Prices 
are said to be down about 10 per- 
cent from three months ago, and 
lots are choked with cars. Dealers 
are using classified advertising at 


theaters also are being planned.|a record rate to reduce inventories. 





by Cruse Motors in newspapers on 
diverse dates was confusing and 


misleading.” 

Its decision was tempered to a 
reprimand, the commission’ ex- 
| plained, after receiving this as- 


surance from Cruse Motors: 
“There will be no repetition of 
| misleading advertising . . . and also 
the licensee agrees to do his utmost 
to prevent its salesmen from mak- 
ing confusing or misleading state- 
ments to the car-buying public.” 


St. Louis Dealers 
Elect Roeper 


ST. LOUIS.—A. H. Roeper (Ford), 

has been named president of the 
Greater St. Louis Automotive Trade 
Assn., it was announced after a 
meeting of the new board of di- 
rectors. 
Other officers named were B. H. 
| Roberts, vice-president; George M. 
Berry, treasurer, and Miss Fay 
Hahn, secretary. 


Dealers Assn. and Lodge 1787, 





Utica Dealers Honor New Journeymen— 


Graduates of a mechanics’ training program co-sponsored by the Utica (N. Y.) Auto 
International Assn. of Machinists, receive certificates 
at a banquet. From left are Robert Fowler and Frank Miccoli, trainees; Frank J. Citro, 
representative of the Division of Apprentice Training of the New York State Depart- 
ment of Labor; Vito Barbera, William Hale, Thomas D'Acquino and Rosario DiFiore, 
trainees, and Theodore Harrer, president of the dealers’ association. 
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AUTOMOTIVE 


OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
jovernments applied to the building and maintenance of highways. 
4. The elimination of government and bureaucratic controls over this 
industry. 5. A return to the precepts of independence and the rewards of 
applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 


zZarrag 


Capsule Comment 


An inefficient salesman cannot expect a union to protect 
him from the consequences of his own bungling, an NLRB 
examiner has ruled in a Milwaukee dealer case. 

Sounds sensible. 


* * * 


What to do in case of all-out war, and/or the dropping of 
enemy A-bombs on automotive plants, is giving both govern- 
ment and auto officials plenty to think about. 

Official Washington still accepts the inevitability of 
another world war. 


* * * 


Shipments of new cars and trucks to overseas markets are 
at a postwar low, with no sign of an improvement in the near 
future, due to dollar shortages abroad. 

That 10 percent “cream” for American makers has been 
elusive in postwar. 


* * «€ 


There were 13 percent fewer car failures during 1952, 
AAA road service figures show, but tire and battery trouble 
was well above 1951. 

Cars are getting better mechanically, it appears. 
* 


* * 


Major finance firms and banks are tightening consumer 
credit and dealer floor-planning policies, an AUTOMOTIVE 
NEWS survey reveals. 

The battle is on for “good credit risks.” 
* 


* * 


The UAW national convention has thrown its support be- 
hind President Walter Reuther’s plans to place a guaran- 
teed annual wage “at the top of our collective bargaining 
agenda.” 

Now it’s of ficial. 
* 


The Senate Banking Committee has voted standby controls 
over consumer credit, including automobiles. 
Seems to be a warning against wild financing terms. 


{ 


| 


| 
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Forum BE 
“If you have _ occasional 
spells of despondency, don’t 
despair. The sun has a sink- 
ing spell every night — but 
rises again all right next 
morning.” Cotumsus (O.) 
GAZETTE. 
* * * 


Is Public Interested? 





In 1916, a law was written to { SECOND 
get federal financial assistance BIGGEST 
for building roads—the Federal- MONTH 


Aid Law. It took public insist- 
ence to get it passed. This insist- 
ence was also responsible for the 
gigantic roadbuilding program 
which followed. And it can hap- 
pen again in the ‘50s if the 
public voice rises. Ralph 
Thomas, president, American | 
Automobile Assn. 

+ * x 


Return Tax to States 


The nationwide highway bot- 
tleneck could be broken in 
about eight years if all motor 
excise tax moneys (including 
motor fuel) were returned to 
the states for building new 
and improving old highways.— 
William Randolph Hearst, jr. 


* * * 








| | | | 
| 
APRIL ASPIRATION 





Plenty ‘Isation’ 

The Archbishop of Canterbury, 
who vows to trim some of the 
official jargon from the corona- 
tion ceremony for Queen Eliza- 





WHATTA YOU SAY, HUH ? 
¢OR APRIL THIS YEAe 


YO 


WS ABOUT UP TO HE Le 
W7 WATTA You say 


a” 


AU 





beth IT: 





“It seems to me that in our —<a Act AN 
language, particularly in [orate We s L 
official quarters, we tend 1 Fix Pre | 
toward too many ‘isation,’ Fo {fic Tickets 
such as ‘inthornisation’ and irate 
‘deratisation.’ ” : ca Rel 

* * * 


Attractive Usefulness 

Charles E. Wilson, when he 
was still piloting General Mo- 
tors, was asked whether his 
engineers designed cars for 
utility or good looks. His 
classic reply was that GM 
tries to strike a balance be- 
tween mechanical perfection 
and attractiveness —in short, 
GM would like to offer an “at- 
tractive blond who can cook.” 
—Steel Magazine. 

t - * 





LIKE EVERYTHING 
ELSE, 1T AIN'T 


Anywhere, U. S. 

Don H. Connors, who took a 
wrong turn in a snowstorm at 
Port Arthur, Ont., and drove 
more than a quarter mile along 
a railroad track: 

“I thought it was just a 

bumpy road.” 

” . * 


Plump in Jail 
Wilma Lois Megahan, asked 


by Sacramento (Calif.) police to 
explain an attempted bank rob- | 


used, if you so request. 









| 
| Insurance Battle 
| I have noted with considerable 
interest your March 2, news item, 
“Plan to Protect Insurance Rights.” 

The Wyoming Automobile Deal- 
ers Assn. is very much aware of 
|this effort and was successful in 
assisting in killing a bill sponsored 
by the Wyoming Insurance Agents 
Assn. at the 1953 session of the 
Wyoming State Legislature. 

This bill was to require appli- 
cants to pass a written examination 





bery: 


‘Alert on Insurance... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 


“My son likes three squares 
a day. He looks better when 
he’s plump.” 

* * * 

“It has been proved that 
green-tinted glass (in wind- 
shields) that is dark enough to 
reduce harmful glare, also will 
reduce visual acuity; that is, 
the ability to see distinctly and 
clearly.”—OprometrisT Dr. S. S. 
HANIFOoRD. 


| relative to the kinds of insurance 

for which application for license 
|/was made, as prescribed by the 
| state insurance commissioner. 

At the committee hearing, at 
which a large number of insurance 
agents throughout the state were 
present, the representatives of the 
Wyoming automobile dealers stated 
that the bill, while being represent- 
;ed in behalf of the public welfare, 


| was really for the purpose of creat- 


10 Years Ago... 


The Big Story 


Current probabilities indicate that our immediate postwar car will 
be the 1942 car, with such modifications and improvements as can be 
made without important engineering development or changes in tools, 
Alfred P. Sloan jr., chairman of General Motors, declared in a mes- 
sage to the corporation’s dealers. Sloan paid high tribute to the 
aggressiveness and resourcefulness of dealer management during the 


emergency, which resulted in the lowest number of GM dealership 
terminations on record in 1942 .. . East coast demand for petroleum 
products continues to exceed the increasing flow of supplies, with the 
result that no progress has been made toward building up overall 
stocks for next winter, Petroleum Administrator for War, Harold L. 
Ickes, stated .. . Restrictions on the manufacture of various items 
used in the repair and maintenance of automotive vehicles were im- 
posed last week by the War Production Board . . . The Senate Com- 
mittee to Investigate the National Defense Program (Senator Harry 
S. Truman, chairman) is preparing to begin an inquiry into highway 
transportation shortages in 11 western states. 

—From the files of Automotive News. 
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|ing a monopoly and closed shop of 
| the insurance business and to even- 
{tually put the automobile dealer as 
well as some other groups, out of 
the insurance business. 

This bill was killed in committee 
and never allowed on the floor of 
the House. 

Although the Wyoming automo- 
bile dealers were successful in hav- 
|ing this bill defeated, it is felt that 
|it is very important to remain alert 
since it is certain that the insur- 
ance agents group will try again. 

I believe this is of great interest 
to other state association groups 
and if you desire to use the above 
information for your fine paper, 
you may do so.—C. E. Wenrster, 
president, Cody, Wyoming. 


* x * 


Likes Van’s Column 

Much of our success at Hub 
Motor Co., and throughout the 
dealerships managed 
Dobbs-Oakley, is due to being con- 
cerned with salesmen’s problems. 
financial status and standard of 
living. 

Needless to say, I read with great 
interest, J. B. Van Tassel’s fine 
column in _ Avrtomotive News. 
Articles such as his are helpful to 
sound business management. I en- 
joy it very much.— Norman E 
Martin, sales manager, Hub Motor 
Co. (Ford), Chicago. 


* * * 


| On Ford Setup 


George Laurenz, of Medina, O 
expresses some opinions regarding 
Ford dealers which may be 
| answered by a single fact. 
| When I recently counted the 
Ford dealers who had been witl 
the Ford Motor Co. for “more thar 
25 years” there were 1,568 of them! 

As there are now about 6,000 
Ford dealers, that means that more 
than one out of every four Ford 

(Continued on Page 45, Col. 4) 


by Hiull- 
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Dusty meets 
an old hand 
at saying . 


Once in a while Dusty meets somebody who says he doesn’t buy on time. Our 









admits, “‘but that’s different.” 


aggressive dealer friend knows everybody uses credit in one form or another, so 


he’s ready with ammunition to prove that time-buying is not only good business 


UNIVERSAL CLT. 


but mighty convenient, too! 


I suppose car salesmen watch faces more care- 
fully than most people. Anyway, this customer’s 
face looked like the word “‘NO”’ from the begin- 
ning of the sale. 


Finally I had touched the “‘Yes’’ nerve with a 
description of the gas mileage he’d get. “‘I’ll take 
it,” he says. 

*‘Would you rather pay for this car in 18 months 
or 24 months, Mr. Hartshorn?” I ask, shooting for a quick 
wrap-up on the time deal. 


“No, I never buy on credit!’’ Hartshorn stops me cold with 
a ham-like hand. 


“Buying on time has its advantages,” I say firmly. ‘‘For 
instance, I’m buying my home on time with a mortgage.” 


“I have a small mortgage myself, for that matter,’ he 





“Actually, it’s not a lot different from buying a 
car on time,” I disagree mildly. ‘““The building 
and loan takes care of the mortgage, arranges 
my fire insurance and pays my taxes—all in one 
monthly payment.”’ 


““Well, you’re not telling me anything,”’ he says, 
still being difficult. 


“Mr. Hartshorn, I can duplicate that same con- 
venient method for you. In one simple monthly 
arrangement you buy your car, protect it and 
get all the services that go with the plan.”’ I have 
the Blue Book out again and I start to describe the con- 
veniences and protections of the Universal CIT plan. “‘And 
you’d be surprised at the number of other businessmen 
around town who like the idea of conserving their cash 
for emergencies.” I plant this idea in the middle of the Blue 
Book story. 


You know what? Before I was through Mr. Hartshorn said 
‘“Yes’’ for the second time that day! 











6 


AUTOMOTIVE NEWS, APRIL 13, 1953 


Says He Enlisted duPont Aid... 





Kettering Tells Story 
Of Anti-Knock Fight 


By George Barclay 
Staff Correspondent 
CHICAGO.—Charles F. Kettering, 
76-year-old retired research direc- 


with anti-knock before he joined 


| GM in 1919. 


tor of General Motors, testified last | 


week that he and 
his associate 
entists were “very 
anxious” to enlist 
duPont help in 
manufacturing 
tetraethyl lead 
after they devel- 
oped it for GM. 

“Boss Ket” was 

a defense witness 
in the duPont 
antitrust trial in 
Federal District 
Court here. 

The Government has charged, 
among other things, that duPont 
obtained exclusive rights to make 
the anti-knock compound as a 
result of its alleged domination 
of General Motors. 

Questioned by GM attorney 
James D. Carpenter, Kettering 
stated that he began experimenting 





Cc, F. Kettering 


Denver Show 
Draws 100,000 
On First Day 


DENVER. — More than 12,000 
persons visited the City Auditorium 
here Apr. 6 when the grand open- 
ing of the 1953 Denver Auto Show 
was held. The show closed last 
Saturday (Apr. 11). 


On the basis of the initial crowd, 
and the fact that all of the vaude- 
ville shows during the first two 
days were sold out, show officials 
predicted that this year’s event 
would better last year’s mark of 
100,000. 

Several makers are showing ex- 
perimental and limited production 
cars, and it is reported that they 
are drawing considerable interest. 
Higher-priced production cars are 
also coming in for considerable 
attention. 

Salesmen on the floor say, how- 
ever, that there is a hard core of 
visitors who are coming to the 
show to look over cars with in- 
tentions of buying. Such persons, 
it is reported, are willing to listen 
to salesmen of low and medium- 
priced cars. 


The event offers a 10-act vaude- 
ville show twice daily, complete 
with well-known entertainers from 
New York and Hollywood. 





Monroe Offering 
Power Steering 


For Late Models 


MONROE, Mich.—The new pow- 
er-steering unit recently announced 
by the Monroe Auto Equipment Co. 
here will be offered for field instal- 
lation on Ford, Lincoln, Mercury, 
Buick, Oldsmobile, Cadillac, Pon- 
tiac and Packard, it was announced 
last week. 


Monroe expects most of the de- 
mand to come from owners of one 
to three-year-old cars. 


Brouwer D. MacIntyre, president 
of Monroe, told a news gathering 
here that the conversion package 
would cost from $225 to $250. This 
price, he added, did not include the 
cost of installation. It was estimated 
that it would require from four to 
five hours to install, which would 
add about $25 to the cost. 


The company said that it had 
already contracted to furnish the 
power-steering device to two auto 
manufacturers, adding that it could 
supply the device for less than half 
the cost that power steering units 
are costing other manufacturers. 


sci- | 








This research, he said, grew out 
of his invention of battery ignition 


for cars, which displaced the mag-|§ : 


neto. Manufacturers of magnetos, 
he said, tried to blame Kettering’s 
ignition system for the knock in 
car engines, Then the knock was 
said to be due to a pre-ignition 
explosion of the gasoline. 
Kettering described how his re- 
search group in Dayton wrapped 
film around a tomato can, at- 
tached it to an experimental 
engine and got a photographic 
record of the combustion process. 
This showed that the knock came 
after the fuel had started to burn. 


After early trial and error, the 
researchers began experimenting 
with metal compounds in 1919. 
These compounds had a stench, he 
said, that permeated the research- 
ers’ skin. 

“If my boys wanted to go to a 
movie,” he said, “they had to follow 
an unwashed bum inside and sit 
beside him.” By this means the 
scientists hoped other moviegoers 
would not identify them as the 
source of the unpleasant odors. 

Eventually the research pointed 
to lead as the best material. This 
resulted in the development of 
tetraethyl lead in December, 1921, 
which removed the knock from 
automobile engines. It ‘proved to 
be a milestone in the growth of 
the automotive industry. 

Among other things, Kettering 
described how he invented the self- 
starter for automobiles back in 
1911, first putting it on Cadillacs. 

Kettering also testified that he 
successfully urged GM to give 
duPont a contract to manufacture 
tetraethyl lead, but he denied that 
duPont made GM a “captive mar- 
ket.” 

“We wanted duPont to produce 
tetraethyl lead because they had 
the facilities and the know-how,” 
he said. “We never considered 
tetraethyl lead as something to 
make money for us. We wanted 
to get rid of the knock in our 
engines.” 

It was brought out that the con- 
tract stated duPont would make 
the chemical for $2 a pound but 
contained no stipulation as to the 
life of the contract or the amount 
to be purchased by GM. 





Chevrolet's Projected New Engineering Center at Detroit— 


With the administration building in the foreground scheduled for completion in 18 months, Chevrolet will start work soon on 
its new engineering center near Detroit. An experimental laboratory (left) and shops (at right rear) are expected to be completed 
in two years. A rooftop viewing area for new models and an auditorium seating 1,000 are among the features of this building 
program. 


Japanese Nickel Aids Car Makers 


By William Ullman 

Washington Correspondent 
WASHINGTON. — Car and truck 
manufacturers, highly concerned 
about the inadequacy of their 


nickel allocations in view of their) 


increased production of vehicles, 


may have some relief—but at a/| 


high cost. 

Though the Government has 
open-ended the Controlled Materi- 
als Plan and will send CMP finally 
to its grave June 30, it is nonethe- 
less retaining controls on nickel, 
one of the scarcest metallic ele- 
ments. 

Nickel distribution and its per- 
mitted usages are likely to stay 
rigidly controlled throughout 
1953, and possibly in 1954, accord- 
ing to official sources here. 

Last week NPA disclosed that 
U. S. consumers could purchase 
nickel, made available by Japan, 
without charging it against their 
normal NPA monthly allocation. 

At Automotive News’ press 
time, NPA announced elimination 
of quantitative restrictions on 
monthly purchases of copper. 
Copper supplies recently have im- 
proved considerably, a Govern- 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 
Apr. 8 


(Sale fast, but a large number of 
rough cars were entered. Sold 84 cars 
out of 159 offerings.) 


BUICK—’50 Super 2-dr., $1,160*; 4-dr., 
$1,085. "49 RM conv., $850*. '48 Su- 
per 4-dr., $910. 

CADILLAC—’50 (60) 4-dr., $2,205*. 
(61) 4-dr., $1,450*. 

CHEVROLET—’53 (210) conv., $2,275*. 
"52 SL Deluxe 2-dr., $1,340*, $1,215. 
‘51 SL Deluxe 2-dr., $1,135, $1,125*. 
‘50 SL Deluxe 2-dr., 2 at $855. °49 SL 
Deluxe 4-dr., $685, $725, $540; 2-dr., 
$780, $500. "48 FL aerosedan, $490. 
’46 station wagon, $250, $150. 

DeSOTO—’51 Custom 4-dr., $1,225. 

DODGE—’50 Coronet 4-dr., $930. °'49 
Meadowbrook 4-dr., $650. '46 Custom 
4-dr., $280; club coupe, $185. 

FORD—'52 Custom (8) 4-dr., 
*51 Custom (8) 2-dr., $1,070, $1,125, 
$1,155*; Custom (6) club coupe, $970, 
$975. '50 Custom (8) 4-dr., $875; 
conv., $875; 2-dr., $875*, $575. °49 
Custom (8) 2-dr., $680; Deluxe (8) 
club coupe, $550; 2-dr., $420. 

HUDSON — '51 Commodore (8) 4-dr., 
$1,065. 

MERCURY—’50 4-dr., 
4-dr., $250. 

NASH — '51 Rambler station wagon, 
$935, $885; Statesman 2-dr., $900, 
$825. '50 Statesman 2-dr., $735, $690. 

OLDSMOBILE—’51 (88) 2-dr., $1,540". 
"50 (88) 2-dr., $1,150*. '49 (76) club 
coupe, $940; (98) 4-dr., $845*. 

PLYMOUTH—’52 Cambridge club coupe, 
$1,135, $1,155; 4-dr., $1,145. '51 Cam- 
bridge 4-dr., 2 at $925. '50 SD 4-dr., 
$775; club coupe, $715; Deluxe club 
coupe, $725. 

PONTIAC—’52 Chieftain (8) 2-dr., $1,- 
700*; Catalina, $2,150*; 4-dr., $1,825*, 
$1,800*. '50 Chieftain (8) 4-dr., $1,- 
180. '49 Chieftain (6) 2-dr., $925, 
$1,015". 

STUDEBAKER — '50 Champion 2-dr., 
$685; ‘%-ton pickup, $425. 

WILLYS—’51 %-ton pickup $605. 


"49 


$1,525. 


$960, $920. '46 


! 


April 1 
(Sale slow. Rain held down con- 


signments. Sold 63 cars out of 80 
offerings.) 


BUICK—’51 Super 4-dr., $1,390*. '50 
Super 4-dr., $1,100*, $1,045*. °46 RM 
4-dr., $160. 

CADILLAC—’51 (60) 4-dr., $2,850*. 


CHEVROLET — ’52 SL Deluxe 4-dr., 
$1,475*. '51 SL Deluxe 2-dr., $1,120*, 
$1,175. '50 Bel Air, $1,110. ‘49 SL 
Deluxe 2-dr., $825. °48 SM 4-dr., 
$455. °46 SM 4-dr., $400. 


DeSOTO — '50 Custom 4-dr., 
club coupe, $1,110. 


DODGE—'47 Custom 4-dr., $505. 


FORD—’53 Custom (8) club coupe, §2,- 
085*. ’52 Victoria, $2,010*; Custom (8) 
2-dr., $1,610*; club coupe, $1,660. ’51 
Custom (8) 2-dr., $1,085, $1,010. '50 
Custom (8) 2-dr., $815; Custom (6) 
2-dr., $800. '49 Custom (6) 4-dr., 
$640, $700, $590. "46 SD (8) 2-dr., 
$280. 

KAISER — '51 4-dr., 
$600. 


LINCOLN—’'53 Capri club coupe, 
550*. °48 club coupe, $225. 


MERCURY—’51 4-dr., $1,300*; 2-dr., 
$1,325*. '50 2-dr., $1,010*, '49 2-dr., 
$875, $630. 

NASH—'47 (600) 4-dr., $295. 

OLDSMOBILE—’48 (76) 4-dr., $615. 

PLYMOUTH — '50 Deluxe club coupe, 
$785; 4-dr., $785. '46 SD 4-dr., $390. 

PONTIAC—’52 Catalina, $2,200*; Chief- 
tain (8) 2-dr., 2 at $1,665*. ‘51 
Chieftain (8) 2-dr., $1,450*, $1,425; 
club coupe, $1,500*. '49 Chieftain (8) 
club coupe, $510. °47 SL (8) 2-dr., 
$350. '46 4-dr., $325; conv., $460; 
2-dr., $440. 

STUDEBAKER — ’51 Commander (8) 
4-dr., $1,040*, $1,020*, $1,010*. ’50 
Champion 4-dr., $635, $685; Com- 
mander 4-dr., 2 at $750*. ’48 Cham- 
pion 4-dr., $495. 


$1,050*; 


$805. '49 4-dr., 


$3,- 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 42, 43, 46. 
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ment spokesman said. There is a 
probability NPA will revoke its 
copper order late in June, he 
added. 


The Japanese nickel supply, 
amounting to 511.5 metric tons, was 
refined in Japan from wet ore 
shipped from New Caledonia. There 
is no way of determining, it was 
said, how much of this nickel from 
Japan has been purchased by the 
American automobile industry. 


The domestic price for nickel 
averages about 60 cents a pound, 
but reports received by NPA in- 
dicate the Japanese asking price 
for the metal ranges from $2 to 
$2.75 a pound, 

Though the Japanese price is 
extremely high, the automotive in- 
dustry has found itself in a position 
where it has to pay it in order to 
get the nickel. This Japanese 
source has been conceded by some 
to be a salvation to a few industry 
consumers. 

The metal is needed for the coat- 
ing of bumpers, bumper guards and 
door handles particularly. The 
nickel from Japan, however, is still 
subject to existing end-use controls. 

Nickel employed for protection 
of bumper guards and bumpers 
can not exceed an average thick- 
ness of 0.001 inch on outside sur- 
faces. 


Use of nickel is prohibited for 


7 
3M Is Sponsoring 
June ‘Dents-Out’ 

e* + 
Campaign Again 

ST. PAUL.—A campaign that is 
said to have increased body busi- 
ness from 25 to 400 percent in auto 
body shops last June will be repeat- 
ed this June —national “Get the 
Dents Out of Your Fenders” month, 
it was announced last week by Min- 
nesota Mining & Manufacturing 
Co., sponsor of the event. 

More than 34,600 shops partici- 
pated in the first “Dents Out” pro- 
gram last year, according to 3M. 
Like last year, the campaign will be 
industrywide, with participation by 
automobile manufacturers and job- 
bers, dealers and independent body 
shops. 

The 
include: 

1. In May, a national “Dents Out” 


promotional drive will 


queen will be announced and sent| 


to “refinishing school’’—to call pub- 
lic attention to the skill involved in 
refinishing a car. 

2. In June, radio and television 
appearances of the Queen will 
dramatize the “Dents Out” program. 

3. Newspapers and news maga- 
zines throughout the country will 
be provided with information and 
pictures on the campaign. 

4. Body shops will be provided 
with free six-foot posters and win- 
dow streamers as a further public 
reminder that June is “Get the 
Dents Out” month. 


| accessories, dash panels, gas caps, 
|gravel guards, grilles, horns, in- 
|terior trim, lamp housing, license 
|'frames, nameplates, ornamental 
|trim around windows, radiator 
trim, trim rings and wheel discs. 


Willys Estimates 
$61 Million Net 
After K-F Deal 


TOLEDO. — Willys-Overland last 
week estimated that it will have un- | 
der present tax laws net assets of 
$61,391,612 before making provisions 
for retirement of preferred stock 
and possible contingencies, if stock- 
holders approve the proposed sale 
of physical assets to Kaiser Mfg. 
Corp. at a special meeting Apr. 24. 

A pro forma balance sheet as of 
Feb. 28 included in the statement 
shows that, after giving effect to 
the sale of physical assets and to 
company estimates of net earnings 
for the period Mar. 1 to Apr. 27, 
approximately $10,603,730 would be 
used to provide for retirement of 
100,545 outstanding preferred shares 
and that an additional $3,250,000 
would be set aside for contingen- 
cies, leaving an estimated remainder 
of $47,537,882 for the common stock, 
equivalent to approximately $17 a 
share. 

According to the proxy statement, 
it is believed that the conversion of 
assets retained after the sale and 
retirement of preferred stock, total- 
ling $77,554,784 as shown in the pro 
forma balance sheet, and retained 
liabilities, totalling $30,016,902, into 
the balance of $47,537,882, may not 
be accomplished earlier than Oct. 
15, 1953. 

The per share estimate compares 
with a range of $5% to $13% in 
the market price of the common 
stock on the New York stock ex- 
change for the years 1950, 1951, 1952, 
and a range of $12 to $15% in 1953 
through Mar. 27. 


its Nationa! 
GET THE DENTS .. 
OUT OF YOUR 





For Beauty in Bodies— 


Kathy Marlowe will 
over the second national “Get the Der'ts 
Out of Your Fenders’ month to be hed 
in June. 


reign as queen 














AUTOMOTIVE NEWS, APRIL 13. 1953 





MEDIA RECORDS INC. 


NEW YORK * CHICAGO * COLUMBUS * SAN FRANCISCO 
















TOTAL ADVERTISING of the First Fifty NEWSPAPERS 
(Both Six Day and Seven Day) 
As measured by Media Records, Inc. 








Twelve Months—1952 






Lines 





























1. Milwaukee Journal (E & S)................. 49,457,702 
@. GRACES TRANS (HG SB)... . nc cccncccceseces 47,632,116 
3. Los Angeles Times (M & S)................. 45,849, 407 
S. TRO SURE FE & SB) ons cece sc cece vcces 42,494,020 
x Ge ee ID Me OE BRD oo a eke cee nessenaven 41,721,343 
Ge Te Ge Wee ak sé anc ce Ka ccacvessesccs 39,371,257 
7. Cleveland Plain-Dealer (M &S)............ 38 , 687 , 083 
ic Ce Oe Oe Mo ha 6046 hd ee evens eas 38,154,798 
9. Philadelphia Inquirer (M&S)........38,133,092 
eee MO GE: OU OE BR sk is bic cers cencnesees 37 , 242,380 
11. Houston Chronicle (E & S).......cccccccees 36,804,665 
12. St. Louis Post-Dispatch (E & S)........... 34,900,616 
13. Akron Beacon—Journal (E & S).............. 33,940,823 
14. New York News (M & S) (See Note).......... 33,639, 892 
15. Minneapolis Star & Tribune (E &S)........ 335,215,721 
16. Dallas Times—Herald (E & S)............... 33,000,104 
17. New Orleans Times-Picayune & States 
oe eee ee ya ee 32,844,806 
18. Atlanta Journal & Constitution (E & S)....31,859,797 
BT Te Ge BP a knoe c ce cece cesecsenwes 30,899,019 
ee Oe BE OE Bi voc cesvsesccecesadewees 30 , 282, 560 
Zi. Indianapolis Star (6 G&S)... 2. csc cccccecss 30,126,099 
22. Memphis Commercial—Appeal (M & S)......... 30,059,994 
23. Philadelphia Bulletin (E&S)........30,021,869 
ee GUY SS re errr rer rr ree 29,747,168 
Now in its 20th i, rr er Cr cakes ek eeeebeenae es 29, 462,926 






Consecutive Year of Total 
Advertising Leadership 
in Philadelphia! 





New York News linage includes 13,844,688 lines of split—run advertising 





“ar. 


Che Philadelphia Mnquirer 


Constructively Serving the World's Greatest Industrial Area 





Exclusive Advertising Representatives: ROBERT T. DEVLIN, JR., 342 Madison Ave., N.Y.C., Murray Hill 2-5838; EDWARD J. LYNCH, 20 N. Wacker Drive, Chicago, Andover 3-6270; GEORGE S. DIX, 
Penobscot Bidg., Detroit, Woodward 5-7260. West Coast Representatives: FITZPATRICK & CHAMBERLIN, 155 Montgomery St., San Francisco, Garfield 1-7946 * 1127 Wilshire Boulevard, Los Angeles, Michigan 0259 










BURLINGAME, Calif.—A plan 
for the industry to set up a fund to 


educate the public on the need for|a voluntary basis, and must of ne-| / 


increased taxes to provide the na- 
tion with more and better highways 
has been suggested by Ted R. Schu- 
man, general manager of Small- 
comb Motor Co. (Chevrolet) here. 


Schuman would have an extra 
50-cent charge on the invoice cost 
of each new car and truck deliv- 
ered, and the manufacturer would 
also add 50 cents per unit. The 
total fund would come close to 
$8 million annually, Schuman said. 

The plan was drawn up in essay 
form, and has been entered in the 
General Motors Better Highway 
Award Contest. 

This money, according to the plan, 
would be placed in the hands of a 
neutral organization, possibly the 
state chambers of commerce, to tell 
the public of the serious road con- 
dition, and to urge increased taxa- 
tion to meet improvement needs. 

Schuman declared that the stag- 
gering sum of billions of dollars 


Dealer Road Fee Urged 


Californian Urges 50 Cents on Each New Vehicle 
To Promote Highway Education 








| needed to get out of the road mud- 
| dle is impossible to accumulate on 


cessity be derived through public 
taxation. 

“So let’s come out with it,” Schu- 
man urged, “and quit ‘beating 
around the bush’. 

“The motor car and truck indus- 
| try is the most directly effected by 
the condition of our national and 
state highway systems,” Schuman 
wrote. “Since our highway systems 
and its 48 directors cannot and 
should not control the birth rate 
of vehicles, then our industry must 
accept the challenge of taking a 
predominant position to achieve 
more and better highways to ma- 
terially reduce the thousands of 
deaths, millions of personal injuries 
and billions of dollars in property 
damage.” 

Schuman’s essay stated that 
present action should be directed 
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Kentucky. 


lic at large to those needs, and 
the projected benefits to be de- 
rived from them, and (3) pro- 
curement of funds from “Mr. 





in three objectives: (1) Broad de- 





termination of physical highway | 
needs; (2) education of the pub- | 
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Taxpayer” through the American 
ballot box. 
As a title for his essay, Schuman 


| Nash-Healey Selected ‘Outstanding Car'— 
| Ed Mooney, president of Ed Mooney Motors, Inc. (Nash), Evansville, Ind., displays 
trophy he received for his Nash-Healey entry in the auto show sponsored by Road 
| Knights, local organization dedicated to safe driving. More than 4,500 spectators 
selected the 1953 maroon-colored Nash-Healey shown above as ‘‘outstanding’’ among 
the 35 sport, custom and “hot rod” cars entered from Indiana, Ohio, Illinois and 
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chose “Dollars or Death and Dis- 
aster,” and pointed out in the essay 
that several kinds of deaths and 
disasters could befall us if some- 
thing isn’t done. 

“What about,” he asked, “the dol- 
lars or death and disaster of our 
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automotive industry; dollars or 
death and disaster of its affiliated 
industries, and the dollars or death 
disaster of citizens and drivers?” 

| In conclusion, Schuman attached 
a dollar bill to the essay “for fur- 
ther emphasis on the need for fin- 
ancial and monetary action.” 


Motorists Prefer 
‘Deluxe Models, 


‘Pontiac Finds 


PONTIAC. The American mo- 
| torist still prefers the deluxe model 
|in motor cars, according to H. E 
| Crawford, general sales manager of 
| the Pontiac division. 

“In 1950 when we introduced the 
Catalina, a luxurious hardtop 
coupe, we expected it to account 
for no more than 5 percent of 
our sales,” Crawford said. “It ac- 
tually amounted to 8 percent that 
year, 12.8 percent in 1951 and 19.1 
percent in 1952.” 

The Catalina, which is offered in 
a custom and deluxe model, 
features luxury fittings, distinctive 
trim, special colors and color-keyed 
interiors, The custom model, which 
is the most popular, is available 
with hand-buffed leather upholstery 
in matching colors. 

“This year the sale of Catalinas 
picked up right where we left off 
}in 1952,” Crawford revealed. “We 
produced 19.2 percent in January 
jand 19.9 percent in February to 
meet customer demand.” 
| Crawford said that the public 
| desire for the extras in appearance 
and comfort is shown by the fact 
that in December, the introductory 
}month of trhe new car, Pontiac 
|built 12 deluxe models for every 
special model. 

By February the ratio was almost 
15-1, and projected schedules for 
|the next few months, will hold to 
|} the higher figure, he added. 


Kans. Dealer Fined 


In Tax Evasion 


OSWEGO, Kans. — Carl Hoskins, 
| dealer here, has been sentenced in 
federal court by Judge Arthur 
Mellott to 90 days in jail and fined 
$15,000 on three counts of income 
| tax evasion. 

| Hoskins received a 90-day sen- 
|tence on each count to run con- 
|currently and was fined $5,000 on 
;each count. 

| The government said in 1946 he 
paid $5,016.93 when he owed $12,- 
829.97; in 1947 he paid $10,520.38 
and owed $18,906.65; and in 1948 
jhe paid $8,751.86 and owed $13,- 
| 156.64. 











Tinless Can 
New Oil Container Uses 


Cemented Seam 


NEW YORK.—A packaging de- 
velopment, which may be the most 
important one to affect the pe- 
troleum industry since it first began 
merchandising motor oil in cans 17 
years ago, is the perfection and 
mass-production of a tinless, fully- 
lithographed metal container by 
|} American Can Co. 
| Primarily this new tin-free can 
assures that no future world crisis 
| cutting off foreign tin supplies will 
interrupt the steady flow of metal 
|cans which help package and 
market almost 500 million gallons 
of motor oil annually, the company 
said. 

From a merchandising standpoint 
| the new container’s around-the-can 
lithography for maximum label dis- 
play, plus added protection against 
corrosion and oxidation, provide a 
| number of standout advantages not 
| previously available with the “ex- 
posed-seam” can, the company 
points out. 
| The new motor oil can has suc- 
| cessfully soldered side seam, which 
|is composed of an alloy of tin and 
lead—both strategic materials. In 
their place, the Canco all-steel can 
uses a thermoplastic cemented side 
seam which establishes a strong 
bond between the layers of metal. 
| ADVERTISEMENT _ 7 
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Cut Time Per Transaction 


With DO-B SELF-SERVE | 


See Page 39 i 
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COPYRIGHT H. D. T. COMPANY FACTORS, INC. 1953 


Whrth Ye, Wright Ss Gold / 


To win undeniable acceptance — year in and year out — is the 
ultimate standard by which you can judge the worth of any product in any field. 


WHAT DO THE MANUFACTURERS THINK OF BLUE CORAL? America's 
finest motor car manufacturers have specified nothing but Blue Coral 
for over a quarter of a century. 


WHAT DO THE DEALERS THINK OF BLUE CORAL? Thousands of dealers 
recommend a Blue Coral Treatment because they know a 
poor substitute always costs more in the end. 


WHAT DO THE CUSTOMERS THINK OF BLUE CORAL? Millions of happy, 
enthusiastic customers know they cannot buy a better product 

because there is no better product made. 

If you are thinking of today's sales . . . tomorrow's reputations . . . and future 
good will, Blue Coral will help you cement a more sound customer 

relationship. It is a product "worth its weight in gold." 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Congressional Studies 
Begin Apr. 14 


WASHINGTON.— Interest in the 
nation’s highway problem is _ re- 
flected in Congress by proposed 
committee activity in both houses 
dealing with the subject of roads 
and road financing. 

Under authority of a _ resolution 
adopted March 24, the subcommit- 
tee on roads of the House Public 
Works Committee has announced 
an agenda for hearings and studies 
that are scheduled to get underway 


on Apr. 14, according to the 
National Highway Users Con- 
ference. 

Meanwhile, Senators Francis 


Case (R., S. Dakota) and Prescott 
Bush (R., Conn.) are reported to 
be planning to press their re- 
cently introduced Senate Con- 
current Resolution No. 21, which 
would set up a Senate-House 
committee to study national high- 
way needs and financing methods. 


Chairman J. Harry McGregor (R.., 
Ohio) has announced that the scope 
of the hearings by the House Sub- 
committee will cover the following 
subjects: 

Proposal of Governors’ Con- 
ference that the Federal Govern- 
ment relinquish the tax on motor 
fuel in favor of the states; pro- 
posal of the Governors’ Conference 
that the activities of the Bureau 
of Public Roads be curtailed; pro- 
posal that Federal motor fuel taxes 
be deposited in a trust fund for 
highway purposes; proposal for the 
extension of turnpikes and _ toll 
roads as well as transcontinental 
superhighways; possible partici- 
pation by the Federal Government 
in maintenance and repair costs; 
comparison of administrative and 
engineering exvenditures for high- 
way purposes in the various states. 


Direct local effects of constructing 
highwa’s which by-pass’ urban 
areas (beneficial or detrimental?); 
proper allocation methods with re- 
spect to access roads (defense 
plants, timber access, mineral re- 
sources, and the like); the relation- 
ship of existing highways to mili- 
tary and civilian defense require- 
ments necessary to meet an emer- 
gency; coordination by Federal 
agencies in the planning and con- 
struction of roads through national 
parks, forests, Indian reservations, 
and other government-owned land; 
the effect of heavy vehicle traffic on 
the highway specifications and con- 
struction costs; present highway 
safety programs and means for in- 
creasing their effectiveness; miscel- 
laneous legislative proposals to im- 
prove the Federal-aid highway 
program. 

The House resolution states in 
part, “... In the conduct of the 
study the Committee shall seek 
the counsel and advice of re- 
sponsible Federal, State, County, | 
and City officials, and other in- 
dividuals and organizations quali- 
fied to advise them in their re- 
spective fields.” 

NHUC has been informed by 
the committee staff that a list of 
witnesses who will be invited to 
testify has not yet been prepared. 

It has been reported that Sen- 





President Names 
Flemming as 


ODM Director 


WASHINGTON.—Arthur S. Flem- 
ming has been nominated by Presi- 
Gent Eisenhower as director of the 
Office of Defense Mobilization. 
Flemming now serves as acting di- 
rector of ODM. 

The President also sent to the 
Senate the nominations of James P. 
Mitchell, of Westfield, N. J., and 
John Slezak, of Sycamore, IIl., to be 
assistant secretaries of the Army. 

Flemming is president of Ohio 
Wesleyan University. 

Mitchell will be in charge of man- 
power and personnel. He is a vice- 
president of Bloomingdale Bros. de- 
partment store in New York. 

Slezak will have charge of mate- 
rial procurement. He now is presi- 
dent of Turner Brass Works. 





Hearings on Roads Set 


on Highway Financing 
in Washington 
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ators Case and Bush intend to ask 
for an appropriation and authority 
to travel about the country to con- 
duct hearings. McGregor has been 
approached on the subject and is 
understood to be of the opinion that 
the hearings to be held by his sub- 
committee can accomplish the de- 
sired results. Therefore, it is ex- 
pected that the investigation pro- 
posed by the concurrent resolution 
will be made by the Senate rather edits tits wianie tind tents ee as ae 

than by a joint committee of the | TIVE NEWS gives you the Guiite story, pins many ether portihent face senteraing tee 
two houses. automotive industry, every week throughout the year. 





U. C. Buyers Sheltered— 


A permanent roof has been erected over the used-car lot of White Chevrolet Co., 
Zanesville, O., so customers may inspect the vehicles during inclement weather. A 
used-car and truck conditioning plant is nearby. 




















Daum Named Head 
Of GM-Holden’s 


DETROIT. Harlow H. Curtice, 
president of General Motors, last 
week announced the appointment of 
Earl C. Daum as managing director 
of General Motors-Holden’s, Ltd., 
Melbourne, Australia. 

Daum, formerly assistant man- 
aging director of GM-Holden’s, suc- 
ceeds Harold E. Bettle, who is re- 
turning to the home office of the 
GM overseas operations division for 
assignment. Daum joined GM Ex- 
port Co. in June, 1925, and since 
that time has served in advertising, 
sales and executive capacities in 
several of GM’s foreign plants. 


BIG PROFIT OPPORTUNITY 
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Engineer Ends Cost Study of Several Years... explained, a poor tradein allowance | including taxes, underseal, heater, 
, <li eral eee ee ecenemeamsnnemne ea aaienriaeeacenm skyrocketed the cost. | license transfer and interest on his 


e 3. It is cheaper in the long run| loan, was $1,811.22, The “book ac- 
l e Uu e on Cw Se ars to buy and drive a new car, White| count” value of his car at the end 
9 found, with the cost per mile going | of a year was $1,580, or depreciation 

; down tremendously the more miles| of $231.22 at th t 9 
SCRANTON, Pa.— Motoring can| years ago to keep complete and | extra mirrors, wax and washing. | you drive. Considering endiiiees taxaamh ‘ ee oe 














become complicated if you are cost-| accurate records and to compute, His experiment, carried out while | price, depreciation, etc., howeve ite is “ ” 

conscious and have an engineering! with sliderule accuracy, the per- |owner of two used cars and, since the cielan of a car like White's én Gas ee Se coin ca a 

background like Russell White,| mile cost, including initial in- |March 4, 1952, a new automobile,|who drove only 2,000 miles would | “running” expense was $21 conte a 

assistant plant engineer for Scran-| vestment, interest, depreciation, | produced these findings: have a cost per mile of 20.67 cents. | mile, or a total of 3.89 cents, 

ton Lace Co. insurance, etc. He even took into 1. He drove his new car 22,002.1| White said he used 1,303.73 gal-| His record on operating costs 
For example, you would begin to| consideration such investments as | miles in the first year at a cost of |!0MS of gasoline and 117 quarts of | even include a detailed chart show- 

wonder exactly how much per mile - aa + 3.89 cents a mile. of in traveling 22,003 miles. ing the effect of increased driving 


it is costing you to operate your Ga. Fu ” ey 2. Th seul He averaged 16.88 miles per |on cost per mile. This chart fixes 
car, and whether it is really uel Revenue Up ; eare  t = jae a pang gallon of gas. Running expenses | the per mile cost—again for White’s 
| cheaper to purchase and operate ATLANTA.—Charles D. Redwine, | ©4" eavier than the 10W-| totaled $486.80. Depreciation and | particular make and model at 39.13 
new suifies Gite tal sone State revenue commissioner, dis-|PTiced new car he has piloted the} other overhead expenses totaled |cents for the 1,000 miles, with 
= ars. closed that March motor fuel tax | Past year—was 5.4 cents a mile for| $369.20, boosting the total cost to | “overhead” responsible for 36.92 

White, a man who drives a lot | collections totaled $4,346,004, an in-|}one and “over 10 cents” for the} $856. cents per mile. 
of miles annually, decided several | crease of $26,668 over March, 1952.! other. In the latter case, White His initial investment for the car, By the time 22,000 miles of driv- 
— — . — ——— ling was chalked up the cost per 
mile was down to 3.89 cents, of 
which only 1.68 was overhead, 

White said. 








_— — AS MANUFACTURERS Oldsmobile Boosts 
SEAT COVER festival iinet 


LANSING. —G. R. Montgomery 
has been appointed manager of cus- 








’ ' °49 a ’ : ° : 
HERE’S THE STORY!... And it’s big! There’s never Free Festival Sales Aids ... Here’s the most complete kit tomer relations and William Escher 
been anything like it in the auto seat cover business. of colorful selling aids ever developed in the seat cover 
Boltaflex has joined with the leading manufacturers and field. Get yours from the manufacturers listed here, or 
dealers in the country to promote this great National from your regular supplier or write direct to Bolta, Box 
Auto Seat Cover Festival — and it can’t miss! It catches 544, Lawrence, Mass. 
the consumer in the spring and summer when he’s willing FOUR-COLOR WINDOW STREAMERS « DISPLAY SUGGES- 
to be caught — when he hears the call of the open road TIONS »* COLORFUL FESTIVAL PENNANTS « NEWSPAPER 
and starts thinking of interior decoration for his car. Plan AD MATS + FOUR-COLOR DISPLAY CARDS + AD LAYOUTS ee 

— . A has been advanced to organization 
now to tie-in with the Festival! COLORFUL ENVELOPE STUFFERS ° RADIO SCRIPTS and analysis manager in the Olds- 


mobile sales department, it was an- 
nounced last week by G. R. Jones, 
Oldsmobile general sales manager. 
W. Harvey Howard has been named 
used-car merchandising manager, 
succeeding Escher. 

Montgomery, former assistant 
general service manager, succeeds 
Harry A. Klees, who has retired 
after 38 years with Oldsmobile to 
take an Oldsmobile dealership in 
St. Louis. A graduate of Lansing 
Central High School and Michigan 
State College, Montgomery has been 
with Oldsmobile for 26 years, start- 
ing as an inspector in 1926. He held 
various field sales positions for six 
years in Detroit and St. Louis be- 
fore returning to Lansing in 1935, 
and was service school instructor 
and service promotion manager un- 
til he was advanced to assistant 
general service manager in 1950. 

As organization and analysis man- 
ager, Escher succeeds Burton E. 
Green, who has been transferred to 
Cleveland as assistant zone man- 
ager. Escher is a 25-year Oldsmo- 
bile employe, joining the division as 
ees, Rosy ee a student trainee in 1927. He has 

mts as held field sales positions in Atlanta, 
F Memphis, St. Louis, Cincinnati and 
Charlotte, N. C. He was zone man- 
ager at Charlotte before being 
brought to Lansing as assistant or- 
ganization and analvsis manager in 
1951. He was named used-car mer- 
chandising manager in 1952. 

Howard joined Oldsmobile in 1950 
and was a district manager in the 
Dallas zone prior to his transfer to 
Lansing. 

+ 
Lighter Cars 
Use of Magnesium Bodies 
By 1958 Visualized 

WASHINGTON. — Auto bodies 
made of magnesium may be a 
reality by 1958, in the opinion of 
R. J. Cross, a British auto designer, 
who brought here an Allard car 
fitted with a 132-pound magnesium 
body to be exhibited at the Magne- 
sium Exposition, now being held. 

A magnesium body for a Plym- 
outh would weigh 160 pounds and 
save about 400 pounds, Cross said, 
and the weight of a Cadillac could 
be cut from 4,800 to 2,000 pounds. 
This would reduce operating costs 
and increase the ease of stop-and- 
| go driving, according to Cross. 

Magnesium is almost as strong 
as steel and a fourth the weight, 
but costs 27 cents a pound at 
present. 









BOLTA, Lawrence, Massachusetts 
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——Coming Events= 





Dealer Conventions 


May 3-5—North Carolina Automobile 
Dealers Assn., Carolina Hotel, Pinehurst, 
N.C, 

May 4-5-- Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis. 

May 12 — Automobile Merchants Assn. of 
New York, Inc., Waldorf-Astoria Hotel, 
New York, 

May 12-13 — Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston, 

May 14-15 — Illinois Automotive Trade 
Assn. and Chicago Automobile Trade 
Assn. (jointly), Palmer House, Chicago. 

May 14-15— Nebraska New Car Dealers 
Assn., Fontenelle Hotel, Omaha, Neb. 

May 21-23 — Washington State Auto Deal- 
ers Assn., Davenport Hotel, Spokane, 
Wash. 

June 11-14—Spring Meeting, Directors and 
County Vice-Presidents, New York State 
Automobile Dealers Assn., 
Islands Club, Alexandria Bay. 

June 25-27—Michigan Automobile Dealers 


Thousand 


Wolfson Heads Up 
Maremont Board 


In Staff Changes 


CHICAGO.—Howard E. Wolfson, 
president and director of Maremont 
Automotive Products, Inc., has 
moved up to fill the position of 
chairman of the board in a gener- 
al rearrangement of executive posi- 
tions that included the creation of 
six new offices, it was announced 
by the company last week. 

The new president and treasurer, 
Jerome M. Comar, vice - president 
and secretary, was named executive 
vice-president. Milton A. Wolfson, 
formerly vice-president, was named 
to the new position of senior vice- 
president. All will remain on the 
board of directors. 

Charles A. Klaus has been made 
vice-president in charge of auto- 
motive replacement sales. He was 
formerly director of these activities. 
G. Holbrook Hedrick, who has 
been Maremont’s Detroit repre- 
sentative in charge of muffler and 
torsion bar sales, has been also 
named vice-president. 

Russell A. Graham, formerly ex- 
ecutive engineer, and John Buck, 
former manager of the Harvey 
(Ill.) muffler plant, have been 
named vice-presidents. John C. 
Grace, formerly controller, has be- 
come secretary and treasurer. 

Wolfson explained that the 
changes were made “to streamline 
our growing operations and im- 
prove our efficiency.” 


Warner Gives Answer 


To Electrical Problem 

CHICAGO.— The changeover of 
some 1953 automobiles to a 12-volt 
electrical system makes a minor 
adjustment necessary if the vehi- 
cles are used to tow an electrically 
braked coach trailer, according to 
George G. McManis, automotive 
division manager of Warner Elec- 
tric Brake & Clutch Co., Beloit, 
Wis. 

He said that the electric brakes 
used on coach trailers are designed 
to operate on a six-volt system, and 
that the brake controller will not 
function properly under the step- 
ped-up voltage. The answer to the 
problem is a small resistor which 
cuts the current from 12 volts to 
six volts in the braking system, 
McManis said. 


| 





Assn., Grand Hotel, Mackinac Island, 

Mich. 

—- 23-26—Automobile Dealers Assn. of 

est Virginia, Greenbrier Hotel, White 

Sulphur Springs, W. Va. 

Sept. 9-10—N.H.A.D.A. Granlidden Hotel, 
Lake Sunapee, N. H. 

Sept. 10-12— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, Me. 

Sept. 13-14—Colorado Automobile Dealers 


Assn., Broadmoor Hotel, Colorado 
Springs, Colo. 
Sept. 13-15 — New York State Automobile 
Dealers Assn., Saranac Inn., Saranac 
Lake 


Sept. 13-15—Wyoming Automobile Dealers 


Assn., Irma Hotel, Cody, Wyo. 

Sept. 14-15—Automobile Dealers Assn. of 
North Dakota, Patterson Hotel, Bis- 
marck, N. D. 

Sept. 17-19—New Mexico Automotive 
Dealers Assn., La Fonda Hotel, Santa 
Fe, N. M. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Inc., Phoenix Hotel, Lexington, 
Ky. 


Sept. 21-22—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 21-22—Minnesota Automobile Deal- 
ers Assn., St. Paul Hotel, St. Paul. 

Sept. 24-25—New Jersey Automotive Trade 
-.. Hotel Traymore, Atlantic City, 
N. J. 


Sept. 26-29—Arkansas Automobile Dealers 
Assn., Inc., Convention, Arlington Hotel, 
Hot Springs, Arkansas. 

Sept. 27-28 — Georgia Automobile Dealers 
Assn., Biltmore Hotel, Atlanta, Ga. 

Oct. 3-5—Arizona Automobile Dealers 
Assn., Hotel Westward Ho, Phoenix. 

Oct. 4-6—Texas Automotive Dealers Assn., 
Texas Hotel, Fort Worth. 

Oct. 7-9—National Used Car Dealer Assn. 
annual convention, Beuna Vista Hotel, 
Biloxi, Miss. 

Oct. 9-10—Pennsylvania Automotive Assn., 
William Penn Hotel, Pittsburgh. 

Oct. 13-16— Federation of Automobile 
Dealer Assns. of Canada, Royal York 
Hotel, Toronto, Ontario. 

Oct. 18-20 — Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

Oct. 25-27 — Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 
Biloxi, Miss. 

Oct. 25-27 — Florida Automobile Dealers 


Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 13-!4—Montana Automobile Dealers 
Assn. Convention, Finlen Hotel, Butte, 
Montana. 

Nov. 9-11 — Ohio Automobile Dealers 
Assn., Hotel Commodore Perry, Toledo. 

Nov. 9-11 — Automotive Trade Assn. of 
—— John Marshall Hotel, Rich- 
mond. 


Nov. 18-19 — Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel, Tulsa. 
Nov. 30- Dec. 2—idaho Automobile Deal- 
ers Assn., Boise Hotel, Boise, Id 
Dec. 3— Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 
+ * « 


Dealer Auto Shows 


April 11-19—New Car Dealers of Daven- 
port, Rock Island, Moline and East 
Moline. Rock Island Armory, Rock 
Island, Ill. 

April 22-26—Long Beach Junior Chamber 
of Commerce, World Auto Show, Long 


Beach Municipal Auditorium, Long 
Beach, Calif. 

* * @«@ 

General 


April 21-24—Middle Atlantic Regional Au- 
tomotive Show, Commercial Museum, 
Philadelphia. 


April 22-May 3— International 
Show, Turin, Italy. 


Mow 22-24 — Southeast Automotive Shew, 
iami, Fla 


Moter 


Sept. 21-23—Truck Body and Equipment 


Assn., Inc., annual convention and ex- 
hibit, Hotel Sheraton-Gibson, Cincin- 
nati, Ohio. 

Nov. 9-12—American Petroleum Institute 


meeting, Conrad Hilton Hotel, Chicago. 


Modernization Firm Finds 


New Guide Popular 


NEW YORK.—The Store Mod- 
ernization Institute reports that 
its new “Retailer’s Fact-Gathering 
Guide for Modernization” has 
proved popular with automotive 
dealers. Over 1,500 copies have been 
requested, the firm announced. 

Copies may be obtained by writ- 
ing the institute at 20 E. Fifty-fifth 
St., New York 22. 
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Hillman's Californian Makes Bow— 


A new Hillman hardtop, the Californian, went on display last week in New York. 
Among its features are a front end and hood in continental style, large bumpers and 
flashing turn signals. It has new-type shock absorbers and draftiess ventilator windows. 
The four-cylinder engine develops 42 horsepower ot 4,200 revolutions per minute. 


The delivered price is $1,899. 
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5 Millionth Military Rocket Leaves Olds Plant— 


Lt.-Gen. William B. Kean (second from left), commanding general of the Fifth Army, 
holds the five millionth 3.5-inch rocket to be produced by Oldsmobile. Present for the 


occasion were Brig.-Gen. Paul M. Seleen 
Ordnance District; J. 


(left), commanding general of the Detroit 


F. Wolfram, general manager of Oldsmobile, and Maj.-Gen. 


Ralph Loveland, commanding general of the Michigan National Guard. The 5,000,000 
rockets were produced in less than two years. 





New Orleans Welcomes Ford Trucks— 


During the introduction of the 1953 line of trucks, Ford's five New Orleans dealers 
invited the public to their showrooms to take part in a contest for a new pickup. 
Nelson Barbe (seated) was given the keys by Carl Crisler, of New Orleans Motor Co., 
Inc., from whose dealership Barbe registered. Others (from left) are Oscar Deslatte, 
Fairchild Motor Corp.; Sidney J. Gonzales jr., Gonzales Motors, Inc.; George Bohn jr., 
Bohn Motor Co.; R. R. Marshall, manager of Ford truck and fleet sales, and A. A. 


Claverie jr., Claverie Motors, Inc. 





Hudson Outlines P & A Program— 

Ohio Hudson dealers and their sales, parts and service managers attend a pre- 
sentation of Hudson's parts and accessory merchandising program in Lancaster, O. 
Standing (from left) are J. B. Buchanan, Hudson service representative; W. G. Sear, 
district manager; R. R. Rett, assistant Cleveland zone manager, and A. E. Lutz, parts 
and service manager. 


WASHINGTON. — A market 
survey of the Greater Washington 
area, by the Washington Evening 
Star revealed that 36,660 families 
were planning on buying a new 
automobile in 1953. This figure 
represents 10.2 percent of the area’s 
families, against 7.5 percent in 1952 
and 11.3 percent in 1951. 

A combined total of 41.3 percent 
was decided on the purchase of 
a Chevrolet, Ford or Plymouth, 
while another 22.9 percent still was 
undecided. 

Other points of automotive in- 
terest in the survey were: 

Multiple car ownership was 


McFadden Spring Gets 


FTC Labeling Order 


WASHINGTON. — Representing 
that an automobile spring is com- 
posed entirely of new and previ- 
ously unused parts by failing to 
disclose that used parts have been 
used in the spring, must be dis- 
continued under terms of a stipu- 
lation signed by Richard E. Mc- 
Fadden, trading as R. A. McFadden 
Spring Co., 2439 E. Harold St., 
Philadelphia, the Federal Trade 
Commission announced last week. 

McFadden also agreed to stop 
offering for sale any automobile 
spring which is composed in whole 
or in part of previously used parts 
unless a disclosure that the spring 
contains previously used parts is 
stamped on each spring. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


More Capital Car Buyers 


Star Survey Shows Rise in Purchase Plans; 
Multiple Ownership Up Sharply 





listed by 29,831 families, or 8.3 
percent, rising sharply from 17,- 
252 families and 4.8 percent in 
1952. 


One automobile was owned by 
226,786 families, or 63.1 percent. A 
total of 63.3 percent of these had 
bought their car as new, while 36.4 
percent had purchased a used car. 


The answer to the question, 
“where do you take your car for 
major repairs?” showed that those 
who had repairs done by their 
original dealer totaled 50.5 percent 
in 1952, but dropped to 48.5 per- 
cent in 1953. Of the 26.3 percent 
who went to a separate repair shop 
in 1952 there remained only 22.9 
percent this year. On the other 
hand, while only 17.2 percent went 
to another dealer for repairs in 
1952, their number increased this 
year to 18 percent. 

Those who used gasoline 
service stations for major repairs 
totaled 4.5 percent in 1952 and 
5.1 percent in 1953. Car owners 
who do their own repairs in- 
creased from 1.1 percent in 1951 
to 4.9 percent in 1953. 

The question, what tire make do 
you prefer, was answered as 
follows: Goodyear, 32.9 percent; 
Firestone, 21.9 percent; Sears, 10 
percent; Goodrich, 8.9 percent, and 
U. S. Royal, 6.8 percent. 

The survey also covered vacation 
plans, It was found that 71.7 per- 
cent of those who intend to leave 
Washington during their vacations 
will travel by car, 25.2 percent by 
train and 11.6 percent by plane. 


| Thompson Buys 
Holley’s Factory 
At Portland, Mich. 


PORTLAND, Mich. — Thompson 
Products, Inc., last week an- 
nounced the purchase of a new 
factory to accommodate its ex- 
panding automotive parts business. 
The property here was purchased 
from Holley Carburetor Co., which 
has moved its operations to 
Bowling Green, Ky. 

Manager of the new factory, 
known as the Portland works of 
the Michigan plant of Thompson 
Products, will be Ross J. Kittle, 
formerly production manager of 
the Michigan plant in Detroit. 

The new works will be used for 
the manufacture of tie rods, drag 
links, and bearing housings for 
trucks, steering components for 
tractors, and machined socket 
assemblies, according to M. P. 
Graham, vice-president and gener- 
al manager of the Michigan plant. 

The factory is of welded-frame, 
monitor-type brick and steel one- 
story construction. It contains 70,- 
500 square feet of floor space and 
will accommodate about 300 em- 
ployes. 

At the same time, Graham dis- 
closed that the Michigan plant is 
seeking another factory site in the 
Detroit area on which to build an- 
other facility to provide an ad- 
ditional 50,000 square feet of manu- 
facturing space. 

Portland is the second acquisition 
by the company in Michigan in 
less than six months. Last Septem- 
ber, the company began alterations 
and expansion of a vacant plant in 
Fruitport. 


Organization to 


Advise Dealers 


RICHMOND, Va.—John E. Raine 
has opened the Raine Automobile 
Dealer Service here at 823 N. Rob- 
inson St. Raine is a former vice- 
president and general manager of 
the Automotive Trade Assn. of Vir- 
ginia. 

Raine’s organization will offer a 
weekly publication titled, “The 
Raine Automobile Dealer Service, A 
Guide for Better Sales and Business 
Management.” 

He said his firm would render a 
somewhat similar service as that 
offered by a trade group, but a 
“more intensified service to motor 
car dealers to meet the new condi- 
tions brought about by a change in 
the marketing policy of motor car 
manufacturers.” 

Raine reported his office will also 
manage the Virginia Farm Equip- 
ment Assn. which, he said, has ter- 
minated an agreement with the 
Automotive Trade Assn. of Virginia. 

Also a part of the new venture 
will be the operation of the Motor 
Vehicle Statistical Service by 
Raine’s son. David, who was associ- 
ated with his father in the state 
auto dealer group. 


Bendix Ups Hyland 


e e 

In Engineering 

DETROIT.—Lawrence A. Hyland, 
who is credited with discovering 
the principle of radar detection of 
aircraft, has been 
elected engineer- 
ing vice-president 
of Bendix Avia- 
tion Corp., it was 
announced last 
week by Malcolm 
P. Ferguson, 


president. 
Hyland, who 
has been in 


charge of Bendix 
research with 
headquarters in 
Detroit, will have overall super 
vision of the company’s $50,000,000- 
a-year engineering program, He 
joined Bendix in 1937 and has beer 
a vice-president since 1949. 

In 1950, Hyland received th 
Navy’s Distinguished Public Serv 
ice Award for his “great service t 
science and to the welfare of th 
United States through his earl 
contribution to the development « 
radar.” 

During experiments for the Nav: 
Research Laboratory in 1931, hb: 
showed that radio waves can ¢ : 
used to locate aircraft in flight. 





L. A. Hyland 
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SOUTH BEND.— Buying a new 
car is pretty much an affair in 
which the whole family participates 

and Mother has the last word. 


That is the opinion of Paul R.| 


Davis, general sales manager of 
Studebaker, who has been follow- 
ing the trend of automobile buying 
habits for 29 years. 

Women voice their preference 
mostly on matters of style, color, 
and trim, while men talk horse- 


TR EM EN DO U 


It’s All Up to Women 


Their Wish Is the Auto Engineer’s Command, 
Says Studebaker Sales Chief 





and price. But what women don’t 
realize, according to Davis, is the 
tremendous influence they have 
had in the actual engineering and 
mechanical development of to- 
day’s automobiles. 


“If men would take a close look 
at mechanical advancements they 
would find that these improvements 
were made primarily to help the 
little lady,” Davis says. 

As an example, Davis offers 
Studebaker’s most recent de- 
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velopment — mechanical power| points out, and Dad has also the 


steering. 

The work of parking a car snugly 
at the curb, which Mother may do 
several times a day during her 
shopping tours, is taken over by 
power steering. (To please Dad, let 
him tell the neighbors mechanical 
power steering takes out 75 percent 
of human effort, requires only 
1/16th horsepower to operate, and 
the unit weighs only 22 pounds.) 

“Of course, Dad never com- 
plained about a little steering ‘re- 
sistance,’” says Davis, “but auto- 
mobile engineers knew that 
women would be better, safer, 
happier drivers if their cars had 
power steering.” 

Automatic transmissions are a 


boon to women drivers, Davis| drive dispense with the need for 
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The new Narrow Cable pattern. 


benefit of a smoother, less tiring 
ride on long business trips—not 
because he complained, but because 
engineers had an idea that would 
help “those women drivers.” 

Little conveniences like a glove 
compartment, assist straps, inside 
lighting, rugs on the floor and 
ample luggage space all are de- 
signed with women drivers in mind. 

Her temper was something to live 
with when Mother broke a finger 


| nail on the parking brake. Now it’s 


where you can reach it, and a 
simple push-button releases the 
safety catch. 

Better still, Davis declares, the 
hill-holder and built-in parking 
lock that’s part of the automatic 


Also seen as door paneling in the 1953 Buick 





$s 


the boost Jason Sealtuft gives your seat cover sales every day 





s Certified for Quality by the United States Test- 
ing Company! Jason Sealtuft is the only quilted 
plastic that carries this Seal of Approval. 


Write today for news of Sealtuft styling and samples of latest patterns — Dept. AN4 
THE JASON CORPORATION - HOBOKEN, NEW JERSEY - ORIGINATORS OF SEALTUFT STITCHLESS QUILTED PLASTIC 


MANUFACTURED UNDER U.S. 


PATENTS NOS. 


2,621,138 AND 2,621,139 





a parking brake, even on steep 
grades. (The hill-holder is a face 
saver for Dad too when he gets 
caught in evening traffic jams.) 

Long-lasting, stylish upholstery 
fabrics such as woolen broadcloth 
and nylon are meant to appeal to 
women. 

“Pride of ownership is the biggest 
factor in the final choice of a 
family car,” Davis says, “and that’s 
why advanced styling is so im- 
portant. Each member of the family 
is willing to compromise on some- 
thing, but not on style. 

“And when it comes to color com- 
binations, who has the last word? 
Usually it’s Mother.” 





Wife’s Speeding 
Leads to New 


Buzzer Alarm 


ROCHESTER, N. Y.—A Roches- 
ter inventor has a patent pending 
on a gadget which he says could 
eliminate excessive speeding and 
save motorists money in fines and 
liabilities, as well as decrease the 
number of traffic accidents. 


It all started because Fred De- 
Lorenzo’s wife, as she was learning 
to drive last spring, couldn’t watch 
the road and the speedometer at 
the same time. “What’s worse,” ex- 
plained DeLorenzo, “she had a 
heavy foot and often climbed above 
the speed limit. So she needed 
something audible to warn her.” 


DeLorenzo made a gadget which 
worked on air and sounded when 
his wife, Margaret, drove at ex- 
cessive speeds. But on a windy day, 
the accuracy of the instrument 
dropped off. 


“T finally figured a way to hook 
the Speed Informer, as I call the 
instrument, between the speedo- 
meter and its cable,” he said. “This 
gadget is as accurate as the car’s 
speedometer. My wife told me her 
first reaction when she hears the 
buzzer is to release her foot’s pres- 
sure on the accelerator.” 


The gadget is contained in a box 
three inches long and three inches 
wide. It hooks underneath the dash- 
board along with a small buzzer, 
and a control knob is attached to 
the front of the dashboard. 


Leco Mfg. Co., Inc., 625 S. Good- 
man St., is planning to produce the 
instrument. DeLorenzo is_ vice- 
president of the firm, and Leon 
Cohen is president. 


K-F Dealers Get 
Kits for Safety 


Service Program 


WILLOW RUN.—Kaiser-Frazer 
dealers will launch a nation-wide 
safety promotion campaign in May 
in conjunction with the National 
Safety Council’s annual drive, the 
company announced. A display kit 
has been prepared to help dealers 
promote the program. 


Each kit includes window display 
sheets; a flasher display that lists 
10 vital auto check points; parts 
counter posters; “Day-Glo” bumper 
strips for salesmen’s cars; safe- 
driving booklets; a brake check 
gauge, and newspaper ad mats. 


The kit is designed for use not 
only during the safety-check month, 
but throughout the year. Dealers 
in states which require compulsory 
inspections may use the material to 
promote local safety campaigns, the 
company said. 








Seven Cars Are Destroyed 
In $75,000 Beasley Fire 


Seven cars and 500 tires were 
destroyed by fire recently at the 
Beasley Motor Co., Pittsburg, 
Kans. The loss was estimated at 
$75,000, 

Everything in the building, 
including parts, accessories and 
equipment, was destroyed. Of the 
seven cars, one was in for repair 
and the others were used cars 
owned by the firm, Firemen 
fought the blaze for three hours 
before bringing it under control. 


Martin Sells Building 
R. M. Martin, Ford dealer ai 
Woodruff, S. C., since 1944, has solc 
the building housing his dealershiy 
to Dr. Frank B. Woodruff for $15, 
000. Martin plans to build a new 
home for his automobile firm. 
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Ike Asks Unified Agency 


| as 
| On Mobilization Issues 


By William Ullman 

Washington Correspondent 
es Eisenhower has asked Congress to approve a 
program calling for reorganization of the Office of De- 
fense Mobilization and for incorporation of the National 
Security Resources Board within the new structure. NSRB 

would be abolished under this proposal. 


The plan will become ef- 
fective within 60 days unless 
vetoed earlier by a constitu- 
tional majority of either Senate or 
House. Congress also has the al- 
ternative of approving the plan be- 
fore the 60-day period ends if it so 
desires. 

The reorganized agency will be 
designated the Office of Defense 
Mobilization, and it will become a 
part of the executive office of the 
President. 

In explaining the program, the 
President said: 

“The reorganization plan is de- 


signed to achieve two primary ob- 
jectives. The first 


organization of 
the executive of- 
fice of the Presi- 
dent. The second 
is to enable one 
executive office 
agency to exercise 
strong leadership 
in our national 
mobilization ef- 
fort, including 
both current de- 
fense activities and readiness for 
any future national emergency.” 
- o . 


Retail Stores Back T-H 

POKESMEN for the owners of 

600,000 retail stores told Con- 
gress the other day that the Taft- 
Hartley law is “basically sound” and 
asked that it “not be emasculated.” 

In testimony before the House 
Committee on Education and Labor, 
the retailers also urged the legisla- 
tors not to write any new law to 
deal with the “monopoly power of 
unions” until there has been a “full- 
fledged Senate-House investigation 
of the effect on the consumer of 
labor monopoly and other restraints 
of trade by labor.” 

The spokesmen were Frederick 
G. Atkinson, of the American Re- 
tail Federation, and Robert J. 
Doolan, director of personnel of 
Allied Stores Corp. 

Atkinson said it should be clearly 
established, in any rewriting of the 
Taft-Hartley law, that “speech 
which is protected by the freedom 
of speech provisions does not be- 
eome an unfair labor practice or 
the reason for setting aside of an 
election.” 

Atkinson also asked that the sec- 
ondary-boycott ban now contained 
in the act be strengthened in view 
of the “serious damage” that can be 
done to a retail store by the simple 
act of picketing. 

Doolen urged the committee espe- 
cially to protect the employer’s 
right to “lockout” which, he said, is 
“the employer equivalent of labor’s 
right to strike.” 


* * * 


Trade Act Extension 


DRESIDENT Eisenhower wants a 
one-year extension of the Recip- 
rocal Trade Act. He said he be- 
lieves that the act should be re- 
newed virtually unchanged to give 
the Administration time to complete 
studies it already has undertaken of 
the American trade policy. 
Earlier, House Speaker Joe Mar- 
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tin made a similar suggestion say- 
ing that in view of the fact that 
studies “are being made it would 
be expedient to continue the present 
program for another year without 
substantial change.” 

The President two weeks ago des- 
ignated Lewis W. Douglas, former 
ambassador to Great Britain, to 
head a study group to reexamine 
foreign economic policy. 


The act expires June 12, and | Congress to decide whether it wants 





some Republicans have moved to 
renew the act with very rigid lim- 
itations on the President’s power 
to negotiate new agreements. 


Meanwhile, the United States and 
Great Britain, following confer- 
ences here, have begun a series of 
studies of world trade problems. 
The role of the tariff in world trade | 
is but one of the questions being | 
explored by the two governments. | 

* 7 * 


Work on Controls Bill 


pvsac hearings on controls leg- | 
islation ended last week, and the 
Senate Banking Committee has 
started work on the drafting of a 
bill. 

Interior Secretary Douglas Mc- 
Kay told the committee it should 
grant authority to control stra- 
tegic materials in the defense 
program, protect the electric pow- 
er supply against possible future 
rationing, and extend materials 
and allocation authority for one 
year. Further, he said, something 
should be done to prevent a shut- 
down of coal mines. 

Secretary of Commerce Sinclair 
Weeks told the group he is opposed 
to continuing price-wage controls 
on any basis, but that it is up to 





Exhibit Their 'Stock' in Western Style— 


Sales, 


its annual 
exhibit of trucks and equipment with ‘‘western" enthu_iasm. The three “cowboys” are 
(from left) G. R. Allen, assistant general manager; Floyd S. Ostrom, president, and 
E. J. Pratt, general manager. ‘‘Corralled'’ on the lot were 20 trucks, including the new 
| extra heavy-duty F-900. 


Southwestern Motors Inc., Detroit Ford truck dealer, staged 











standby controls, He also said that 
he favors consolidating all small 
business activities, except loans, in 
his department. 

Acting NPA Chief H. B. McCoy 


said his agency now plans to in- 
clude only five rare metals under 
the new defense materials system: 
Nickel, cobalt, tungsten, molybde- 
num and columbium. 
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.-- but look at the difference 


a new Pittsburgh Store Front makes! 


— is a good example of how Pittsburgh 

Products can give a place of business a new 
sales personality. The old building has been turned 
into an eye-catching showroom with the help of 
an inviting open-vision front. The facia is beige 
Carrara Structural Glass — colorful and easy to 
clean. The open-vision front of Pittsburgh Polished 
Plate Glass is topped by a transom of green-tint, 
heat-absorbing Solex—“the best glass under the 


sun.” Sturdy, lustrous Pittco De Luxe Store Front 


Metal also was used. 


There are many other eye-pleasing Pittsburgh 
Products that can help turn a “maybe” attraction 
into a “sure-fire” attention-getter. Why not put 
these business-boosters to work for you? They'll 
help you extend your trading area, increase your 
volume, boost your profits. And, of course, Pitts- 


burgh modernization increases the real estate value 


of your property, adds to the appearance of your 


entire neighborhood. 


Store Fronts 





Russell Motor Company, Scranton, Pennsylvania. 





Architect: George M. D. Lewis, Scranton. 


For further information on Pittsburgh Products and examples of actual Pitts- 
burgh modernizations, just return the coupon below for your free booklet. 


. 
| 
| 
| ee 
| 
! 
| 
| 
| 
! 
| 





Pittsburgh Plate Glass Company 


Room 3222, 632 Duquesne Way, Pittsburgh 22, Pa. 


Without obligation on my part, please send me a FREE copy of your modern- 
ization booklet, “How To Give Your Store The Look That Sells.” 


atiemmnstoeniy -----------4 


FIBER GLASS 


and Interiors mo 
by Pittsburgh sal MMMM, cci'eaanenanedsacs cence 
Sd 
PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - 
ae ie eee ee rSeater ae ae ee 


COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


Xl 








sca NEWS, APRIL 13. 1953 





( 
es ‘ . 
E me — 

ro 


aa NEEM ELTON, 


A , i 
f 
bin ; 


PO pe rn 










offered by your 
CHEVROLET 


DEALER... |, 





our partner in 
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'SERVICEMEN... 


well-balanced stock of 
genuine Chevrolet parts 


that 


Help raise your 
service efficiency 
and 


Help increase your 
customer satisfaction 


- plus 
S Expert help in solving 
our service problems! 











YOUR CHEVROLET DEALER IS h 
READY, WILLING AND ABLE 
TO GIVE YOU ALL 
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Gossip on New Models 
Must Be Discounted 


W 


justified, it is much safer to 


percent or more. At least, historical performance is certainly 
on the side of those who insist that changing of original 1954 | 


model plans, laid down many® 
months ago, is going to re- 
quire a near miracle between 
now and December. This is the sea- 
son of the year when Detroit rumor 
factories go into higk gear. Each 
year when- auto sales get the 
“slows,” the gossip and rumor spe- 
cialists move in to assume a role 
of importance that far outweighs 
their value as prophets. 

The year 1953 is no exception. 
Rumors about drastic changes in 
new model plans are everywhere. 
The general impression left by 


Customers 





e 





discount such reports by 80 


these reports is that original new 
model plans have been blown 
wide open and 1954 will see ex- | 
tensive body changes in passenger 
cars. 

Chrysler, the trade has been say- | 
ing, may introduce its 1954 cars as} 
early as August. Ford may jump 
the gun with its new V-8 engine 
and come out early this summer. | 
Pontiac, it has been asserted, may 
be ready with its new engine in 
time for 1954 models, Packard is 
also moving up fast, and may sur-| 


| duction of its new V-type engine, 
| according to reports. 


* a ” 


| Fact and Fiction 


1. difficulty comes in trying to 
match available facts with these 
|reports and rumors. It has been 
established months ago, to the 
satisfaction of almost every one 
|that, barring a fast change in pro- 
| gram, 1954 models will generally be 


HILE current rumors of early introductions of new 1954 | facelifted changes. The big change 
model cars and new overhead valve engines may be 


was set for 1955. This is still true, 
despite some exceptions that may 
be made. 

There was a well-founded re- 
port during the past few weeks 
that a GM division was attempt- 
ing to by-pass its 1954 models 
and move quickly into 1955 


| models, It is still not determined 


if the original plans can be 
changed at this late date. Un- 
doubtedly an attempt to telescope 
its new model plans will be made. 
However, this was the only case 
that could be found where there 
was much hope for changing 1954 
model plans drastically. 

New V-8 overhead-valve engine 
plans are not much revised in 
recent months, according to in- 


along with its new overhead-valve 





prise the field with an early intro-| 


“oe 





engine. Some observers say that, 


Pistons show how Dynalube gives better protection 


Dirty piston above shows how in- 
ferior motor oil builds up varnish-like 
deposits on vital engine parts. A dirty 
engine has higher engine friction, uses 
more gas and oil, wears out faster and 
causes customer complaints. 
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New Jaguar Designed for Women— 


The new Jaguar Mark VII Saloon, with Borg-Warner automatic transmission, will 
be introduced to the American public at the International Motor Show in New York 
Apr. 4. It delivers for $4,450. Johannes Eerdmans, head of North American sales for 
Jaguar Cars, ktd., told a group of U. S. dealers in New York that the car was designed 
for American women, “who have long been starved for a personalized automobile in 
the medium high-price range." The car comes in 26 color combinations ranging from 
golden biscuit to twilight blue. Eerdmans also disclosed plans for setting up complete 
stocks of spare parts in all sections of the country and for opening training schools 


for Jaguar mechanics. 





while low volume production ~may 
be reached by Ford by the end of 
the summer or early in September, 
it may be some months later be- 
fore big volume production is at- 
tained. If Ford intends to push 


|formed trade sources. Ford is far| Chevrolet to the limit in sales this 


year, as certainly seems probable, 
it seems logical that its new models 





Clean piston above shows how new 
Sunoco Dynalube, twice as detergent 
as before, dissolves engine deposits... 
keeps them in suspension until next 
oil change. (For maximum protection, 
change oil every 1,000 miles.) 


DYNALUBE 


is made for 


LONG OIL 
MILEAGE! 





Sunoco Heavy-Duty Dynalube exceeds today’s 
toughest engine requirements. It contains extra 
detergency to combat acid and rust, dissolve sludge 
and varnish. It cleans engines, keeps them clean. 





stay with you when you sell Sunoco Products 


(A Sunoco franchise may be available in your area. Contact local office of Sun Oil Co. for information.) 





will hardly be announced until the 
new engine is rolling in a really big 
way. 

a s 


Facts Overlooked 

— . opinion is that the 
Pontiac V-8 will not be ready 

until 1955. Chevrolet is moving for- 

ward with its new engine, but 

almost certainly won’t be ready 

until 1955. 


There has been some activity on 
the new Packard engine tooling 
program recently. Informed sources 
say there is no present justification 
for the persistent report that Pack- 
ard has immediate plans for build- 
ing an aluminum engine. 


The fact that is easliy over- 
looked by the crystal ball gazers 
—but cannot be forgotten by a 
tooling expert even for a minute 
—is that a press line for a single 
hody stamping may require from 
three to five sets of 2-piece and 
3-piece dies. 

After models are made, an ex- 
panded plaster is required. After 
the castings are poured, they must 


jhe Kellered and spotted in. These 


are time-consuming operations. 


In addition. cast iron and steel 
fixtures are required for checking 
and for assemblv or welding. There 
mav be a number of these fixtures. 
Tf the nart is to be made in more 
than one location. each of these 
tools must be duplicated at each 
location. Speeding up a model 
change is not a simple thing to do. 


Loas and Loaic 


Student Engineers Now Must 


Take Up Philosophy 


DETROIT.—Philosovhv will be a 
required studv for Universitv of 
Detroit student engineers during 
their last three semesters, the Verv 
Rev. Celestin J. Steiner. S. J., presi- 
dent, announced last week. 


Beginning with the fall term. 
logic, philosonhv of life. and moral 
nhilosovhv will be added to the en- 
gineering class schedule. 


According to Dean Clement J. 
Freund of the college of engineer- 
ing, “the University of Detroit is 
unique in placing this stress on 
vhilosophical studies for engineer- 
ing students.” 


“It is not enough to educate engi- 
neers in the technological-scientific 
phases of his profession,” Dean 
Freund stated. “A _ philosophical 
background is necessary for the 
proper emplovment of those techni- 
cal and scientific tools, so that the 
individual can properly develop as 
a@ man and a citizen.” 


Endorsing the university’s new 
vrogram, John J. Cronin, General 
Motors manufacturing vice-presi- 
dent, declared: “Such a program 
should do more than anything else 
T know to supplement the three Rs. 
The student engineer will complete 
his formal education equipped to 
face the many aspects of life, and 
not merely the task of earning a 
living.” Asserted E. S. MacPheson, 
Ford engineering vice-president: 

“I am convinced that these 
courses are just as important to 
the education of an engineer as 
any other part of the engineering 
curriculum. They kindle the ability 
to think and help the engineer 
understand human nature in his 
workaday world.” 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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Pet. : 
68.002 Units ! 
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LATEST TESTS PROVE... 
PORCELAINIZED usep cars 


MOVE FASTER... average for test... 


PORCELAINIZED usep cars | 


SELL FOR MO RE... average for test... 











These are proven results just tabulated from signed 
reports voluntarily mailed in by Porcelainize New Car 
Dealers all over the country. For them...for YOU... 


Porcelainize sells used cars faster at higher prices! 


PORCELAINIZE 
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7 ) Merchandising 


Memos to Dealers 





I IGH used-car stocks represent 
- only a headache to some deal- 
ers, while others can see an angle 
even in tough situations. 


Art Waterman § (Lincoln - Mer- 
cury), Portland, Me., commen 
the attitude of some dealers as 
they approach the competitive 
market in this manner: 

“All they can think of is Cadil- 
lac, Chevrolet and God. And 
they’re trying to figure out which 
comes first.” 

But there’s a 
angle in the very magnitude of 
used-car stocks, says Waterman. 

You can tell your customer that 
never has there been such a 
wonderful selection of used cars 
And high new-car production has 


People go out of their way 
to get their favorite brand | 


|runs a large weekly ad advising 





That’s why brand names make selling 


Ever watch a woman shop? She'll 
drive blocks out of her way to get 
exactly the brand she knows and 


wants. 


In fact, surveys show that 8 out 
of 9 customers who come into your 
place of business prefer brand-name 
merchandise. So why not give it to 
them? You’ll make sales faster and 
win new customers, too. 


ted on | 


merchandising | 


By Bob Finlay 


brought the best values ever seen 
in the postwar period. 

Meet the situation head-on. 
Don’t kid yourself that the public 
doesn’t know that there are a lot 
of cars around, Prospective buy- 
ers are aware of the situation 

. but perhaps confused by it. 

And if they remain confused, | 
they will hold 
dealer who interprets the situation | 
for prospects so that they see that | 
it offers them an advantage will 


clear up the confusion in their 
minds and get buying action. 
& + * 
| Catches Interest 
presi- 


QHELDON H. STIEGEL, 
dent of the R. I. 
Automobile Dealers, 


Independent 
has an inter- 


tomers. 
So study your 


your stock. Then 
them. 


off buying. The} 


APRIL 13, 1953 


esting markdown plan at his used- 
car lot, Don’s Motor Sales, Inc. 

Under Stiegel’s “AUTO-MATIC” 
markdown, $10 is taken off the 
price each day, seven days a week, 
until the car is sold. Figures are 
posted on a markdown sign placed 
near the car. 

The fastest sale has been 17 
hours on a ’49 Ford, The slowest 
sale has been 46 days for a ’50 
—at $460 below the starting price. 
Stiegel feels that this “billboard” 
type markdown is good advertis- 
ing, because it holds the interest 
of prospective buyers. 

Every car used in the markdown 
sale is a good clean automobile 
from the postwar years up. The 
|plan has been in effect since Sep- 
| tember, 1949. Further effectiveness | 
lis achieved by using the pur-| 
chaser’s name (with permission) in | 
Don’s Motor Sales newspaper ad- 
vertising. 


* . 
'TV Auction 

J. YOUNG, of R. J. Young 
* Motor Co., Inc., Dodge-Plym- 
|outh dealer, New Orleans, uses this| 
idea to move used cars. On a 


fifteen-minute T-V program every 


Sunday night, “News Special,” giv-| cars are offered at auction to the 


ing late news coverage, four used! highest bidder every Wednesday | 








SHELDON H. STIEGEL 
Providence (R. I.) dealer keeps ’ ‘em moving 


night at the company’s used-car lot. 

The viewers are invited to sub- 
mit a bid and each individual car 
offered goes to the highest bidder. 
Last week’s auction brought $815 
for a °48 Dodge; $801 for a ’49 
Plymouth; $665 for a °46 DeSoto 
and $800 for a ’49 Ford. 


* * * 


| Dealer Campaign 


HOENTX new-car dealers have 
formed a new association which 


prospective customers for used cars 


jto buy from a new-car dealer. 


where they will see that sign dis- 


| played. 


Each ad features a clever car- 
toon character with a different 
caption. The first ad was labelled: 
“Some Common Sense About 
Used-Car Prices.” It gives reasons 
why it is important to know your 
dealer. Firm names and addresses 
of members of the association 
are given. 

Fifteen out of 17 new-car dealers 
in Phoenix have joined the asso- 
ciation. C. W. Burns (Buick) is 
president. 

* * * 
i hw Chicago Tribune is prepar- 
ing to issue a study on the basic 
motivations in new-car buying, with 
a psychological appraisal of adver- 
tising themes and techniques. 

Pierre Martineau, of the Tribune 
research division, says that in the 
study scientists use modifications 
of psychiatric tests “capable of 
penetrating the wall which each 
individual’s ego is surrounded 
with.” 

Martineau comments: 


“Personality, in the scientific 
sense, is the process of an in- 
dividuality to organize experience 
and respond to it. It’s a sort of 
individual rubber stamp which he 
puts on every situation. 


“We are using projective tests 
from clinical psychology which 
cause the individual to disclose his 
private world of meanings, con- 
flicts and feelings. 

“The projection method presents 
a deliberately ambiguous situation 
which will force the personality to 
organize it in terms of its own 


| private significances and patterns.” 


Sounds a little complicated, but 
interesting. We'd like to find some- 


|thing to explain why people will 


stay away from the showrooms in 


In addition, brand-name goods are 
pre-advertised, pre-sold — and the 
manufacturer shares with you the 
responsibility of satisfying your cus- 


the brands of merchandise you know 
people want, the fast-moving ones in 


PHOTOGRAPH BY SARRA 


easier for you! 


Every retailer knows there’s no 
surer way to succeed in business 
than to give shoppers what they 
want. That’s why you’ll find trusted 


brands build better business. 


turnover — select 


make the most of 


BRAND NAMES FOUNDATION 


INCORPORATED 


A Non-Profit Educational Foundation 


37 West 57 Street, New York 19, N.Y. 


Win national recognition with a Brand Name Retailer-of-the-year Award! ; 


| droves one week when dealers have 
| pulled out all the advertising stops, 
|and come out in droves next week 
| When conditions seem about the 
same. 

| Then, again, maybe it’s more fun 
;not knowing. 


| Resin for Auto Bodies 


|Offered by Marco 


| LINDEN, N. J.—A new polyester 
| resin, which the maker claims will 
|not drain even from smooth verti- 
| cal surfaces, has been announced 
| by Marco Chemicals, Inc., 1711 W. 
| Elizabeth Ave. 

Marcothix Resin No. 1 overcomes 
|the drainage problem in producing 
| molded laminates such as auto 
| bodies, aircraft parts and tanks- 
|by hand layup procedures, accord- 
ing to the company. The new resin 
can be applied with a _ brush, 
squeege or spray. 








| 





horsepower zero 


This is the acme of hooking, buckling, useless horsepower. In many 
smaller ways, it is typical of power wastes that may leak 
out between motor and traction surface in automotive vehicles. 
Spicer has nearly 50 years’ experience in helping manufacturers 


secure maximum efficiency from generated horsepower. 





smooth sailing 


The zephyr touch . .. the effortless engaging . . . the cloud-floating action of the Spicer 
Brown-Lipe Clutch are well-known to the heavy-duty truck and bus operators. 
They readily accept the small initial higher cost in exchange for the exceptional 
performance ... and long life .. . assured by the many exclusive features 
in this Spicer unit. It is the 


Handad of the Industry 
SPICER MANUFACTURING DIVISION of Dana Corporation * TOLEDO 1, OHIO 


SERVICE ENGINEERING 


TRANSMISSIONS ¢ UNIVERSAL JOINTS « BROWN-LIPE AND AUBURN CLUTCHES * FORGINGS « PASSENGER 
CAR AXLES « STAMPINGS « SPICER "BROWN-LIPE” GEAR BOXES © PARISH FRAMES « TORQUE CONVERTERS ; ss 
¢ POWER TAKE-OFFS « POWER TAKE-OFF JOINTS « RAIL CAR DRIVES © RAILWAY GENERATOR DRIVES Pan ing ‘URING 


We Enderes the Auuisl Aukiebelbend Progrom 








Dealer 


Dankner Motor Sales, of Buffalo, | 
has been granted a Nash franchise, | 
according to David Dankner, gen- 
eral manager. A new building is| 
planned, and Dankner said he} 
planned to operate two used-car | 
lots. 

“ankner has owned the Buffalo} 
c’..cern as a used-car business for | 
s.ven years, The firm is purchasing 

equipment and inventory of | 

ney Motor Corp. (Nash), whose 

ding has been sold to Brost 

ors, Inc., for a parts distribu- 
» i center, 


Waniel L. Stone has been ap- 
pointed assistant general manager, 





end Harold Ruppert, now with 
Rooney Motors, will be service 
manager. 

* * * 


Culver City (Calif.) Dealers 


Aid Blood Campaign 

Bill Murphy, head of Murphy 
Motors (DeScto-Plymouth), Cul- 
ver City, Calif., and chairman of 
the 1953 Red Cross drive for the 
area, has announced partici- 
pation by all auto dealers in the 
area of Culver City and Palms | 
in a blood-donor drive. 

* * * 


Perry Attends Confab 


Charles C. Perry, of Morgan Mo- 
tors (Packard), Pasadena, Calif., 
was one of the southern California 
group of top salesmen invited to 
Chicago to discuss future market- 
ing problems with executives of 
Packard. 


Fleigh Uses European Decor 


To Promote Studebaker 


Bob Fleigh, Inc. (Studebaker), of 
Baltimore, dreamed up an interest- 
ing promotion stunt for the intro- 
duction of the 1953 models. An 
“liffel Tower was built outside the 
howroom, and the room itself was 
decorated in European style to 
emphasize the Studebaker’s con- 
tinental design. 

F. F. Stoddard has been named 
general sales manager of the deal- 
ership, according to R. B. Fleigh, 
president. 





* x x 


Hull-Dobbs-Oakley to Run 


Grimes Motor in Alabama 


Grimes Motor Co. (Ford), 
Montgomery, Ala, has been 
turned over to a _ supervision 
service company for manage- 
ment, it is announced by O. D. 
Grimes, president of the dealer- 
ship. 

Hull-Dobbs-Oakley Supervision 
Service of Memphis, sent Frank 
Goodwin, its business manager, to 
Montgomery to set up the new 


management system. 
ad * . 


Kaiser Korner Reports 
Demand for Sports Car 


Wayne MacMullin, new-car man- 
ager for Kaiser Korner, of Los 
Angeles, said he has never seen 
such crowds as attended the show- 
ing of the Kaiser-Darrin X-161 
sports car. 

Oscar Vogt and Mickey Rubin- 
stein, partners in Kaiser Korner, 
reported that they have taken the 
most orders for delivery of these 
cars than they have ever taken 
since they have been in business. 

* + x 


Schofield in New Home 


Schofield Motor Sales Co., of 
Edgefield, S. C., has moved into new 
quarters. The new showroom was 
built on the site of a hotel building 
destroyed by fire in 1950. 

* x * 


Evansville Dealer’s Clerk 
Admits Taking $30,000 

Helen Marie Gibson, 28, a clerk 
of Tri-City Ford Co., of Evans- 
ville, Ind., for four months, con- 
fessed to her part in the em- 
bezzlement of about $30,000 when 
detained by officers upon her re- 
turn from California, 

She disappeared Feb. 17 after 
leaving the firm to deposit the 
_—______ SDVERTISEMENT _—_ 


———— 7 
| Increase Service | 
i Absorption | 
| With DO-B SELF-SERVE | 
{ See Page 39 | 
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Doings 


money. Officials of the dealership 
said about $4,500 was in cash and 
the rest in checks, 

A boy friend, William Whitten, 
31, an Evansville factory worker, 





was included in her confession | 


and in the embezzlement charge. 
* * * 


Newsman Opens Deal 


Capt. Gettys, former southern 
California newspaperman, 
opened a Lincoln-Mercury dealer- 
ship in Lancaster, the name of 


Mercury, Inc. 
* * * 
Murphy Joins Ky. Group 
Joseph Murphy jr. owner of 
Mercer Motors (Ford), of Harrods- 
burg, Ky., is the newest member 
of the Kentucky Automobile Assn. 
* * * 


Sports Cars in Akron 


Sports Cars of Akron, Inc., has 
opened at 850 W. Exchange St., 
Akron, It will handle sports cars 
and cars of foreign make. 

4 * * 


$50,000 Dealer Fire 


H. R. Hestand, owner of an auto 
dealership in downtown Fort 
Worth, Tex., has estimated damages 
in a recent fire at $50,000. 

* * * 


Jefferson County Dealers 


Hand Gavel to Mozur 


The Jefferson County (0O.) 
Automobile Dealers Assn. has 
named Mitch Mozur as its presi- 
dent for the ensuing year. 

Darwin Hartwell is new vice- 
president, and Fred Brandt, 
secretary - treasurer. Named to 
the board of directors, besides 
the officers, were Charles Hodge, 
Robert Fellows and Michael A. 
DiNovo. 

* * » 


Automobile Sales Co. 


Enters 40th Year 


Automobile Sales Co. (Ford), of 
Springfield, Mass., has entered its 
40th year in business. Joseph G. 
Kossick sr., president, has been 
associated with the firm since its 
inception. He is assisted by his 
sons, Joseph jr., and William. 

The firm, which also operates a 
body shop in West Springfield, has 
received the Ford Four-Letter 


Award several times. 
az * * 


Kelleher & Mixer, Inc., 


Celebrates 20th Year 

Kelleher & Mixer, Inc. (Chrysler- 
Plymouth), Springfield, Mass., is 
marking its 20th year in business. 

Paul Kelleher and Ray Mixer, 
owners of the company, began 
business together in 1933 when they 
opened a used-car lot in Spring- 
field. In January, 1934, they in- 
corporated, with Kelleher as presi- 
dent, Mixer as treasurer, and 
Charlotte Mixer as assistant 
treasurer and clerk. They were ap- 
pointed Chrysler-Plymouth dealers 
in 1937. 


* * * 


Kamloops (B. C.) Dealer 


Shows New Service Plant 

Public inspection of the new 
service facilities of Syd J. Smith, 
Ltd., Kamloops, B. C., has been 
held to show what is said to be 
one of the most modern and com- 
pletely equipped auto service plants 
in British Columbia. 

The open-house celebration was 
attended by W. Alex Eastwood, 
manager of the Pacific zone for 
General Moturs Products of 
Canada, Ltd.; Rex Wilson, district 
manager for General Motors Ac- 
ceptance Corp., and Ronald Shear- 
er, Pacific zone manager of Gener 
al Exchange Insurance Corp. 

* * * 


Everroade Named 


Ted Everroade has been named 
manager of the used-car de- 
partment of Kruse Motors, Inc. 
(Studebaker), Indianapolis, accord- 
ing to Charles Kruse, president. 

- af * 


Factory Dealership Opened 


By Packard in Pittsburgh 

Packard has opened a new 
retail dealership in Pittsburgh 
to serve as a pilot operation on 
customer service for dealers in 
the Pittsburgh area. 

Although no long-range plans 
were announced for the deajer- 





| Roberts Chevrolet in New Home— 


| What is reported to be the largest automotive center in Waynesboro, Pa., has been 


has | opened by Roberts Chevrolet at Potomac and 10th Sts. The new structure contains 


| 23,000 square feet of space, and the showroom has capacity for five cars. B. J. 


ship, Fred J. Walters, Packard 
general sales manager, said that 
present plans call for testing new 
retail programs there _ before 
passing them along to other 
dealers. 

A three-day open house to 
launch the new outlet attracted 
over 4,000 visitors and resulted in 
32 orders, according to M. A. 
Saunders, Pittsburgh zone man- 
ager, who has responsibility for 
the new operation. To build at- 
tendance the company advertised 
in metropolitan daily papers, 
used a spot radio program, and 
gave away prizes and favors 
valued at $5,000 during the three- 
day period, 


After that, there were drawings | 


| This is Mr. George Welchlin 


for a $500 payment on a new 
Packard Clipper and a $750 pay- 
ment on a new Packard, portable 
radios were given away, and a 


television set was awarded as a | 


door prize. 
* * + 


Fire Hits Jones Motor 


Three new automobiles and two 
used cars were damaged in a fire 


at Jones Motor Sales, of Washing- | 


ton, Ind., with the loss estimated 
at $9,000 by Tell Jones, owner. 


* * * 


Darke County (O.) Dealers 


Revive Group After 12 Years 


The Darke County (O.) 
mobile Dealers Assn. has been re- 
constituted after being dormant 
since 1941. Twenty of the county’s 
31 dealers took part in the organi- 
zational meeting and elected Bill 
Wright, of Greenville, as president 
and L Paul Wilson as secretary- 
treasurer. 


Auto- | 


; . | Roberts, owner of the firm, is a fo fleet mana of Chevrolet's eastern region. 
which will be Seamans & Gettys | ee eee eee a eeedcnte eee ees eereeee erg eee ern region. 


|have already been successful in 
other Allen dealerships in Buffalo, 
|South Buffalo, Albany, New York 
and Pittsburgh. 

| “One of the first things we've got 
|to do,” Allen said, “is build a new 
building large enough to house the 
whole operation of the company. 
|We're too scattered —and besides, 
we will need more room for ex- 
| pansion.” 

The dealership will be known as 
the Don Allen Southland Chevrolet, 
Inc. W. E. Coggin will continue as 
vice - president and general man- 
ager; Wilbur Evans, business man- 








The board of directors includes | 


Neal Murray, chairman; Deo 
Troutwine, Bob Gerlach, Harold 
Brewer and Richard Kindell, 

* + 


Warfield Chevrolet 


Marking 35th Year 


Warfield Chevrolet Sales, Inc., 
Mt. Airy, Md., is observing the 35th 
anniversary of its founding by H. 
Deets Warfield, 

During the history of the dealer- 
ship, Warfield estimates that he 
has sold approximately 15,000 new 
and used cars and trucks. 

Present officers of the firm are 
Warfield, president; Fuller Phoe- 
bus, vice-president, and Basil B. 


Burdette, secretary-treasurer. 
* * * 


Stearman Heads Group 


Seeking Radio Permit 


Thomas M. Stearman, Campbells- 
ville, (Ky.) auto dealer, heads a 
group which has incorporated Lin- 
coln Memorial Broadcasting Co., of 
Hodgenville, Ky., and has applied 
for a permit to install a 1,000-watt 
| daytime radio station. 

There are about 10 incorporators, 


representing businessmen. 
* * *z 


Amity Award to Gates 

L. O. Gates, president of L. O. 
Gates Chevrolet Corp., of South 
Bend, was one of three 1953 
Brotherhood Award winners se- 
lected by the South Bend- 
Mishawaka Roundtable of the 
National Conference of 


Christians and Jews. 
+ . * 


Allen’s New Firm 


In Miami Plans 


Leasing Business 


Plans for expanding Southland 
Chevrolet, Miami, Fla. recently 
taken over by Don Allen, include 
establishment of car-rental and 
truck -leasing departments, Allen 
announced at the formal opening 
of his operation here. 

Allen said that such departments 
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ager; Bill Greene, sales manager; 
Howard Burwell, service manager, 
and James Kelley, parts manager. 
* * + 


Cadillac Deal for Drennan 


Drennan Motor Co., 600 Main, 
Winfield, Kans. has been 
awarded the Cadillac franchise 
for Winfield. Announcement of 
the appointment was made by 
Butts Cadillac-Oldsmobile, Inc., 
Wichita, Cadillac distributor for 
that’ area. This is the first time 
there has been a Cadillac dealer 
in Winfield. 


x * * 


20 Autos Lost as Flames 
Wreck Helena Dealership 


Twenty cars were destroyed re- 
cently when flames swept through 
Beck Motors (DeSoto-Plymouth), 
Helena, Mont. 


Firemen fought the blaze for 
nearly two hours before bringing 
it under control. E, A, Billerbeck, 
owner, was unable to estimate the 
damage. 


* * * 


Davis Selects Braudrick 


W. A. Braudrick has been named 
new-car sales manager for M. I. 
Davis Co. (Hudson), of 521 N. 


Market St., Shreveport, La. 





This is what he says 


“The Welchlin Garage has sponsored Fulton 


than three years. 
standing. 


| 





Lewis, Jr. on Fairmont’s KSUM for more 


Results are out- 


We have had Minnesotans and 
out-of-state customers drive long distances to come 
in as a direct result of this advertising. 
have had definite increases in sales and services 
since the start of our sponsorship.” 


We 


This is Fulton Lewis, Jr. 





whose 5-times-a-week program is available to local 
advertisers at local time cost plus low pro-rated 


talent cost. 


Currently sponsored on 364 stations 


by 752 advertisers (including 64 automotive firms), 
the program offers a tested means of reaching custom- 


ers and prospects. 


For availabilities, check your 


Mutual outlet—or the Co-operative Program De- 
partment, Mutual Broadcasting System, 1440 Broad- 
way, NYC 18 (or Tribune Tower, Chicago 11). 
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N THAT eventful and, I hope, 


far distant, day when 
fascinating biography of Charles 
Franklin Kettering has been fully 
approved by the last remnants of 
the old political aristocracy, and 
the new aristocracy of capacity is 
firmly in the saddle, I hope our 


grandchildren may read an) 


amusing “snatch” from the testi- 
mony of Alfred P. Sloan jr., sworn 
to before the Chicago judge during 
that antitrust action brought 
against the duPonts. 

Mr. Sloan grinned when he told 


more dependable 


the | 


word “No” on a letter he had 
written, suggesting the election 
of “Ket” to the General Motors 
Policy Committee, “That man,” 
Mr. Sloan explained, “must have 
thought that when Ket talked, all 
business was forgotten.” 

| This inspired the New York Times 
to say editorially: 


| how someone had written the 


“The record seems to indicate 
that had Mr. Kettering been 
|tedious, he would have been 


|eminently acceptable. He is one of 
| the most interesting and important 
| laboratory directors in the country. 
His tales of molecules, lacquers, 
gasoline and green grass, addressed 
science, was always 
General Motors did for the auto- 
|mobile what the Bell Telephone 
| Laboratories did for the telephone. 
| “No dreamer was he, but a di-| 
rector of research, who was as} 
practical as the Irish foreman of a 
railroad section gang. Mr. Kettering 
is the scientist in overalls who} 


to men who know nothing about | 
simple and| 
| thrilling. Under his direction,| 


gretted the purchase, nor, for that 
matter, all the millions Kettering 
spent making automobiles better 
and better. Such a record speaks 
well for his business sense.” 

* + * 


Born on Ohio Farm 
a bragged for 47 years| 
-4 about “knowing” Ket, maybe I 
should tell you why I rate that man 
as being the most articulate and 
easily understandable pioneer in 
that aristocracy of capacity, 
|which I am the self-appointed 
press agent. (Ket sold me that idea, 
sitting on the front steps one fine 





“Boss” Kettering was born on 
a farm near Loudonville, O., 77 | 
years ago (come Aug. 29). With 
the first money he ever made 
($14 for cutting a neighboring 
farmer’s wheat crop), he bought 
a telephone from a mail-order 
house, then took it apart to see 
how it worked. He taught district 
school at Bunker Hill, O., hoping 








knows how to _ express himself 
| clearly and forcibly. That’s why the | 
|directors had listened and acted! 
| when he suggested buying the Win- 
ton Engine Co. for $6 million and | 





000. General Motors has never re-| 


starting under all 


operating conditions 


“No Kick-Out” feature sets new standards 
in starting performance. 


@Since the earliest days of the automotive industry Bendix 


Starter Drives have been noted for reliable starting. 


Now with the new and latest Bendix Folo-Thru Starter Drive, 


starting, even under the most adverse weather conditions, 
has been improved immeasurably. 


Although this new Bendix Starter Drive is fundamentally 
similar to its illustrious predecessors, it is specially designed 
to follow through the weak explosions until the engine 
actually runs on its own power. 


That's why cars, trucks 


and buses equipped with the 


Bendix Folo-Thru Drive are easier and quicker to start 


under all operating conditions. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISON OF 


aviariom cosroRanionm 


ELMIRA, NEW YORK 


Export Sales: Bendix 


72 Fifth Avenue, New York 11, N. Y 


International Division, 


costs less — Like the more than 95,000,000 Bendix Starter Drives manufac- 
tured for the industry, the new Folo-Thru Drive requires no actuating linkage and the 
less expensive solenoid may be placed in any convenient position. Results are lower installa- 
tion costs and no adjustments. Complete detailed information is available on request. 


Bendix * Folo-Thru Storter Drive e Bendix* Automotive Electric Fuel Pump €r Stromberg* Aeroquad Carburetor =i 


* 


to pay his way at the University 
of Wooster, 20 miles away. The 
university wouldn’t let him enter 
because he didn’t know Greek. 

Then his eyes went bad, and back 


ithe Electro-Motive Co. for $1,100,-| to the farm he went. His inherent | 4t Mifflin, O. for two years. 
curiosity led him to study botany. | 

























| spring morning in 1906, in Dayton, | 4 
0.) | 





of | @ 





Central Packard Celebration ‘Held Over'— 


So many people jammed the new shcowroom of Central Packard Co., Akron, that 
Arthur C. Shapiro, president, decided to continue the celebration three more days. 
Shapiro (third from left) chats with a prospect as visitors line up to register for door 
prizes. 


That’s how he learned all about|men, Hiram Sweet, a woodworker 
Chlorophyl— long before the “ex-| who loved mathematics and as- 
pert” copywriters found out there|tronomy, and John Robinson, a 
was such a word. He taught school | druggist who was always talking 
about photography and electricity. 
|He never forgot what those men 
| taught him. 

At the age of 25, Ket entered 
| Ohio State. His first teacher was 
Frank Orville Clements, assistant 
jin the chemical laboratory, and 
|finally (from 1916 to 1939) Ket’s 
| associate as technical director of 
| ome laboratory. 


* * 


There he knew two memorable 


* 


| Joined Telephone Firm 


H® first job, after graduation, 
was with Star Telephone Co. at 
Ashland, O., where he learned all 
| he could about telephones and bat- 
teries. Then he joined the _ in- 
ventions department of National 
Cash Register Co., and his amazing 
career really began. 


At “Cash,” he first developed 
the telephone store service credit 
system for the rapid authori- 
zation of credit purchases; in- 
vented and perfected the electri- 
cally operated cash register, and 
joined in the improvement of the 
entire cash register line. 

In 1909, he left Cash to join Ed- 
ward A. Deeds, who had resigned 
as factory manager to organize 
Dayton Engineering Laboratories 
Co. (Delco) with shop and labora- 
tory in Deeds’ barn. 

There he developed the first Delco 
ignition system, by virtue of which 
he increased the range of motor 
service from 300 to 2,000 miles on a 
single battery. It was approved by 
| Cadillac in 1909. Then he perfected 
the Delco self-starter, adopted by 
| Cadillac on Dec. 17, 1910. Next he 
| originated the Delco farm lighting 
system and installed the first one 
on his father’s farm in Loudonville, 
his boyhood home. 


* * * 





| Productive Years 
_~ story for the next few years 
is that of new bearing material; 
antiknock gasoline; tetraethyl lead; 
refrigerants (odorless, tasteless, 
| noncorrosive, noninflammable, non- 
toxic); quick-drying lacquers 
| (which became Duco finishes and 
saved the industry millions of 
| dollars); quick-process malleable 
iron, and the first lightweight two- 
cylinder diesel engine, built in the 
|old Winton plant in Cleveland. 
| Then, came the great diesel plant 
j}at La Grange, Ill, which surely 
| revolutionized the whole railroad 
| business, 

Meanwhile, Charles Franklin Ket- 
tering was being honored by 
degrees by all of the big universi- 
ties in America and abroad. In 
| 1939, in September, he was made 
chairman of the National Inventors 
Council, and five days after Pearl 
Harbor, by presidential order, he 
was made chairman of the National 
Planning Committee. 

With all his degrees, all his 
success, all his brains, he still re- 
mains the same old Boss Ket- 
tering, Salt of the Earth, There, 
boys and girls, is a real man. 

P.S. Here’s his philosophy in his 
own words: “We are not at the end 
of our program, but at the begin- 
ning. We have just reached the 
shores of a great unexplored conti- 
nent. It is man’s destiny to ponder 
the riddle of existence and, as 
by-product of his wonderment, t 
create a new life on this earth.” 
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For a Carefree Vacation... -— sa 
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SARAN Luggage 


Gay Traveling Companions 
Lightweight. . Lasting Beauty 





co 44 


As seen in the Saturday Evening Post, June 13 


@ You'll find her...so pretty she offers real com- 
petition for eye-catching saran seat covers...in 
the full-color ad appearing June 13 in the Satur- 
day Evening Post. 


After car owners in your locality have seen her 
in the Post and read the story of saran, they'll be 
your number one seat cover prospects. They'll 
like the wide variety of colored patterns, the long- 
wearing, easy-to-clean features of saran seat 
covers. 


Make sure you turn these pre-sold prospects 





I) 7. NNIIONAL Zac cet Congo 


lecorative LAMINATES « een tasestatess 
K, MEW YORK © LOS ANGELES, CAL IFORNI. 


antachns of Son Fiano + NEVAMAR d into profit-making sales. You can if saran seat 


ODENTON, MARYLAND + NEW YOR! 






covers are in good supply, well-displayed and 
well advertised in your store. 


Have your name listed under the saran head- 
ing in your local phone book. It pays dividends! 


WE 7% NATIONAL ei: Boalt Conyeony 


Manufacturers of Saran Filaments > NEVAMAR decorative LAMINATES « Wynene Molded Products 
ODENTON, MARYLAND ¢ NEW YORK, NEW YORK « LOS ANGELES, CALIFORNIA 











2% 
Highways & Safety... 


Dual Cars 





to Schools 


Help Build Business 


CROSS section of the country’s 
automobile dealers agrees that 


lending cars for driver training 
courses in schools is one of the 
best sales boosters a dealer can 


have. 


“Of course it can become a 
very ticklish job, especially in 
towns where there are a number 
of dealers who 
would like to 
get in on such 
a program,” 
comments one 
dealer in 
Pennsylvania, 

“The dealers 
have to get to- 
gether and for- 
mulate a sound plan that will 
avoid petty politics and eliminate 
any unusual pressure by one or 
many dealers on the _ school 
board.” 





A “gentlemen’s agreement” is the 
usual solution to such situations. 
Under such pact, all participating 
dealers vow full cooperation and a 
“drawing” is held to determine how 
often each dealer will loan his car 
to a certain school. 


, * + 


| Inexpensive Advertising 
| J TNDER such plan, no dealer is 
permitted to supply a second 
car until all others have furnished 
one to the participating schools. 
The rotation system eliminates any 
hard feelings, too, dealers agree. 
All dealers will tell you that 
loaning cars is one of the most 
inexpensive forms of advertising, 
too. Most dealers figure it cost 
them about $50 per unit. 


! . 
ally when a dealer agrees to service 


the car for the entire year it is in 
operation by the school. However, 
it pays off in the long run, they 
declare. 

Stated one dealer in Atlanta: “We 


| have gained much by renting these 


|} cars 


in the way of goodwill and 
free advertising, and we can 
directly trace many sales to the 
program.” 

* * * 
Builds Future Business 

HIS dealer attributes the sale 

of one new or used unit per 
week, to the plan. “We believe it 
is a method of selling future 
business to the youth of our com- 
munity.” 

The driver-training cars gener- 
ally bring in a better price than 
the average used car, dealers 
point out, and “you have no 
trouble selling it, because the 
buyer knows that the car has 
been given special care and the 
mileage is low.” 

Dealers who furnish cars 
schools should make the best model 
four-door sedan available, dealers 
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AAA's Singer Presented High Danish Award— 


Because of the work he has done internationally in encouraging world-wide travel 
| and the use of the motor car by American visitors abroad, Russell E. Singer, executive 
| vice-president of the American Automobile Assn., was recently given the Danish Order 
of Dannebrog, First Class, and highest honor of its kind. It is held by few Americans 
and it makes Singer a Knight in the Order of Dannebrog, an order which dates back 
to 1219. The ceremonies were held recently at the Danish Embassy in Washington. 
Above, Ambassador Henrik de Kauffman (left) reads the citation to Singer, as Mrs. 
to | Singer looks on. 





parents 


In Philadelphia nearly everybody reads The Bulletin 





Apvertisinc Orrices: Philadelphia, Filbert and Juniper Streets °¢ 


National Advertising Representatives: Sawyer Ferguson Walker Company 


Evening and Sunday 


Chicago ¢* Detroit ¢ Atlanta °¢ 


New York, 285 Madison Avenue 


Los Angeles 


nowadays, 
|suggest. Why? Because school) purchase of a car, some say. 
Of course it runs higher, especi- | children have a lot of influence on! Most cars that dealers offer for 





San Francisco 


even 


in the,the safety school programs are not 


included in the dealer’s factory 
quota. An “extra” unit is usually 
supplied to a dealer participating 
in such programs. 

* * * 


South America 
Moves Forward 


On Road Work 


One of the biggest road - building 
jobs in years is under way in 
South America, and the continent 
is spending a record amount of 
money on new roads and recon- 
structing and improving old ones, 
according to Robert Swain, execu- 
tive director of the International 
Road Federation. 


Swain, who recently returned to 
Washington from an extensive tour 
through the Latin country, esti- 
mated that new construction, 
circling the continent and extend- 
ing inland to the land - locked 
countries of Bolivia and Paraguay, 
exceeds 8,000 miles. 


Chile, for example, is  recon- 
structing more than 1,200 miles of 
the Pan American Highway route 
north and _ south of Santiago. 
Colombia is in the midst of a three- 
year program to build and improve 
some 1,800 miles of primary roads. 

In addition to the magnitude of 
new construction, Swain said he 
was impressed with advanced 
measures in some of the countries 
for traffic congestion relief and im- 
proved safety methods in the larger 
cities. 

“The countries giving priority to 
the extension and improvement of 
their highway systems are finding 
out that the returns are far beyond 
the expenditures,” Swain declared. 


“One readily sees the beneficent 
effect of roads, connecting markets 
with production zones. The land is 
made more productive, and new 
agricultural areas are cultivated. 
The farmer is given an incentive 
to grow more, since he knows he 
can dispose of his surpluses at a 
| fair profit.” 





} * * 


* 

|H & S Shorts 

The Maine Turnpike Authority 
has voted to extend its toll super- 
highway from Portland to Au- 
gusta. The extension will add 
66 miles to the present 44-mile 
Kittery-to-Portland Rd. Engineers 
estimate the highway can be com- 
pleted sometime in 1955. 


x * * 


The first $5,000 grant to initiate 
|a continuing program of driver 
training in Michigan’s secondary 
schools has been given by the All- 
state Foundation to Michigan State 
College. The money will be used 
to provide scholarships for teach 
ers enrolled in a course in drive! 


education and traffic safety. 
Eg * x 





A resolution directing a legisla- 
tive investigation of safety on 
the Pennsylvania Turnpike has 
been adopted by the State Sen- 
ate. Calling for a 10-man com- 
mission to conduct the ee 
tion, the resolution terms the 
turnpike “the greatest toll high- 
way ever constructed,” and states 
that, while there has been much 
“information, there also has been 
misinformation on accidents and 
the general safety of the super- 
highway.” 
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our eyes are deceiving you. 

They see what is apparently 
a beautiful wire wheel with forty- 
eight gleaming stainless steel spokes. 
Not quite right! The beauty certainly 
is there and so is the glittering 
stainless steel. But the hard-to-clean 
spokes are an easy-to-clean illusion. 


Do not blame your eyes! They are 
looking at a completely new idea in 
wire wheel beauty—so new and 
practical and low-priced that the 
motoring public is calling for it 
almost beyond our productive 
capacity. Now you can offer the 
beauty of wire wheels without the 
problem of cleaning the spokes — 
because the new Lyon Wire Wheel 
Disk does not have any spokes to clean. 


Here’s the “wire wheel” that’s built 
to sell—the only one designed and 
priced for mass-market appeal and 
the mass-market pocketbook. Order 
your Lyon Wire Wheel Disks now 
for big spring volume. Distributed 
through major tire and rubber 
companies and a selected group of 
automotive accessory distributors. 


LIST PRICE 


() COMPLETE 
SET OF FOUR 


For 15” Wheels Only 


Fair Traded F.0O.B. Factory Detroit, Mich. 





THE BEAUTY THAT’S EASY TO CLEAN 
BECAUSE IT HAS NO SPOKES! 


LYON, INC., 13881 W. CHICAGO BLVD., DETROIT 28, MICH. 
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Ed Lester, of Aurora, Colo., 
Fred J. Fandrei, of Philadelphia, 


Auto Personnel 


and | 


have been appointed district man- 


agers by Maremont Automotive 
Products, Inc. 
Lester, with headquarters in 


Denver, will cover Colorado, Mon- 


tana, Wyoming, Utah, New Mexico, 
eastern Idaho and eastern Nevada, 
while Fandrei, 


land; Delaware; Washington, D. C.; 
southern New Jersey, and_ the 
Philadelphia area. 


appointment of W. H. Courtright, 
of Philadelphia, as special eastern 


representative. 
* * * 


Associates Investment 


Adds 3 Vice-Presidents 


Three Associates Investment Co. 
officers were named vice-presidents 
by the board of directors following 
the annual meeting of shareholders 
here. They were E. Douglas Camp- 
bell, treasurer and assistant sec- 
retary; William ‘zR. Heins, head of 


(A\Better See Motorola Car Radios 
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the commercial division, and 
George W. Omacht, general coun- 
sel, All also will continue in their 
former capacities. 

Thomas F. Shortall was elected 
to the new office of executive vice- 
president of Emmco Insurance Co., 
an Associates subsidiary. Formerly 
Emmco vice-president, he will con- 


| tinue as secretary. 


with headquarters 
in Philadelphia, will cover Mary- | 


| 


The full board of 12 directors was 


re-elected for one year. 
. * * 


|Tomlinson Appointed 
The company also announced the| Galion Rep. in South 


Oliver C. Henkel, president of 
Galion Allsteel Body Co., Galion, O., 
announces the appointment of R. 
H. Tomlinson as regional repre- 
sentative in Kentucky, Alabama, 
Mississippi, Louisiana and Ar- 
kansas. 

Tomlinson formerly was a district 
manager with Gar Wood Industries. 

. + . 


Fruehauf Ups Quirk 


Appointment of M. J. Quirk as 
national accounts sales manager in 





New York City has been announced 
by A. Vance Howe, northern divi- 
|}sion manager of Fruehauf Trailer 
Co. Quirk had been sales manager 


of the branch factory at Kearny, | 


N. J. 


Wiggins Appointed Chairman 


Of NAW Finance Committee 


Alexander J, Allen jr., president 
of the National Assn, of Whole- 
salers, has announced appoint- 
ment of J. L. Wiggins, executive 
vice-president of National Stand- 
ard Parts Assn., as chairman of 
the 1953 finance committee of 
NAW. 

It will be Wiggins’ responsibil- 
ity to establish budgets for sev- 
eral new NAW projects, Allan 
said. 


* * * 


GAC Opens 4 New Offices; 
Expansion To Continue 


F. R. Wills, president of General 
Acceptance Corp., has announced 
the opening in recent months of 


new offices in Columbus, Ga.; 
Rome, Ga.; Albany, Ga., and Dot- 
han, Ala. 


Wills stated “The company is 
continuing to survey possible addi- 


This Spring let the man from Motorola 


show you how you can offer 


push button tuning at a BUDGET PRI 


CE! 


Motorola“ 


As a Motorola dealer, you are in a profitable position 
this Spring, you are able to offer the most complete line 
of car and truck radio installations—able to offer the 


finest name in car radio at the lowest price—able to offer 
deluxe push-button tuning at a sensational budget price! 
See the man from Motorola now—stock up on the full 
Motorola line, be ready for the Spring market. And, if 
you are not a Motorola dealer find out how to get a fran- 


chise in your territory. 


Look over the line—the famous 
model 403 leading the low-price field at only $39.95; 
the 553 with its push-button tuning, its full automatic 
volume control. its outstanding power and selectivity. 


1953 











Chicago Zone Oldsmobiie Dealers Meet— 


G. R. Jones (third from left), Oldsmobile 


general sales manager, holds a round-table 


session with Oldsmobile Chicago zone dealers. Meeting with him (from left) are R. W. 


Courtright, 
Moline, Ill; 


Il.; Donald Hulbert jr., Barrington, i., 


Courtright Motors, Kokomo, Ind.; 
Jones; C. J. Ross and Ll. A. Jones, Lambert Jones Motors, Inc., LaSalle, 
and 


F. J. Sumption, Sumption Motors, Inc., 


Frank J. Suslavich, Chicago zone manager. 








tional office locations in areas 
where rate structures are satisfac- 
tory and public need seems evident. 
The opening of several offices dur- 
ing 1953 is contemplated.” 

* * ” 


Anaconda Names Caples 


Russel B. Caples, 
Anaconda Copper Mining Co.’s| 
Great Falls, _ (Mont. ) reduction de-| 


’ 


Kee OC) 


car radios 


STANDOUT BUYS 
ie VALUE 
PERFORMANCE 


Dealers: Use this Motorola 3-Set 


display- demonstrator to sell 


more car radios! 


See the Motorola complete line of car and truck radios 
now at your distributors’ while the selling time is hot! 





manager of} 


partment since 1941, has been 
elected president and director of 
Anaconda Aluminum Co., according 
to Cornelius F. Kelley, chairman 
of the board of Anaconda Copper 
| Mining. Caples succeeds Francis 
|O. Case who resigned to become 
president of the Glen Alden Coal 
| Co. 


& * x 


Crane Puts Schmitz at Helm 


In Sales Reorganization 


Carl E. Schmitz has been ap- 
pointed sales vice-president of 
Crane Packing Co., Chicago. He 
had been vice-president and di- 
rector of engineering. 


In a reorganization of the sales 
department, there are to be five 
division managers: E. H. Stuben- 
rauch, mechanical packings; 
Stephen Hawxhurst, molded 
Teflon, products; Harry I. Sole, 
Lapmaster; V. E. Vorhees, me- 
chanical seals, and Stillman Se- 
gar, plastic lead seal. 

A, J. Solari was appointed chief 
engineer of the mechanical seal 
division. 





* * * 


Finlay Named Buick Aide 


Appointment of Robert L. Finlay 
|as office manager for Buick’s San 
Francisco zone has been announced 
by Robert W. Crust, zone manager. 
| Finlay since 1948 had been associ- 
ated with a Buick dealership in 
| Portland, Ore. He succeeds Harold 
B. LeGalley, who resigned to enter 


| the retail automobile business. 
j * * x 


| Walbeck to Direct Sales 


| Of Seiberling Car Tires 


| John J. Walbeck, former assistant 
| advertising manager of Seiberling 
|Rubber Co., has been appointed 
manager of passenger tire and tube 
sales, according to L. M. Seiberling, 
president. 

Walbeck, who succeeds the late 
John R. Lotze, has been with the 


| firm since 1946. 
* 7 * 





General Exchange Insurance 


Picks 2 Branch Managers 


John M. Marshall has been 
named Youngstown (O.) branch 
manager of General Exchange In- 
surance Corp. He succeeds Carl H. 
Laughrige, who was transferred to 
the Portland (Me.) branch. 

Robert W. Shay, former claim 
manager in St. Louis, has become 


branch manager in Pueblo, Colo. 
* x * 


Austin Names Winans 


Don Winans, previously associ- 
ated with City Buick-Pontiac, Ltd., 
of Toronto, has been appointed 
sales promotion and advertising 
manager for Austin Motor Co. 
(Canada), Ltd. 

= * on 


Woodring, McSunas Boosted 
By S. C. Johnson & Son 


S. C. Johnson & Son, Inc., wax 
products manufacturer, has named 
W. H. Woodring national account: 
manager of automotive products 
and J. J. McSunas to succeed hin 
as sales manager of the company’s 
Detroit district. Woodring wil 
make his headquarters at the com- 
pany’s Racine (Wis.) plant. 

Woodring has been a member o! 


the Johnson sales organization fo: 
(Continued on Page 29, Col. 1) 


—_ ADV ERTISEMENT 





uild Customer Confidence 
With DO-B SELF-SERVE 


See Page 39 
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(Continued from Page 28) 


\2 years. McSunas, who joined 
Johnson 16 years ago, was assigned 
o the company’s headquarters as 


1 merchandiser in 1945. 
* * 


* | 


Lutz Gets Sales Post 


William B, Lutz has been ap- 
pointed sales representative by 
Rinshed-Mason Co., Detroit manu- 
facturer of automotive and _ in- 
dustrial paints. Lutz, will handle 
industrial accounts in upper New 
York State. He lives in Buffalo. 

* a * 


Zeskey Gets Promotion 

Harry C. Zeskey jr., has been 
promoted to sales manager of 
Brown Body Co., 7019 Hough Ave., 
Cleveland, it is announced by A. 
G. Merriman, president. Zeskey has 
been a salesman in the automotive 
trade since before World War II. 

* * * 


Ford Appoints Kaplan Head 
Of Facility Planning 
Appointment of Sanford Kaplan 
as facility planning manager for 
the Ford division has been an- 
nounced by J. O. Wright, assistant 
general manufacturing manager. 
Kaplan joined Ford in 1946 and 
became supervisor of cost and fa- 
cilities analysis in assembly oper- 


ations in 1948. 


* * * 


Inland Steel Transfers 


Inland Steel Co. has named Cur- 
tis W. Burr, manager of the order 
division, to assistant sales manager 
in the plate and shape division. 
John R. Lanahan, assistant man- 
ager of the business procedures de- 
partment, will replace him as man- 
ager of the order division. 

* * + 





Minneapolis Post for Sell 


Fred J. Sell has assumed new 
duties as Minneapolis district field 
representative for B. F. Goodrich 
Co.’s Associated Tires & Acces- 
sories division, it has been an- 
nounced by Benton Thompson, 
north central zone manager. Sell 
was formerly St. Louis district field 
representative. He replaces Sig 
Uyldert, who resigned. Sell’s old 
post, has been filled by J. D. Nigh, 
former field merchandiser for the 


north central zone. 
* * * 


Burns, Barnekoff Appointed 
In Trailmobile Purchasing 


William A. Burns, president of 
Trailmobile, Inc., has announced the 
appointment of E, W. Barnekoff as 
director of purchases and W. H. 
French as Cincinnati plant 
purchasing agent. 

Barnekoff formerly was general 
service manager. French, who 
joined Trailmobile in 1950 succeeds 
Ren Logan, who has resigned. 

* * + 


Fisher Promotes Kempf 


E. J. Hanson, general manu- 
facturing manager of Fisher Body, 
has announced the appointment of 
Rudolph H. Kempf as production 
manager of the company’s Pontiac 
plant. He formerly was _ superin- 
tendent of assembly at the Pontiac 
plant. 


cd = * 
Fisher Shifts Darling 
James E. Goodman, general man- 
ager of Fisher Body, has announced 
the appointment of J. M. Darling 
as manager of the division’s Nor- 
wood (O.) assembly plant. Darling 
had been assistant manager of 
Fisher’s Pontiac (Mich.) plant. 
* * * 


O’Hare Takes Sales Post 


With E. A. Laboratories 


Charles O’Hare has been ap- 
pointed assistant sales manager of 
E. A. Laboratories, Brooklyn, N. Y., 
according to John Aufiero, presi- 
dent. 

O’Hare formerly was manager of 
car dealer sales for the eastern 
erates of General Tire & Rubber 

oO. 


* * * 


Evans Co. Names Pratt, Harl 


To Top Production Posts 


Evans Products Co., Plymouth, 
Mich., has announced the ap- 
Pointment of Oscar A, Pratt as 
new production control manager, 
and F, H. Harl, as superintendent 
of main plant production. Both 
men will be under the direction of 





E. W. Marchand, vice-president in| 


charge of operations. 


Pratt, who heads up the com- 
pany’s materials control program, 
brings to Evans a background that 
includes materials handling with 
the Chrysler Corp, Fruehauf 
Trailer Co. Harl comes to Evans 
from the Fruehauf Trailer Co.’s 
plant in Cedar Rapids, Ia. 


* * * 


Ford Advances Scott 


Appointment of Albert C. Scott 
as supervisor of the planning sec- 
tion of the Ford division’s fleet 
sales department is announced by 
C. H. O’Donohue, manager of fleet 
sales. Scott formerly was fleet sales 
manager in Chicago. 

* + * 


Freeman Promoted 


Alexander B. Freeman has been 
appointed vice-president of Ameri- 
can Brass Co., American Metal 
Hose Branch, it has been an- 


nounced in Waterbury, Conn., by 
Arthur H. Quigley, chairman of the 
Freeman became general 


board. 





ve 





Chevrolet Parts Managers Meet— 


The Record Club banquet of the Baltimore-Richmond Chevrolet zone parts managers 
was held recently in Washington. Ninety-nine parts managers qualified last year. 
Millard Passwaters is president of the club; M. L. Wood, vice-president; J. E. Puryear, 
secretary, and Virgil Fletcher, treasurer. 
manager of the American Metal, has been announced by G. B. Davis, 
Hose Branch in 1950. vice-president. 


ea Since 1948 the national railroad 


Baker-Raulang Transports representative for Clark Equip- 
ment, Stevenson was one of the 

Headed by Stevenson first proponents of the use of in- 
Appointment of Merritt S, Ste-| dustrial trucks as a prime mover 
venson as manager of transpor-|of less-than-carload lot freight in 
tation sales for Baker-Raulang Co.| rail shipments. 





Idea suggested by LLEW JONES 
Foote, Cone & Belding 
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MAKE US PROVE 


THAT YOU CAN SECURE 


100% to 200% Absorption 


IN YOUR SERVICE DEPARTMENT 


We Guarantee 
To Help You 

@ Increase Customer Paid Labor Sales 
@ Prevent broken promises to customers 
@ Give your Service Manager time to 

handle his executive responsibilities 
@ Permit Shop Foreman to devote all time 

to improvement of mechanical work 
@ Bring ALL service operations to 

clock-work precision 


APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 
We have accomplished this for hundreds 
of Motor Car Dealers . . . coast to coast. 


A note on your company letterhead will 
bring all particulars— promptly. 


FLASH-A-CALL 
SERVICE PRODUCTION CONTROL 


1112 South Wabash Avenue 
Dept. AN-44, Chicago 5, Illinois 








San Francisco 


In Chicago, it takes 2— 


LOS ANGELES 
Sawyer-Ferguson-Walker Co. 
612 So. Flower St. 


to get you off the ground 


BECAUSE .. . Chicago has outgrown the power of any 
single daily newspaper to reach even half of your city 
and suburban prospects. 


Today it takes two daily newspapers to reach a majority 
of the market —and for MosT net unduplicated coverage, 
one of your two MUST be The Chicago SUN-TIMEs! 





CHICAGO 


SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


SAN FRANCISCO 
Sawyer-Ferguson-Walker Co. 
1213 Russ Bidg. 


PHILADELPHIA 
Sawyer-Ferguson-Walker Co. 
Girard Trust Bldg., 1400 S. Penn Sq. 


MIAMI BEACH 
Hal Winter Company 
9049 Emerson Ave. 


ATLANTA 
Sawyer-Ferguson-Walker Co. 
821-822 William Oliver Bldg. 


Xl 
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Here it is—the advanced contour-styled PACKARD—one of the 
two great new lines of Packard-built cars now being sold under 
Packard’s great new Dual-Franchise Program! 


The luxurious new PACKARD is available in a complete line— 
eight magnificent models PLUS the new custom sedansand limousines 
recently introduced at the Chicago Automobile Show. With power to 
spare, with famous Packard Ultramatic Drive, with the only direct- 
action Power Steering and with Packard Power Brakes, proved 
in a full year of actual use, the new PACKARD is a truly fine car 
that paves the way for extra sales in the upper-bracket market! 


Yes, the new Packard Plan offers every Packard dealer a very 
real opportunity to get ahead and stay ahead—with America’s new 
choice in fine cars, PACKARD! But that’s not all! When you sell 
PACKARD you also sell the new Packard CLIPPER and profit two 
ways with Packard’s Dual-Franchise Plan! 


Look To PACKARD -The?: 
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ard Program 


Dual Franchise! 





Featured hand in hand with the magnificent new 
PACKARD in this great Dual-Franchise Program is the 
new Packard CLIPPER! With real Packard quality and 
big-car value at medium-car cost, the CLIPPER rounds out 
the new Packard two-in-one program that makes every 
buyer of new upper-price and medium-price cars a Packard 
prospect! Packard dealers’ sales potentials are doubled! 
Packard’s expanding dealer organization is based 
on a well-prepared market plan that assures adequate poten- 
tial for each dealer, new and old. Should you be interested in 
this newest program of the industry, get in touch with the 
Packard zone manager nearest you—or with us at Detroit. 





PACKARD MOTOR CAR COMPANY 
DETROIT 32, MICHIGAN 


Yranchise With The Future! 
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SHIM RACK—Eliminates waste of time 
in hunting for the right size and type of 
shim during a wheel-aligning job, the 
maker claims. Designed for easy removal 
of individual shims. John Bean Division, 
P.O. Box 840, Lansing 4, Mich. | 








RACK LIFTER—New Brunette is built to} 
raise equipment off shop floors, trucks and | 
cars. The unit consists of a pulley with 
teeth that grip the chain. Industrial Bench 
& Equipment Mfg. Co., Inc., 98 South St., 
New Britain Conn. 





WIRE WHEELS—Feature lasting chrome 
finish and ease of installation, according 


to Blackstone Mfg. Co., Inc., 4630 W. 
Harrison St., Chicago 44, Ill. 
es ¢ «# 


Cargille Announces Liquid 


For Air-Brake Leak Test 


Leak-Tec, a liquid for locating 
leaks in air or gas-pressure brake 
systems, has been announced by 
Cargille Scientific, Inc., 117 Liberty 
St., New York 6, N. Y. 

When the liquid is sprayed on a 
connection or area to be tested for 
leaks, air or gas passing through 
a leak will be indicated by bubbles, 


the company says. The solution is}; 


sprayed from a pocket-size, flexible 
plastic bottle. 





FUEL PRESSURE REGULATOR — The 
Gane-Master is designed to control high- 
pressure pulsations in the fuel line, the 
maker states, to assure a steady flow of 
gasoline and good fuel-air mixture. Fits 
all cars, trucks and tractors, according to 
Engine Products Co., 5801 E. Beverly 
Bivd., los Angeles 22, Calif. 


NEW PRODUCTS 


Marketing of a chrome - plated | 
spark plug has been announced by 
Blue Crown Spark Plug Ce., 
Winnemac Ave., Chicago 40, IIl. 

Called the Chrome-X-Citer, the 
new plug was designed especially 
for hot rods, domestic and foreign 
sports cars, motorcycles, marine in- 
board and outboard engines, farm 
tractors, and other applications 
where sustained high temperatures, 
excess moisture and other severe 
conditions cause fouling, misfiring, 
shorting and loss of power, it is 
said. 

Features of the Chrome-X-Citer, 
according to the maker, are 
chrome-plated metal parts, which 
resist rust and corrosion; an in- 
sulator of aluminum oxide, and} 
increased electrical resistance and | 
heat conduction. 

+ 


* * 





WELDING GENERATORS — The “Build 
Your Own," without motor, is made for 
direct coupling to a gas engine, electric 
motor or belt drive from a motor or line 
shaft to form a DC arc welder. Hobart 
Bros. Co., Hobart Sq., Troy 1, O. 

* 


Statute 
PAS aaeesef 


sows 1 VIEW DAY OF MIGHT 





SAFETY MIRROR—The Skylark mirror is 
made of polished, plate filter glass and 
shows everything in full size, according to 
the manufacturer. It comes in two sizes 
and is attachable to any car. Skylark Au- 
tomotive Corp., 3834 Willat Ave., Culver 
City, Calif. 

* * * 
Two-in-One Gas Pumps 
Announced by Wayne 


Two new gasoline pumps, capable 
of dispensing either one or two 
brands, are offered by Wayne Pump 
Co., Salisbury, Md. They occupy the 
same island space as a Wayne 
Model 505. 

The new DUO-1 has one pump, 
one air separator and one motor, 
for single-suction connection, but 
contains two computers, meters, in- 
terlocks and flow indicators. It is 
provided with a %-horsepower mo- 
tor capable of being run 24 hours 
a day, the company says. 

The DUO-2 has two _ separate 
pumping systems. 

* * 





+ 





JEEP REPLACEMENT STEP — Retract-O 
solves the problem of breaking off steps 
when a Jeep is driven over rough coun- 
try, the manufacturer claims. It automatic- 
ally retracts when it contacts rocks or 
other obstacles. Merrill Engineering Labo- 
ratories, 1230-40 Lincoln St., Denver 3, 
Colo. 


1800 | ¥ 





| turer. Equipment Mfg., Inc., 21550 Hoover | 


Improved Battery Type 


Offered by Bowers | 
Bowers Battery & 
Co., of Reading, Pa., 


|the Super Cadmidyne, which, ac- 


proved version of its earlier “Add- | 
Water-Only-Once-a-Year” battery. 

The new battery, the firm says, | 
includes corrosion-resistant grids; | 
a special material for starting at | 
minus 40 degree; 63 power-packed | 
plates in all but one group, and 
plastic separators. 


+ * * 


SPOKE-TYPE HUB CAP—An open-type 
cover resembling a spoke wheel. Center 
hub is five inches from the valley to outer| . 
edge. S-50 fits all 15-inch wheels, and 
$-60 fits all 16-inch wheels. Calnevar Co., 
1732-40 W. Washington Bivd., Los Angeles 
7, Calif. | 


* & + 


Airtex Offers Wall Chart 


On Suspension Parts 


A front-end suspension parts 
chart distributed by the Master 
Parts division of Airtex Products 
Inc., Fairfield, Ill., is designed to 
emphasize to motorists the import- 
ance of a perfectly functioning 
front-end wheel suspension assem- 
bly. 

The wall chart, is lithographed 
in three colors and is available to 
dealers and service outlets. 


INNER BEARING RETAINERS—Designed 
to replace original retainers which must be | 
removed when new rear axle bearings are) 
installed. Made for Ford, Mercury, Olds- 
mobile and Pontiac. Blaisdell Mfg. Co., 

1350 Coronado Ave., Long Beach 4, Calif. | 














SMOOTHER RIDE — Mercury-reactor at- 
tachment for car wheels is said to give 
smoother riding comfort. A set of four 
discs is attached to the wheels. Each disc 
has a number of cylinders containing 
mercury and is mounted inside the wheel 
rim around the axle. The discs eliminate 
|the need for balancing weights, it is 
claimed. Diagram at left shows wheel sta- 
REN bilizer with mercury-filled chambers and 

—— same holes which fit over lugs. At right, the 
mercury disc is shown mounted inside 
wheel rim. Oswego Products Corp., Os- 


‘ : 4 | wego, N. Y. 


{ en * * 
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TIRE RACK—A welded tubular steel 
rack, whose horizontal members can be 
raised or lowered to any desired height. 
Keeps stocks orderly in fleet garages, gas 
stations, etc., according to the manufac- 


Rd., Detroit 5, Mich. 








SIDE-VIEW MIRROR—A clamp-on version 
of Exclusive side-view mirror is equipped 
with a clamp at the base for quick instal- 
lation. Features built-in ‘‘focus-locking” 
unit. Heads can be easily replaced, says 
Roberk Co., 17 Butler St., Norwalk, Conn. 

* ¢ ®@ 








VS 
UNDER-CAR COVER — Fastened easily, . 
the maker says, by means of 10 springs. 
Protects showroom floor from oil or grease 
drip. Made from heavy canvas to resist 
gasoline and water. D & M Truck Top Co., 
12186 Petoskey Ave., Detroit 4, Mich. 





FRAME-BUMPER HITCH—An attachment 
for utility and boat trailers, with one 
model fitting most cars. Attaches to rear 
cross-member of car frame and to rear 
bumper. No drilling required, says Fulton 
Co., 1912 S. Eighty-second St., Milwaukee 
14, Wis. 


* * + 


Catalog of Hand Tools 


IGNITION ALARM—Start-O-Code sys-| The publication of a 48-page cata- 
tem consists of a sealed metal container| 10g has been announced by J. Earl 
with eight pushbuttons, all connected by|JOnes, president of P & C Hand 
circuit wires. The only way to start the| Forged Tool Co., Milwaukee. Over 
vehicle is by pushing the proper buttons| 300 photographs of more than 500 
of a four-digit code. Otherwise, an alarm} Mechanic’s hand tools make up the 
sounds, Eliminates the use of keys. Victor| catalog. The catalog may be ob- 
Devices, Inc., 840 Van Houten Ave., Clif-|tained by writing P & C Hand 
ton, N. J. Forged Tool Co., Portland 22, Ore. 





Spark Plug} | 
is offering | ! 


cording to the company, is an im-| ii 


SAFETY BELT — Karbelt is designed to 
hold passengers comfortably in their seats. 
Its method of anchoring holds doors closed, 
it is stated, retaining body strength and 
saving passengers from being thrown from 
the car. Fits any make. Karbelt Mfg. Co., 
Mason, Mich. 


eg 


* * + 





TOW BAR—Tri-King is a V-type, bump- 
er-to-bumper bar whose jaws are so de- 
signed that they can be attached to either 
the front or rear bumper without removing 
guards, the maker says. “Vehicles should 
not be towed at a speed in excess of 25 
miles per hour,"’ cautions Tow Bar Sales 
Co., 40 S. Clinton St., Chicago 6, Ill. 

* * * 





FUEL PUMP GASKET KIT—An assortment 
of 250 gaskets most needed by mechanics. 
Includes all mounting, cork bowl and cover 
gaskets to service pumps as well as fuel 
filters. Kem Mfg. Co., 20-21 Wagaraw Rd., 
Fair Lawn, N. J. 






SD 
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AUTOMATIC SHIFTING—Shiftomatic, it 

is claimed, enables Ford owners to drive 

without hand-shifting at one-third the cost 
of automatic transmissions. The device 
changes from low to high in eight seconds 
and is said to reduce clutch wear con- 
siderably. Synchronizes clutch and trans- 
mission, thus eliminating clashing of 
gears. Benmatt Organization, 3447 €E. 


/ 
| 


Fifteenth St., Los Angeles 23, Calif. 
* ¢* 6 





AUTO SCREENS —Gary Insect Guard 
(Gig) affords insect-free car ventilation. 
Made of screen fabric, Gig comes with 
adhesive borders for applying the screen 
within seconds, the maker says. Can be 
stored in glove compartment. Gig Mfg. 
Co., 3526 S. Halsted St., Chicago 9, Ill. 
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Photo by Charles Mayer Studios, Akron, Ohio 


AUTOMOBILE DEALERS IN THE AKRON AREA JOIN THE SWING 
TO UNDERWOOD SUNDSTRAND ACCOUNTING MACHINES! 


Another part of the country | > Beene reine at of the | Underwood Corporation ved 





is heard from: month ...in Hours... not days. Accounting Machines... Adding Machines... [GREE 
“The Underwood Sundstrand Accounting 4, BECAUSE ... you receive lowest oper- Typewriters ... Carbon Paper... Ribbons . ° : 
Machine and System is a ‘good deal’ in every ating costs to better your competi- One Park Avenue, New York 16, N. Y. a 
way!’’ say the auto dealers of the Akron area. tive position. Underwood Limited, Toronto 1, Canada The Original 
Thus they echo the sentiments of auto 5. BECAUSE . . . your work duplication | 79 Sales and Service Everywhere “evbeer# 
dealers all over the country who have is eliminated. Copyright—Underwood Corporation . AN-4-13-53 
adopted Underwood Sundstrand. 6. BECAUSE . . . you need no specially ln eee fe SO teen ee ten gen 
Here are seven of the big reasons why trained personnel for these machines. & " 
ee te = ee 7. BECAUSE... you can have ‘DAY by __ Underwood Corporation, One Park Avenue, New York 16, N. Y. 
about the Underwood Sundstrand Account- Day’ Accounting Control. Send meyour illustrated folder, FormS- 
; ; 1328, 
ing Machine and System. ; 8 ‘ Sundstrand Automobile Dealers Acchbilihg Staal aver 
1. BECAUSE . . . your daily control of You owe it to yourself -. . to your busi- d Name and 1 
every accounting operation is really ness . . . to investigate the Underwood | 0 TO igen se ig ee ee a 
simplified Sundstrand Accounting MachineandSystem. | q ON OF Cem i cnet pioneer cnics aed eo aaa iE 
2. BECAUSE... your savings will pay for Send the coupon for the new illustrated 
the machine itself. folder... today. 
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— | from ran _ time with your 
- resent sales force. | 

Dealer Business Counsel |’ ese 







(0 Plus 0 Equals 0 | 
| q 


| "(YHEREFORE, the question at 
- this point is: Would you rather 
pay 5 percent of something in order 
| sales or gross profits to pay aS YOU|/to make a profit or no percent 
do when you have a large number] of nothing and not make any ad- 
of salesmen and a large volume} ditional profit? 


{of Business. In the case of merchandising 


However, the more salesmen, the parts, which are usually sold on a 
|greater the sales volume and the highly competi- 


|greater will be your net profit. tive discount | 


Increased Sales Force Held Important Aspect 
In Obtaining Greater Net Profits 


By J. B. Van Tassel 
Dealer Business Counsel 
Epitor’s Note: This is the first 
of a two-part series discussing 
the need for an increased sales 
force. 






“ AUTO merchandising, oe | When you increase your sales or percentage | 
— eR “at * manpower in numbers, you are basis, isn’t it | 
centage to e doller is a ery | likely to pay more commissions, more profitable 


i ex- 
important factor. Take, fore |Gepending on how much this addi 
sion to sales or gross profit as|tional manpower will produce for 
paid on the sale of a new car or | you. When you-.do not add sales 
truck. | manpower, you have no additional 

When you have only one or two! percentage payments for commis- 
salesmen selling a few cars, you! sion to pay except for the relative- 
do not have as many percentages to'ly small increase you might get 


to give a 10 
percent dis- 
count on some- 
thing and make 
a profit than it 
is to give no 
discount on 
nothing and not 





J. B. Van Tassel 





croc mano |AWK-7 | 


For 1950-1958 


Kaiser 
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> WINDSHIELD WASHER | 
WSTALLATION : 


3 WILLYS | 


emma” |AWK- 


With Trico’s new Windshield Washer Installation Kits, you can 


fic any one of 48 different car models from a small assortment of kits. 


17 million television screens advertise the ‘““Two Little Squirts”; 


on-the-car” kits, you can cash in on this demand. Your jobber will 


millions of users tell friends about them. Now with these new ‘quick | 
tailor-make a stock to fit your requirements. | 


| profitable basis, 
| you are going to make. 





1953 


FORD 
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Mexican Deal in Strategic Point— 


Automotriz Victoria in Ciudad Victoria, Mexico, has completed a new building. The 
firm is a Lincoln-Mercury-Ford distributor. It is located at the juncture of the highways 


from Brownsville, Tex., to Ciudad Victoria, 





make any money? 
You cannot make money on idle 


|dollars. They must be constantly 
|turning over on a profitable basis, | 


and the more they turn over on a 
the more money 


For example, when you have a 
certain part in stock that cost you 


| $10 and you sell one a year for $12, | 
you make a 20 percent gross profit | 


As Aovertised 
Coast to Cagst 
ort Tele ViS/00 , 


— 







and from Laredo, Tex., to Mexico City. 


return on your investment. How- 
ever, when you sell five of these 
same parts for $12 each, you make 
a gross profit return of 100 percent 


on your investment. 
* * * 


Keeps Output Rolling 


‘THs is what makes volume pro- 
duction, and volume production 
is what makes our America great. 

The wealth and property of this 
great country of ours today is not 
only based on how much money 
and property we own, but more 
important is the fact that we are 
able to use this money and prop- 
erty to turn out the greatest 
continual production of goods of 
any country in the world. 

It is this great production of ours 
today that keeps our payrolls up 
to an alltime high, and as long as 
we can do this we will keep the 
average American family spending 
and buying the very things that it 
takes to continue to keep our 
wheels of production rolling at this 
alltime high. 

(Any questions you may have 
concerning dealer business 
management will be gladly 
answered by J. B. Van Tassel, 
care of Automotive News./ 


Timken Announces 
Expansion Plans 


For Bucyrus Plant 


| CANTON, O.—A. L. Bergstrom, 
engineering vice-president of Tim- 
| ken Roller Bearing Co., has an- 
|nounced a multimillion-dollar ex- 
pansion program for that com- 
pany’s Bucyrus (O.) plant. 

A new toolroom will be built to 
house the maintenence, repair, 
|electrical and sheet metal de- 
partments, ard all stores, and at- 
tached to the toolroom will be an 
office building for the plant 
management, accounting, personnel 
|and medical departments. 

A locker room with facilities for 
850 employes and a cafeteria with 
a seating capacity of 150 will be 
a part of the project, and a new 
boiler plant also will be built. 

Wigton-Abbot Corp., Plainfield, 
N. J., will be responsible for con- 
struction of the $1,250,000 project, 
Bergstrom said. 

New machinery and production 
equipment for the manufacture of 
bearing parts will be installed in 
the Bucyrus plant and should be 
in full production by the end of 
1954, he stated. 


The cost of the new manufactur- 
ing equipment for this project will 
be approximately $2 million, ac- 
cording to Bergstrom, and con- 
struction can be completed by the 
end of this year. 


Anti-Diversion Bill 


Studied in Ohio 


COLUMBUS, O.—A bill has been 
introduced in the Ohio House to 
| earmark all State taxes on new and 
|'used motor vehicles for highway 
purposes. 

Among other legislation, a bill 
offered in the Senate requires com- 
pulsory inspection of automobiles 
at least once, but no more than 
twice, a year. 

Another bill would set up a 
seven-member State highway com- 
mission with power to appoint a 
director with a salary of $18,000 a 
year. The chairman of the com- 
mission would receive $7,000 a year 
and members $6,500. The governor 
now appoints the highway director 
ADVERTISEMENT 
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Increase Service Capacity | 


With DO-B SELF-SERVE | 


See Page 39 








ARE YOU IN STEP WITH NEW YORK’S 


NATIONALLY REPRESENTED BY 
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N ext time you visit a New 
York dealer showroom, especially on Saturday 
or during one of its evening openings, take a 
good long look at the prospective customers. See 
how many “couples” come through those doors. 

This increasingly familiar husband and 
wife buying team is a significant part of New 
York’s changing retail scene, a trend that you 
can turn into added profits if you sell them as 
they buy. ... when they’re together. 

And they’re together when they read the 


Journal-American! Every evening the Journal- 


HEARST ADVERTISING SERVICE 


American is carried home to every member of 
the family in New York's largest evening audi- 
ence ... 112,000 families more than the second 
evening paper; 264,000 more than the third. 
Get in step with New York’s new buying 
team! To pre-sell your name more effectively 
in America’s most sales-rewarding market, send 


it home with the home-going Journal-American. 


NEW YORK 
Pees WENA ar 


A 
\ ter | 


4 HEARST NEWSPAPER 
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Nash Dealer’s Campaign Pulls In Prospects .. . 





Lag in Floor Play No Handicap 


By Leon M. Leffingwell 
Staff Correspondent 

PITTSBURGH. — Becoming “200 
percent more active” and contact- 
ing people daily has “helped us 
considerably” in boosting new-car 
sales, reports R. R. Moore, sales 
manager of Forbes-Murray Nash 
Co. 


The problem of lagging floor play 
has been overcome, says Moore, 
and the firm has even taken on 
additional salesmen. 

Moore worked out a sales pro- 
gram based on the belief that the 

present slow market will not last 
forever, and that something had 
to be done about selling under 
present conditions. 


In the absence of foot traffic, 
says Moore, “we decided to accli- 
mate ourselves to the circum- 
stances. So we formulated a plan 
whereby everyone in our organiza- 
tion would telephone 10 people a 
day, send out 10 to 15 pieces of 
direct mail daily, and make no 


ih 








| 
| 








fewer than five personal contacts. 


The plan was accepted by the 
sales force, Moore told, in the 
spirit that one shouldn’t be dis- 
couraged because one can’t sell a 
high percentage of persons con- 
tacted, and that a consistent effort 
will, in the long run, produce some 
sales. 


“We make our direct mail per- 





Antique Car Club Formed 


SOUTH BEND.—An antique car 
club has been organized here, with 
Walter G. Chandler as president; 
Stanley M. Johnson, South Bend, 
vice-president; Philip W. Johnson, 
Mishawaka, secretary, and Paul G. 
Kohler, treasurer. Membership is 
open to old-car enthusiasts in 
Northern Indiana and Southern 
Michigan. It will assist its mem- 
bers in acquiring, preserving, re- 
storing, exhibiting and tracing old 
automobiles. Next meeting, will be 


| sonal,” Moore explains. “When a 
|letter looks personal, you open it 
|}and read it with interest. 

“Then we follow up our liter- 
ature with a personal call. Why 
mail a piece of literature today 
if you aren’t going to follow it 
up? You only waste postage. 
“That’s why we call up the pros- 
pect a day or two after the mail- 
ing. Inspire him so he will want 
to come in. Pre-arrange a show- 
room interview. Then make your 
demonstration decisive.” 

Moore’s philosophy is that “when 
you work hard at sales, they come 
easy.” 

“You can’t just sit around, leaf 
through a magazine while you wait 
for customers, and expect to sell,” 
he says. “You won’t find prospects’ 
names in those magazine pages. 

“You'll find prospects by start- 
ing at 9 in the morning and 
working, if necessary, until 9 at 
night every night in the week. 


held April 19, Chandler home, 1915| If you like to read, subscribe to 


Riverside Dr., South Bend. 


AY 


| a service giving the names of 








U. C. Lot Placed Near Body Shop— 


The owner of Frank N. Pearl Co. (Nash), Mexico, Mo., put his new used-car lot in 
front of his body shop and used the quonset roof as the background for a large 


sign. The main office of the company is located a block away. 





prospects in your area, get three- 
by-five cards, and go to work 
with that. 

“Perhaps nine out of 10 persons 
contacted aren’t interested, but for 
us that small percentage netted 
three extra sales in two weeks.” 

A 12-hour day, Moore admits, is 
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PISTON RINGS 





Manufacturers have recognized the 


engineering and production skills 


of McQuay-Norris in the piston ring 


field for more than 42 years. 


For Piston rings to meet every requirement 


—no matter how exacting — 


our engineering know-how is at your disposal. 


MCQUAY-NORRIS MFG. CO. e 





ST. LOUIS 10, MO. 





no fun. “If the phone starts ring- 
ing at 9 some night,” he says, “un- 
derstand that people make money 
because they know how to move 
cars. If you’re really interested, 
keep in action.” 


Truckstell Begins 
Sales Campaign 


On Six-Wheelers 


CLEVELAND.—A stepped-up 
sales campaign, combined with re- 
duced prices, has been announced 
for Truckstell-Baumis dual - axle 
drives by Truckstell Mfg. Co. here. 

This new program, according to 
Donald W. Meyer, Truckstell’s 
president, was developed to serve 
truck manufacturers who are not 
now supplying their dealers with 
a line of six-wheelers, 26,000 to 
40,000 pounds gross vehicle weight. 

Four innovations are included in 
the program. According to Meyer, 
they are: Installation of the dual- 
drive onto the truck chassis in 
Truckstell assembly plants in De- 
troit, and Townsend, Mass.; quick 
delivery by factory driveaway; in- 
creased dealer profits on the com- 
plete six-wheeler unit, and lower 


prices for Truckstell dual-axle 
drives. 
The new installation plant in 


Detroit will serve the majority of 
dealers across the country, Meyer 
said, with the Townsend plant 
scheduled to make installations for 
driveaway to New England states 
and the eastern seaboard. 

A packaged dealer program, ex- 
plaining the details of the new 
Truckstell plan, may be obtained by 
writing Truckstell Mfg. Co., Union 
Commerce Building, Cleveland 14, 
O., or by contacting a Truckstell 
distributor, Meyer said. 


ACF-Brill to Offer 


New Engine 


PHILADELPHIA. — The Hall- 
Scott Motor Division of ACF-Brill 
Motors Co. has put into production 
a new high-powered engine for 
truck and industrial uses. As an- 
nounced by C. W. Perelle, president 
of ACF-Brill Motors Co., this new 
Model 935 is a six-cylinder engine, 
in which are incorporated engi- 
neering advances over earlier 
models. 

It can be built to operate effici- 
ently on gasoline fuel of available 
octane rating or on LPG fuels; 
such as butane or propane, he said. 


Barmatic Acquires Rights 


To Nelson Products 

SAN LEANDRO, Calif. — Bar- 
matic Products, Inc., has acquired 
rights to the manufacturing and 
distribution of the Nelson auto- 
matic tire inflator and related ac- 
cessories, according to a joint an- 
nouncement by Barmatic and Nel- 
son Specialty Corp. 

Barmatic will make its head- 
quarters at 440 Peralta Ave. where 
it will also continue the general 
manufacturing and machine shop 
activities previously conducted by 
the Nelson firm. Nelson will con- 
tinue the research development of 
powered sailplanes at the same 
address. 


Boling in New Home 
Boling Motors (DeSoto - Plym- 
outh), of Brookhaven, Miss., has 
opened a new building at the 
corner of W. Monticello and Church 
Sts. 
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When the world was clamoring for Lindy’s story 
in 1927, only fragments of it came out. The 25-year- 
old hero lacked the time and perspective to tell it. 
Fourteen years ago he started writing it. This year 
he finished it. It is the full story of his exploit, and 
it starts in this week’s Saturday Evening Post. 


Buying a car is usually a family affair. So it’s a 
great advantage to have your factory’s advertising 
appear in America’s greatest family magazine— 
The Saturday Evening Post. More than 4,000,000 
families read the Post every week. They represent 
the world’s richest market for new-car sales. 
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**33 Hours to Paris” is, first of all, an adventure 
story. It is also eloquent, moving writing. Ben 
Hibbs, Editor of the Post, hails it as ‘“The literary 
event of 1953.”” The Book-of-the-Month Club has 
already selected it. America’s most-sought-after 
writing appears in the Post, year after year. 


Selling your parts and service 

facilities is a lot easier when cus- 

tomers know you stock and rec- 
ommend the brands they see in the Post. They 
have more confidence in Post-advertised products. 
This seal helps you profit from that confidence. 


When an important person has an important story 
to tell, he almost invariably picks the Post. And 
that’s the place America would expect to find it. 
Eight United States Presidents are among the 
hundreds and hundreds of world-famous figures 
who have chosen to speak from its pages. 


The Saturday Evening 


post 


CM meat 


Surveys among readers of leading weekly maga- 
zines show that: » Readers spend more time with 
the Post — and return to it more often. » Readers 
believe that the Post is more reliable. » Readers 
pay more attention to advertising in the Post and 
have more confidence in Post-advertised products. 
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Hudson Seeks Jet-Propelled Sales— 


In preparation for public announcement of the Jet, Hudson retail sales personnel 
from coast to coast have been participating in more than 100 Jet sales-training meet- 


ings. This group in Spokane hears the 
platform), Portland zone manager. 


General Tire Producing 
New-Type Vinyl Film 

AKRON.—General Tire & Rubber 
Co.’s plastics division has started 
production of a new type of trans- 
parent vinyl film which it calls 
“X-V.” 

The extruded polyvinyl chloride 
film, now being manufactured at 


story from S. D. Williams (at speaker's 


the company’s Jeannette plant, has 
potential for a variety of com- 
mercial and industrial applications, 
company officials said. 

Blown in continuous sheets, the 
“X-V” development is processed in 
both 36-inch and 72-inch sheets. It 
is available in seamless tube form 
or in folded single sheets, the com- 
pany announced. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

I URING the first few months of 
this year, higher courts in dif- 
ferent localities rendered several 
interesting and informative de- 
cisions, knowledge of which will 
enable automobile dealers to avoid 

similar legal controversies. 

Also, these new higher court 
decisions may be advantageously 
used by readers and their lawyers 
to win unavoidable law suits. The 
fact that many of these new cita- 
tions established new law by re- 
versing older decisions is very 
important, 

The new rulings will be discussed 
in this and subsequent articles. 

A great deal of argument has 
arisen in the past whether an auto 
dealer is responsible if the buyer 
of a car pays money to a salesman 
who absconds with the money. 

* * 


Dealer Held Responsible 


— a higher court de- 
cided this question against the 


| 


| 


dealer, holding him fully responsi- 
ble. 

This court held that whenever a 
dealer places an employe in such a 
situation, a person of ordinary 
prudence, conversant with business 
usages and the nature of the parti- 
cular business is justified in assum- 
ing that such employe is authorized 
to make contracts in behalf of the 
dealer and accept downpayments. 


For example, in Sophiea v. 
Howdy Motor Sales Co., 56 N. W. 
(2d) 269, testimony showed facts 
as follows: 


For several months, one Sadow 
had been employed as salesman for 
Howdy, a dealership in new and 
used cars. One day Sadow accepted 
an order from one Sophiea for a 
1948 Plymouth automobile and gave 
him a receipt for $1,000 cash as a 
deposit for a downpayment, the bal- 
ance to be paid on delivery. Two 
days later Sadow likewise accepted 
a deposit of $500 from one Michael 
as a downpayment on a Plymouth 





Deleos Lintational new 


“Favorite Station 


Tuning Instantly Readjusted! 
To readjust push-button tuning to 


any new combination of five stations, 


five small sliding red tabs are moved 
until each is opposite a desired station. 
As car enters new area, a new group 


of five local stations can be selected. 


Signal-Seeking Car Radio 


Here is an entirely new idea—the nearest thing toa 
completely satisfying automobile radio ever developed! 
It’s the new Delco “Favorite Station” SignalSeeking Radio, 
a sensational new model that combines push-button tuning 
of any five pre-selected stations with Delco Radio's 
now-famous signal-seeking mechanism. With this 


advance-type radio any five favorite local 


stations can be selected by push-button, or, by using 
the signal-seeking device, any station within range can be 





Signal-Seeking Tuner Works Automatically! 


When station selector bar is depressed, 
Signal-Seeking Tuner travels across the 


dial until it encounters a station signal. 


brought in. What's more, the push-button mechanism can 


be readjusted to get any combination of five stations 
in a matter of seconds! Dealers will appreciate 

how this amazing, all-new automobile radio will add to 
the driving and listening pleasure of their customers. 


DIVISION OF GENERAL MOTORS CORPORATION 
KOKOMO, INDIANA 


Another touch of the finger and the 
next station comes in . . . up to 50 sta- 
tions can be received in many localities! 





Safety with Listening Pleasure! 


Owners of this new Delco Radio 
can operate its Signal-Seeking Tuner 
without taking their eyes from the 

road or their hands from the wheel . .. 
by depressing a foot control switch on 
the floor board! This feature is optional. 


which Sadow said would be ready 
for delivery in a few days. 
* + 


Money Embezzled 


ADOW embezzled the money 
from both deposits, and the 
cars were never received by the 
buyers. Sadow was later convicted 
of embezzlement, and the buyers 


brought suit against Howdy to 
recover the money received by 
Sadow. 


The counsel argued that the 
Howdy company could not be 
held liable to these buyers for 
the money Sadow had embezzled 
because Sadow, as a salesman, 
had exceeded his authority in 
not having the buyers pay the 
money to his employer. 

During the trial, testimony was 
given that Sadow was licensed as 
a salesman for Howdy, and had 
keys to the cars and access to the 
titles and records. Howdy had sup- 
plied Sadow with business cards 
showing him as its representative. 

> * * 


Court’s Reasoning 


i VIEW of this testimony, the 
higher court held the Howdy 
company liable to the buyers for 
the amount of the deposits collected 
by Sadow. This court said: 

“Admittedly he (Sadow) was 
working for said defendants 
(Howdy Motor Sales Co.) until he 

left their employment and did not 
return. His authority as their sales- 
man was to sell automobiles. It was 
customary for their salesman to 
accept downpayments. 

“A principal who has placed 
his agent in such a situation that 
a third person of ordinary pru- 
dence, conversant with business 
usages and the nature of the 
particular business, is justified in 
assuming the agent is authorized 
to perform a particular act in 
behalf of the principal, is es- 
topped to deny agent’s authority 
to perform it.” 

For comparison, see Maryland 
Casualty Co. v. Moon, 231 Mich. 56. 

This court said: 

“In all such cases, where one of 
two innocent persons is to suffer, 
he ought to suffer who misled the 
| other into the contract, by holding 
out the agent as competent to act, 


and as enjoying his confidence.” 
> Of * 


Ark. Asks Necessity Proof 


In Recovery from Minors 

The Arkansas Supreme Court 
has ruled that a person who seeks 
to recover under a sales contract 
with a minor “has the burden of 
proving that the article sold was 
necessary.” 

The decision reversed a ruling of 
Pulaski Chancery Court in a suit 
brought by Preston Barnes, as next 
friend of Jerrell Barnes, a minor, 
against Rebsamen Motors, Inc., 
Little Rock Ford dealer. The suit 
sought to recover the total amount 
of payments made by young Barnes 
on a car purchased on an install- 
ment basis during his minority. He 
had become delinquent in his pay- 
ments, and the motor firm and 
finance company had repossessed 
the vehicle. 

The lower court dismissed the 
suit for want of equity, giving no 
reason for its judgment. 

. © & 


Sale of Registration Lists 


Held Illegal in Missouri 

JEFFERSON CITY, Mo.—An at- 
torney general’s ruling handed 
down in Missouri held that the 
State Department of Revenue does 
not have authority to sell the privi- 
lege of copying lists of motor 
vehicle registrants. 

The opinion held that the records 
are public and that no fees can be 
charged to inspect them. 

Employes of the State motor ve- 
hicle registration office heretofore 
had made a private profit from 
selling lists to firms. State Pur- 
chasing Agent Edgar C. Nelson 
asked for an opinion on a contract 
which would have permitted the 
revenue department to sell the lists. 





Battery Research Data 


WASHINGTON.—A study on how 
to achieve improved electrical 
storage batteries and a_ labor- 
saving method of storing lead-acid 
batteries are among research re- 
ports listed in the January issue of 
Technical Reports Newsletter, re- 
leased by the Office of Technical 
Services, U. S. Department of Com- 
merce, Washington 25, D. C. Single 
copies are furnished free. 
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With more than $10 million al- 
r ady scheduled for Nash ads and 
siles promotion this year, the firm 
now has under way its “biggest 
and most powerful” ad program, 
according to J. B. Huntress, ad/)} 
manager. 

Dealers’ requests for more Nash 
ads in newspapers will be re- | 
flected in a 50 percent boost in | 
that media to reach more than | 
50 million readers with each in- 
sertion, he said. 

“Nash will also back up _ its 

dealers with a schedule in the Sun- 
day magazine supplements includ- 
ing This Week, Parade and Ameri- 
can Weekly,” Huntress said. “This 
is another Nash addition for 1953, 
hitting 31 million readers in their 
favorite home-town Sunday news- 
papers.” 

In magazines, Nash has increased 
its schedule to 23 publications with 
over 15 million circulation each 
month in 1953, he said. The new 
publications added this year include 
National Geographic, Town € 
Country, Vogue, Harper’s Bazaar, 
Look, Better Homes and Gardens, 
Popular Science, Popular Mechan- 
ics, Mechanix Illustrated and U. 8. 
News. 

Nash will continue 6,000 outdoor 
posters at every dealer point 
throughout the country, according 
to Huntress. This is the company’s 
eighth consecutive year utilizing 
billboards on a 12-month a year 
basis. Prize-winning human interest 
themes illustrated by Howard Scott, 
are featured. 

A complete newspaper ad mat 
service is being released to | 
dealers every three months, giv- 
ing them an opportunity to use 
agency-prepared art and copy in 
their own local co-operative cam- 
paigns, Huntress said. 

Other local dealer ad helps in- 
clude radio spots, records of live 
commercials and a complete tele- 
vision kit. 

Huntress added that Nash recog- 
nizes television as an especially ef- 
fective sales tool when used at the 
local dealer level. For that reason, | 
a special dealer TV kit has been | 
prepared, including slides, scripts | 
and a wide assortment of film spot | 


commercials. 
7 + . 


Polonus Joins Seiberling 
Harold A. Polonus has been 
named publicity manager of | 
Seiberling Rubber, Douglas Muel- | 
ler, director of public relations | 
and assistant to the president, 

has announced. 

Polonus had been a member of 
the public relations staff of Good- 
year Tire & Rubber for 10 years 
and previously was with the 
Sharon (Pa.) Herald for nine 
years. 

In 1943 he was publicity man- 
ager for F. Clair Ross during the 
latter’s campaign for governor of 
Pennsylvania, and in 1946 he 
helped publicize the automotive 
industry’s 50th anniversary cele- 
bration. 

* - * 


K-F Uses French in Ad 

The first nationally released ad on 
Kaiser - Frazer’s fiberglass Kaiser - 
Darrin sports car appeared in the 
New Yorker last week. 

While the body copy of the ad 
was printed in French, directions 
for seeing the car on display at the 
Auto-Lite Easter Parade of Stars 
and the International Motor Sports 
Show in New York, were in English. 


“It is felt that the advertisement 
in French not only will attract un- 
usual attention, but also will recall 
the European ancestry of this spe- 
cial Kaiser-Frazer model,” accord- 
ing to William H. Weintraub & Co., 
the K-F ad agency. 

- *~ 


. 


New Aide for Bates 


Harry T. Harlow, assistant to 
Wallace E. Bates, manager of the 
Chicago Tribune’s Detroit office 
Since 1948, has been transferred to 
the New York office, where he will 
represent western accounts. 

He will be replaced in Detroit by 
Robert E. Agnes, who is being 
transferred from the Chicago office | 
to the general ad staff. 

Harlow was graduated from the| 


Affecting Factories and Dealers . . . 
Auto Advertising 






University of Illinois in 1934 and 
has been with the Tribune adver- 
tising department since that tmie, 
except for a 63-month period of 
Army service. 

Agnes attended the University of 
Iowa and has been a member of the 
ad staff since 1942, with the ex- 


| ception of three years’ Army service. 
* 


ok * 


AFA Speakers Listed 


James J. Nance, president of 
Packard, and Arthur Motley, 
publisher of Parade Magazine, 


will be the featured speakers at | 


the 49th annual convention of the 
Advertising Federation of Amer- 
ica in Cleveland June 14-17. 
Louis B. Seltzer, editor of the 
Cleveland Press, will be general 
chairman of the affair. 
* * * 


Manuel Promoted 
Kenneth G. Manuel has been 
named a vice-president of D. P. 


Brother & Co., ad agency, accord- 
ing to D. P. Brother, president. In 


To see photos of equipment and samples of a CALL y 
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Everywhere you go — Retailers 
of all kinds are making it 
easier for customers to buy 


CUSTOMERS BUY MORE SERVICE with the DO-B Customer Self-Serve System 








NEEDED EVERY {000 MILES 
Chassis Lubrication 54.25 
[Motor Oil Change, Squarts___—_*.00) 
"Safety Check. Complcte 0 Min 4.80 
[| _NEEDED EVERY ed 
[Oil Filter Cartridge. cham S235) 
[Carburetor Air Filter, <i 1.50 
[Spark Plugs. clean ag ‘URE 
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SE” me 
ORDER 


This Complete Selling Package ‘ready to go” $448 ' 


The New 


PACKARD 





See Your 


vice-president. campaign will 


ONLY THE SERVICE YOU NEED-WHEN YOU NEED 


ALL PARTS EXTRA 


NEEDED EVERY 10000 MILES 
| Steering Adjustment 075 


Headlights Focus and test all Lights 


Differential Gear Oi 
Transmission Gear Oi! Change 


America’s new choice 


im fine cars 


Nearest Packard Dealer 
Packard Plans Outdoor Advertising— 


More than 3,000 posters, like the one above, will go up this spring in Packard's | 
first outdoor advertising campaign since 1949, according to Fred J. Walters, marketing 
plug Packard cars, while a second drive for 
Clippers will start in April. Dealers’ names will be imprinted. The new advertising 
policy is in line with Packard's expansion program under its new president, James 
| J. Nance, who has authorized an $8 million advertising budget for 1953, nearly 
double the amount spent last year. 


it in collaboration with the Uni- 


| activities, Manuel will serve on the| versity of Michigan, Wayne Uni- 
| Brother executive creative staff. 

Manuel joined D. P. Brother in| 
1949. Earlier, as a television pro-| 
ducer, he inaugurated over WWJ-| 
TV, Detroit, what is described as 
the first major educational telecast, 
“Television University,” and staged 


| versity and the Cranbrook Institute 
of Science. Before entering this 
field, he was on the editorial staff 
of the Detroit News. 

* + * 


Dodge Ad Man Retires 


Charles Kuehn, ad supervisor in 
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charge of production for Dodge, will 
retire Apr. 15. 

Kuehn, a native Detroiter, is 
| widely known in automotive adver- 
| tising and graphic arts circles. He 
has held ad posts with Dodge and 
Chrysler Corp. for 23 years. 

Before joining the corporation in 
1930, he was associated with ad 

agencies and printing companies in 
| New York and Cleveland. 


* * * 


Names 
Appointment of Thorn Kuhl, to 
the public relations staff of Young 
& Rubicam, ad agency, has been 
announced by James W. Johnson, 
manager of the Detroit office. Kuhl 
will work under the supervision of 
Thoburn Wiant, Detroit public re- 
lations director, Johnson said. 

In 1946, Kuhl joined United Press 
as a reporter and rewrite man. In 
1948, he became a member of the 
public relations staff at Packard 
and rose to public relations coordi- 
nator in 1951. The following year, 
he joined the public relations de- 
partment of Chrysler Corp., 
handling special assignments and 
serving in the press information 
section. 


our nearest office of:— 


TRy/ (The Dobie Co. 


CLEVELAND“ © MA 1-0754 
DETROIT * © TE 1-5364 
MONROE, MICH.* © 3780 
TOLEDO * © GA 9632 
PITTSBURGH © GR 1-5758 





FOR SERVICE HERE 


| Customer 5af- Save System 


BUY ONLY THE SERVICE YOU NEED 
SEE_WHEN YOU NEED /7— 


s 





INTER-CHANGEABLE PRICE BOARD with insert slides for 28 different Service 


lems, strong wood frame, steel channels, plastic numbers, easy to clean. 


35” x 45”. 


' 
! 
{ 
O vino WAITING" POSTERS (2) attract customers to use Check List while l 
waiting inside or outside before Service Dept. opens. 
‘*SELF-SERVE’’ CHECK LISTS (2000 in pads) to help customer sell himself i 
on items he needs according to your Mileage Maintenance Table. ! 
‘‘WORK DONE" MILEAGE RECORD CARDS 9” x 12” (1000), a simplified record 
so that customers and your men can quickly see WHEN services are needed. é 
TWO FILE CABINETS with hinged tops for extra writing surface, durable ; 
V2" wood construction with strong brass hardware. 
PORTABLE FILE CART to bring system out where it is convenient for regular t 
use. Heavy gauge steel double-deck cart, large casters. I 
MAIL FOLLOW-UP REMINDERS (1000) Check Lists in Colored Envelopes, to 
notify customers of service they need, when they need it. 
(Additional forms available anytime. Mileage Record cards @ $10. per 100, 
Check Lists @ $18.75 per 1000, Mail Follow-up Sets with Envelopes @ $35. 


per 1000.) 


with all units set 


We are attaching 
these conditions. 


™ THE DOBIE CO. 1312 Ontario St. * Cleveland, O. 
Specialists in Dealer Service Promotion since 1936 


BUILDS 
CONFIDENCE 
IN YOUR 
RECOMMEND- 
ATIONS 
AND 
PRICES 





() Ship express all 7 parts of your 


BTS Beco NCU 





up to follow Our Make 


Factory Recommendations on Mileage- 
Maintenance. Bill us $448. FOB Cleveland 
with the understanding that we can return 
in 10 days if materials are not satisfactory. 


our signed order with 


DISTRIBUTORS WANTED. Franchises available to men 


$2016 working capital 


with Zone and Dealer 


contacts — no fee -— only 
for inventory. Wire for date 


of distributor show in Detroit. 
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In the Hopper 


Gov. Cross has signed into Maine 
law a bill creating a new State 
board to consider applications for 
motor vehicle dealer registration 
plates and make recommendations 
to the secretary of state. 


The measure is intended to give 
the State a tighter check on is- 
suance of such plates and prevent 
unauthorized persons from obtain- 
ing them. 

Under the new law, the board 
will recommend granting or re- 
fusing the applications, and will 
have the power to recommend sus- 
pension or revocation of such 
registrations, after public hearing. 

2 * * 


Idaho Governor Turns Down 


2 Price Maintenance Bills 


Gov. Jordan has vetoed two 
Idaho bills designed to strengthen 
the state unfair sales practices act 
and the State fair trade act. 

The governor said the bill to 
strengthen the unfair sales act 
“purports to fix minimum prices 
even though such price fixing may 
be contrary to the public interest. 


The basic philosophy of the unfair | 
sales act is questionable.” 


The unfair sales act, designed to| 
outlaw below-cost or “loss leader” | 
sales, remains on the Idaho statute 
books, but during debate in the 
Legislature it was termed unen- 


forceable in its present form. 


Jordan criticized the bill to 
amend the fair trade act because 
it failed to remove from the Idaho 
code a section that had been ruled 
unconstitutional by the U. S. Su- 
preme Court. Congress, however, 
last year, enacted new legislation 
designed to eircumvent the Su- 
preme Court decision and validate 
the so-called “non-signer” clauses 
of state fair trade laws. 

* * * | 


Ohio Bill Asks Road Ban 


On Spike-Wheel Vehicles 


A bill has been introduced in 
the Ohio House to ban spike- 
wheel vehicles from the high- 
ways. 

Another bill would require 
motor vehicles to display flares 
when disabled outside municipali- | 





ties. A bill also has been offered 
banning television in automobiles. 

Another bill would reduce from 
90 days to 45 days the time to 
elapse before an abandoned or 
impounded auto that is un- 
claimed can be sold by a com- 
munity. 





Another bill would relieve the | 


owner or operator of an airplane | 


from liability to a guest pas- 
senger except when the injury is 
caused by misconduct. 

* * * 


Ohio House Okays Creation 
Of Highway Safety Dept. 

The Ohio House has passed a 
bill to create a State Department 
of Highway Safety, which would 
take over three agencies now under 
the State Highway Department. 
These are the Bureau of Motor 
Vehicles, the State Highway Patrol 
and the Highway Safety Division. 

Such a change has been favored 
by the Ohio Program Commission. 
The governor is opposed to the bill 
but it is said he will not veto it. 

a 


* * 


Certificate of Title Act 


Becomes Law in Iowa 


Gov. Beardsley has signed into 
Iowa law a motor vehicle certifi- 





Dealership Under the Palms— 


Gregg Motors, Inc. (Studebaker), Miami, is housed in what is considered one of the 
most modern plants in Florida. Surrounded by palms, the building includes 3,500 
square feet of display space. The service department has 18 stalls. Robert M. Gregg 


is president. 





time in 1958, unless they sell their 
cars, borrow on them or move out 
of the state. All liens will be 
recorded on the certificate of title 
only by the treasurer of the 
county issuing the original cer- 
tificate. The lien recording fee 
also is fixed at 75 cents. 
* = 


* 


cate of title act. It becomes effec- 
tive Oct. 1. 

Under the new law, owners of 
motor vehicles licensed for the 
first time will get certificates of 
title issued by their county 
treasurers for a fee of 75 cents. 

Present motor vehicle owners 
won’t need a certificate of title, 
under the act, until registration 


Bills Requiring Defroster, 
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TOTAL CAR 
AND TRUCK 
REGISTRATIONS 






Know where your sales are going . . . where 


they have been . . . in direct comparison with 


official car and truck registrations. Detailed regis- 


tration counts for every state, county and urban 


city, as of July 1, 


1952 are now available on 


forms that permit writing in your own sales in- 


formation to compare with actual performance in 


the automotive industry. 
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Compare YOUR sales against 


Measure last year’s sales against total registra- 


tions for every sales area i 


quotas . . . determine sales potentials . . . establish 


advertising appropriations . . . or enter any other 


information you need to 


sales chart. 


Let us tell you how this important new service 


can be applied to YOUR 


Sewing the Aultomolive Iaustliy and itd Dealers since (923 


OLK: 


MOTOR STATISTICAL DIVISION 
431 Howard Street ¢ Detroit 31, Michigan 
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OWN BUSINESS 


Truck Registrations 


POLK BANK DIRECTORY 
MAILING LISTS 
CONTEST MANAGEMENT 


Tag Lights Vetoed by Dewev 


Gov. Thomas E. Dewey has 
vetoed two bills passed by the New 
York Legislature which would have 
required additional equipment on 
motor vehicles. 

One of the measures would have 
made it unlawful to drive a car 
without a defroster after Jan. 1, 
1956, and the other to drive a car 
manufactured after Jan. 1, 1955. 
without automatic illumination of 
the rear license plate whenever the 


ignition was turned on. 
* * * 
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Retail Installment Regulations 


Killed by Nevada Assembly 


A bill to regulate retail in- 
stallment sales financing has 
been rejected by the Nevada 
Assembly. 

Charging that present in- 
stallment sales contracts are in- 
equitable, Assemblyman George 
Rudiak, Clark Democrat, who 
sponsored the bill, said that the 
measure was designed to equalize 
| the position of the buyer and 
seller. 
| Opponents included Assembly- 
man James E. Wood, Washoe 
Republican, who objected that the 
bill would make collections more 
difficult, Assemblyman Gary 
Adams, also a Washoe Republi- 
can, said the bill would limit the 
“privilege of freely drawing free 
contracts.” 


Mich. Seeks i» teas Rates 


| Of Idle Funds to Production 


A revision of the Michigan Em- 
ployment Security Act, benefiting 
employers with the least layoffs, 
has been approved by the House of 
Representatives, 64-27. 

It is believed that the measure 
will save employers approximately 
$22 million a year in unemployment 
benefit contributions. The savings 
will not be in cash, but in a shifting 
of reserve eredits within the fund 
to produce gradually lower con- 
tribution rates. 

The savings of General Motors 
were estimated at $1 million an- 
nually. 

Besides equalizing emplover rates. 
the measure extends from 20 to 26 
weeks the duration of jobless bene- 
fits at the rate of $27 a week plus 
$2 for each dependent child. 

* x . 


Kansas Sales Tax 


A bill to increase the State sales 
tax by one-half cent per dollar 
spent, to raise more than $8 million 
a year for aid to high schools, has 
been passed by the Kansas House 
and sent to the Senate. The House 
earlier killed a proposal to increase 
the sales tax by one cent and re- 


peal the State income tax. 
. 2 * 


lowa Legislature Passes 
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A uniform motor vehicle cer- 
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Idaho Kills Store Tax 
Gov. Lee B. Jordan has signed 
into Idaho law a bill repealing a 
store licensing tax of $5. 
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(¢n the Financial Front... 





Other Items Outpace 
Boost in Profit 


'.OR the benefit of those who 
think that management, the big 
firm, or the stockholders get the 
lion’s share of the profits and that 
these profits are away out of line 
on the upside, the U. S. Chamber 
of Commerce offers figures to prove 
otherwise. 

“True, net profits jumped $12 
billion from 1939 to 1952,” the 
chamber states, granting “that’s 
a lot of money,” but points out 
that during the same span of 
years payrolls jumped $142 billion. 
Sizing up the places where the 
profits go, the chamber finds that 
last year corporate net profits, 

after taxes, totaled $17.1 billion. 
+ * * 

F THIS, “$8 billion was plowed 

back into business to provide 
new equipment and more jobs. That 
left $9.1 billion in dividends for the 

stockholders. Further, in 1951 and 
1952 profits declined due to sharply 
increased taxes and lower markets.” 

There’s a surprise coming also 
to those who stick to the notion 
that net income causes high 


B-W Profit Rises 


To $22,914,657 


Larger 1952 earnings but smaller 
sales were reported by Borg-War- 
ner. Net income amounted to $22,- 
914,657, or $9.33 per share. This 
compared with $21,219,389, or $8.83 
per share in 1951. 

Sales for 1952 totaled $353,948,112, 
as against $369,166,260 the pre- 
ceding year. The company said the 
decline was due to strikes. January 
and February sales this year were 
23.1 percent higher than in the 
corresponding months of 1951. 

Improved sales and earnings for 
1953 are indicated by forecasts of 
the company’s division managers. 
it was reported by C. S. Davis, 
board chairman and Roy C. Inger- 
soll, president. Operations in the 
second half of the year may taper 
off slightly from the maximum 
capacity production in the first 
half, it was said. 

Approximately one-fifth of the 
company’s manufacturing facilities 
are now devoted to defense 
products, the report stated. 

a 7 o 


Hastings Profit 
Slips to $364,661 

Net earnings of $364,661 after in- 
come tax provisions in the year 
ended Dec. 31 have been reported 
by Hastings Mfg. Earnings after 
taxes in the preceding year were 
$626,285. 

The 1952 earnings equal 35 cents 
a share, compared with 59 cents a 
share in 1951. 

Sales of a new automotive oil 
filter cartridge developed by the 
company showed good progress fol- 
lowing favorable response in pre- 
liminary test markets, according to 
A. E. Johnson, president. “We feel 
that prospects for all our products 
are good in 1953, and we anticipate 
improved results throughout the 
rest of the year,” he said. 

a a * 


Gulf Nets $141,820.000 


From Record Receipts 


Net sales and other operating 
revenue of Gulf Oil and consoli- 
dated subsidiaries topped a billion 
and a half dollars for the first 
time last year. 


Receipts from these sources have 
been reported in the annual report 
as being $1,528.806.000. This com- 
pares with $1,439,373,000, the previ- 
ous alltime high, reached in 1961. 


Earnings on last year’s oper- 
ations were $141.820,000. This was a 
gain of 1.2 percent over 1951. On a 
pDer-share basis, earnings were $6.01 
in 1952, compared with $5.94 the 
Previous year. 

In 1951 net income of $140,071,000 
included a non-recurring profit of 
$4.876,500 from the sale of assets, 
with no such special income in 1952. 





prices. For the past 10 years net 


profits, the study shows, have 
been about five cents out of every 
sales dollar. Last year, with 


profits down, they averaged under 
four cents. 

“But if the question is ‘Do cor- 
porate income taxes affect prices?’ 
the answer is definitely, yes. In 
1952, when profits were averaging 
less than four cents on every dollar 
of sales, corporate income taxes 
took over four-and-one-half cents,” 
the chamber declares. 


Auto-Lite Net Off 
To $9,789,494 


R. G. Martin, chairman and pres- 
ident of Electric Auto-Lite, has an- 
nounced that net earnings for 1952 
were $9,789,494, equal to $6.55 per 
share, compared with $11,162,093 or 
$7.47 per share for 1951. The decline 
in earnings was chiefly due, he 





White Ends 42 Years with Chevrolet— 


John T. White, manager of Chevrolet's chart and display department, retires Apr. 1. 
He joined Northway Motors in 1910 and remained when the firm was taken over as 
part of Chevrolet's gear and axle division. He is shown here receiving a scroll from 
W. E. Fish (center), general sales manager, and |. X. Sarvis (right), assistant general 


sales manager. 


stated, to the effects of last sum- 
mer’s steel strike. 


The firm declared a_ regular 
quarterly cash dividend of 75 cents 
per share, payable Apr. 1 to share- 
holders of record March 19, and a 
5 percent stock dividend in com- 


mon shares at the rate of one com- 
mon share for every 20 shares held 
payable May 20 to shareholders of 
record May 5. 

Martin also announced that Milo 
Hopkins, a vice-president of the 
Hanover Bank, New York, was 


41 


elected to fill the vacancy caused 
by the resignation of H. E. Talbott, 
who resigned to become secretary 
of the Air Force. 


* « * 


Autocar Profit 
Dips to $145,563 


Autocar has reported net profit 
of $145,563, or 13 cents a share for 
the year ended Dec. 31. This com- 
pares with $1,269,797, equal to $2.17 
per share in the preceding year. 

Net sales in 1952 were $31,677,034, 
as compared with $34,482,549 in 
1953. 

The firm noted in connection with 
its 1952 income that it was after 
Federal and state taxes on income 
of $341,100 for 1952 and $824,700 for 
1951.” 


Motor Wheel Profit 
Drops to $2,596,414 


Motor Wheel Corp., Lansing, has 
reported net earnings in 1952 of 
$2,596,414, equal to $3.07 a share. 
This compares with 1951 net of $2,- 
959,785, equal to $3.50 a share. 

Net sales in 1952 amounted to 
$68,872,473, compared with $74,473,- 
118 in 1951. Earnings represented a 
return of 3.8 percent on sales as 
against 4 percent in 1951. 





WEAVER INTRODUCES 


7% and 10 H.P. 
TWO STAGE 


Check these value-packed 
EAVER 


features! 










4 cylinder, V-type, two stage compressors divide 
the load and provide greater radiating surface 
for more effective heat dissipation. 


Compressors automatically start when pressure 
drops to 145 pounds; stop when pressure reaches 


175 pounds. 


Large tank holds enormous volume of air. . . 
eliminates pressure loss from storing at high 
temperatures. . 





. prevents power waste caused 
by too frequent recompression. 


Twin Post Lifts . 
. . Broke Testers . . 
and Air Compressors. 





Timken tapered roller bearings, counterweighted 
crankshaft, and balanced flywheel assure smooth, 
quiet operation. 


Fan-type flywheel, large capacity inter and after coolers, 
and cylinders and heads with directional fins provide 


highly effective cooling. 


Simplified centrifugal pressure release prevents motor 


from starting against load. 


V Lubricating system is the ring and centrifugal force type. 


VBoth 7'2 h.p. and 10 h.p. compressors available mounted 


on either 80 gallon or 120 gallon storage tank. 


For further details on these compressors or any of 
Weaver's 27 other models, see your jobber or write us 


for Bulletin AN-910. 


Unit Lifts . . 
. Wheel Balancing Equipment 


. Wheel Alignment Equipment . 


Weaver Manufacturing Co., Springfield, tll., U. S. A. 


SERVICE SHOP EQUIPMENT 


. Headlight Testers 


. Jacks . . . Wheel Dollys 
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$2,125. '51 Cranbrook sedan, $1,385, $1,- 
250. '50 Deluxe sedan, $1,010; business 


coupe, $770. '49 SD sedan, $880. 
PONTIAC—'51 Catalina, $1,750*; Chieftain 

(8) sedan, $1,600*; station wagon, §$1,- | 

760*. ‘50 Chieftain (S) sedan, $1,465*. '46 


Used-Car Auction Prices 


Market Trend | STUDEBAKER — '53 Land Cruiser sedan, 











Average Used-Car Prices 


(Compiled by Automotive News) 









































April 1953. March Feb 
a A 2908. Che sede BO * . Model (to date) 1953 1953 
Wholesale used-car prices remained fairly steady last week, The $2,330*; Champion sedan, $1,360*. $1,073*  $1,106* $953 1988 2.981 ~~ 
overall average price of used cars fell off only $1 to stand at $1,073, | WILLYS—'49 station wagon, $395". see ¥ oe = 7 #§$ 
according to Automotive News’ used-car price index, MISC — S—'50 English Ford se- 1961 ‘ae ‘mee oo 
‘ : jan, $260 . ~ 5 
Only two models gained from the previous week’s standings, how- nr ’ 1950 1,022 1.054 1,086 
ever—’52s gaining back $63 of the $184 drop a week earlier, and ’47s DENVER 1949 "310 "816 "342 
rising by $3. ‘ (Denver Auto Auction. Sale every Tues- 1948 586 588 640 | 
The price of ’53s and ’50s dropped off $27 each, according to the | day. Prices are for sale of March 31.) 1947 462 482 520 | 
index; ’48s were off $10; ’51s and ’49s down $7, and ’46s off $1. (Prices slightly lower, demand still Age atasch Feb 1946 396 395 422 
7 | s Apr. Mare , 
Activity at the auctions was better for the week, the index showed, | Strom® for late la: old 282 | Overs an 
as the sales ratio rose to 63 percent as compared to 59 percent a week | guicK 53 RM 2-dr., $3,015"; Super 4- *Includes '53 Models. Average... $1,073* $1,106* $ 953 
earlier. At 10 representative auctions last week, 1,088 cars were sold dr., $2,975*. "52 Super Riviera 2-dr., $2,- (The above figures are averages of used-car auction prices, all i 
from 1,731 offerings, as compared with 1,115 cars sold from 1,901 ante eieen sae "sh ear len Ee makes and models, carried regularly in Automotive News.) 
offerings a week earlier at the same auctions. ar. 61,606" -» $1, : 3 | 
Prices marked with an * indicate a unit equipped with an automatic | CADILLAC—'53 (60) 4-dr., $5,400*. '52| woRD—'53 Victoria, $2,490", $2,410; ranch, ‘50 club coupe, $1,195*: 4-dr.. $1.135+ 
transmission or overdrive, and (ps) indicates power steering. | Coupe deVille, $4,145*, $4,050*, $3,935*; wagon, $2,440*; conv., $2,310*; (6) ranch $1,125*. '49 4-dr., $690. 
Se Se CO bese 51 “a = es. wagon, $2,260*; Mainline (6), $1,875. '52 | NASH—’52 Statesman, $1,375*. °51 States- 
> ~ IDSON—'50 C &) sedan. $890. | ; o-dr., ,095*. °5 ) 4-dr., - R " vagon, 1,775; Custom (8 man, 1,005*: ' 8 ‘ 
OAKLAND, CALIF. RAtER- ‘51 ‘an, or (8) sedan, $890") ‘s25*, $2,655. "50 (62) 4-dr., $2,340%, "49 ddr. $1,560, “51 conv... $1,365" $1,110. $1,005" Pe eee 
(Pollock’s Used Car Auction. Sale every LINCOLN F 53 Commeneliten ——— (62) 4-dr., $1,740. "50 Custom (8) 4-dr., $900; station wagon, “ane a °53 (98) Holiday, $3,550* 
Wednesday. Prices are for sale of Apr. 1.) |”. ie ee y oe + 9% | CHEVROLET—'53 (210) 4-dr., $2,475*;| $775. 3,355*; 4-dr., $3,375"; (88) Holiday 
ednesday a 7 “as deine 270*. '52 Capri sedan, $3,025°. conv., $2,400*, $2,305*; Bel Air conv.,| pRAZER—'51 4-dr., $800*. | $3,250*. '52 (98) Holiday, $2,620*; Super 
(Prices a le lower MERCURY—'53 sedan, $2,250*. ‘52 Mon- $2,375*; 2-dr., $2,165*, $2,095*. '52 FL ; aire dilee. (88) 4-dr., $1,915*. '51 (98) 4-dr., $1,- 
biles.) om terey sedan, $1,850". 47 sedan, $490. Deluxe 2-dr., $1,525°. °51 FL Deluxe 4.| “UDSON—"51 Hornet 4-dr., $1,595. °49/ sso. ‘50 (88) 4-dr., $1,250°, $1.226. 
BUICK—'52 RM _ Riviera sedan, $2,285°. | J asus 051 Rambler suburban, $1,025; dr., $1,200*. ’50 conv., $1,090. Super (6) 4-dr., $650. | PLYMOUTH—'53 Cambridge Suburban, $2. - 
'51_ RM 4-dr., $1,705*, $1,685°; Riviera | “Cony $935". °50 Ambassador sedan, | CHRYSLER—'53 N. Y. 4-dr., $3,025*. '52| KAISER—'51 2-dr., $740; Henry J (4) 2-| 208%; Belvedere, $2,150*, $2,135; Cran- 
2- *. '50 Super Riviera sedan, ° sam eile mn 7 : ed * oh ce” vee” ecmben dr., $530 brook 4-dr., $1,945*, $1,810. °52 Savoy 
Z-dr., $1,620°. (50 ae, | $720*. '49 (600) sedan, $660. N. Y. club coupe, $1,825". '51 Saratoga +» $530. -dr.,_ $1,945*, $1,810. '52 Savoy, 
$1,560*, $1,600°; Super 4-dr., $1,255°; R= Oe ae a, ne ro ye Ye ; 395*. "50 S s- $1,690. '51 Belvedere, $1,205. '50 Deluxe 
075, $1,025 OLDSMOBILE—’50 (98) sedan, $1,200* 4-dr., $1,670*. °50 Royal 4-dr., $1,065*. | LINCOLN—’51 Capri, $1,695*. °50 Sports b ee 
Special 4-dr., $1,075, $1,025. . a om si eo : : , ; 49 N. Y¥. 4-dr., $1,150. | man sedan, $900. '49 Cosmopolitan, $675. | club coupe, $765. 
CADILLAC—’51 coupe deVille, $3,500*, °50 sedan, ’ . - ca cae Sa om a os 5 460* 59 4. | PONTIAC—'53 Catalina, $3,000*, $2,905: 
, fr , ‘ 4 . IDGE—'53 Meadowbrook sedan, $1,845*. | MERCURY—’53 Monterey, $2,460*. °52 4- 
(62) 4-dr., $2,595*, $2,545*. "40 4-dr.. | PACKARD—'51 (200) club coupe, $1,350°. | ! 52 1% -ton piekup, $1,005, 50 Coronet | dr., $2,045°. $1,975*, $1,915; Mounterey,| C©OMV., $2,830*; station wagon, $2,820° 
$150. /MOUTH—'53 Belvedere, $2.250*: Savoy, ! 4-dr., $990*, $890*. $1.795. '51 4-dr., $1,530*, $1,460, $1,425. | (Continued on Page 43, Col. 1) 
PLYMOL .$ : ,$ $ 


CHEVROLET —'52 SIL Deluxe 4-dr., $1,-| a - 
505*. '51 SL Deluxe 2-dr., $1,255*; club 
coupe, $1,110. '50 SL Deluxe club coupe, 
$955; 4-dr., $920; FL Deluxe 2-dr., $1,- 
010, $1,015; 4-dr., $980. '49 SL Deluxe 4- 
dr., $705; FL Deluxe 4-dr., $850, $905. 
"48 SM 2-dr., $680; conv., $655; 4-dr., | 
$740. '47 FL Deluxe 2-dr., $680. | 

CHRYSLER—’52 Windsor club coupe, $1,- 
735*. '51 Windsor 4-dr., $1,450*. ‘48 NY 
4-dr., $490. '47 Windsor conv., $505, $590; 
4-dr., $450. '46 4-dr., $400. | 

DeSOTO—’50 conv., $900. '48 Custom 4-dr., 
$500. 

DODGE—’51 Diplomat, $1,475*. ‘50 Mea- 
dowbrook 4-dr., $985. '49 Coronet 2-dr., | 
$945, $870. ’48 Custom club coupe, $450. 
47 Custom club coupe, $580. '46 Custom 
4-dr., $295; club coupe, $455. 

FORD—’52 Custom (8) 4-dr., $1,740*; sta- 
tion wagon, $2,200*; Victoria, $2,000*. '51 
Custom (8) 2-dr., $1,175; conv., $1,570*, 
$1,535*; Deluxe (8) 2-dr., $1,080. '50 Cus- 
tom (8) 4-dr., $1,000*; Deluxe (8) 2-dr., 
$1,000*. "49 Custom (8) conv., $810; 2- 
dr., $770; Custom (6) 4-dr., $620; 2-dr., 
$655. °48 SD (8) 4-dr., $550; SD (6) 4- 
dr., $350; club coupe, $385. "47 SD (8) 
2-dr., $545. '46 SD (8) 4-dr., $275; club 
coupe, $475; 2-dr., $255. 


HUDSON—’51 Hornet 4-dr., $1,560. "50 PM 
4-dr., $770. '49 Super (6) 4-dr., $765. '48 
Super (6) 4-dr., $685. 

LINCOLN — '52 4-dr., $2,010*. ‘51 club 
coupe, $1,600*; 4-dr., $1,610, $1,585. ‘50 
4-dr., $1,175, $1,180. 

MERCURY—'50 club coupe $1,135; 4-dr., 
$1,275. "49 club coupe, $950; 4-dr., $860; 
sedanet, $1,050. ‘47 4-dr., $610. 


NASH—'51 Ambassador 4-dr., $1,130. ‘50 
Statesman 2-dr., $935; Rambler conv., 
$1,000. °49 (600) 4-dr., $735; 2-dr., $555. 
48 (600) 4-dr., $495, $405, $465. ‘47 
(600) 4-dr., $395. '46 (600) 4-dr., $175. 


OLDSMOBILE—'51 (98) Holiday, $2,250", 
$2,010*. 50 (88) 2-dr., $1,175; Holiday, 
$1,580*; (98) conv., $1,460*. ‘49 (98) | 
conv., $1,150*; (88) conv., $1,100. °48 | 
(98) 2-dr., $710*; (66) 2-dr., $390, ‘41 
(98) 2-dr., $110. 

PACKARD—'49 (8) 4-dr., $535. '48 4-dr., | 
$400. 


| 
PLYMOUTH — '53 Cambridge club coupe, 
$1,850, $1,855. °51 Cranbrook 4-dr., $1,- qd 
105; club coupe, $1,075; suburban, §$1,- | 
410; Concord 2-dr., $1,050. "50 Deluxe | 

club coupe, $990. ‘49 SD 4-dr., $765, 


$875; conv., $800. °48 SD club coupe, 


$615. '46 SD 4-dr., $300. e 4 
PONTIAC—'53 Chieftain 4-dr., $2,505*. °59 q@ r m1 Ss g Ye qd 4 n r e e Ow ¥i % 
conv., $1,320*; Chieftain (8) 2-dr., $1,- & 


200*, $1,150*. '49 Chieftain (6) 2-dr., 
$805, $940; club coupe, $1,085*. ’48 SL 
(6) 2-dr., $605. '47 Chieftain (8) 4-dr., 
$510. '46 Torpedo (8) 4-dr., $370; 2-dr.. | 
$310. °41 2-dr., $100. 


STUDEBAKER—'51 Commander (8) 4-dr.. 
$1,250*; Champion 2-dr., $905; Land 
Cruiser, $1,275*. '50 Champion club coupe, 
$855;Land Cruiser, $965*. '49 Command 
er 4-dr., $760. 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of March 30.) 


(Cold rain slowed down consignments 
until market tottered slightly downward. 
Sold 101 cars out of 124 offerings.) 


BUICK—’53 RM Riviera sedan, $3.150*, 
$3,275*; Special sedan, $2,470*. ‘52 RM | 
sedan, $2,300*. '50 Super Riviera sedan 
$1,250*. '48 RM sedan, $640*. 


CADILLAC—’51 (62) sedan, $2,650*, $2,- | 
625*. °49 (62) sedan, $1,630°. 


CHEVROLET—’53 (210) sedan, $2,000; Bel 
Air sedan, $2,200, $2,450*, $2,100. $2,300; 
Handy Man, $2,250. '52 SL Special sedan, 
$1,400; club coupe, $1,600*; FL Deluxe 
sedan, $1,400. '51 SL Special sedan. §1.- 
185, $1,200; SL Deluxe sedan, $1.275*, 
$1,300°; FL Deluxe sedan, $1,200, $1,- 
250°. '50 FL Deluxe sedan, $1,080, $1,- 
020, $1,000; SL Deluxe sedan, $1,145*, 
$1,040, $1,050*, $1,070*, $980. 49 SL De- 
luxe sedan, $640, $850. '48 FL aerosedan, 
$690, $680; SM sedan, $700; FM sedan, 
$700. '47 FL sedan, $620; SM _ sedan, 
$540, $580. 


DeSOTO—’53 Sportsman, $3,000*. '51 De- 
luxe sedan, $1,260*. ‘49 Deluxe sedan, 
$880. '46 Custom sedan, $400 


DODGE—'53 Coronet sedan, $2,240*. ‘52 
Wayfarer sedan, $1,180. '50 Coronet club 
coupe, $1,160*. ‘49 Wayfarer sedan, $670. 

FORD—'53 Custom (6) sedan, §$2,125*; 
Custom (8) sedan, $2,200*. °52 Deluxe 
(8) sedan, $1,412; (8) ‘%-ton pickup, 
$970. '51 Deluxe (6) sedan, $1,035; Cus- 
tom (8) sedan, $1,100*. ‘50 Deluxe (8) 
sedan, $1,000; club coupe, $860. °48 SD 
(6) sedan, $585. 


FRAZER—'47 sedan, $210. 


ON FARMS live more than 5 million of 
your best customer-families. On the 1905 
farms of Burlington County, N.J. you 
will find 2461 cars, 2586 trucks — an 
average of 2.6 automotive units per farm, 
plus a total of 2533 tractors! 


















IN MAIN STREET TOWNS are located 
the majority of the nation’s car and serv- 
ice dealers, and 14 million more big 
automotive families. Of the 2000 families 
in Mount Holly, county seat of Burling- 
ton County, you will find about 1400 to 
be car owners. If these 2000 families lived 
in a big city like Los Angeles, only a little 
more than half as many would be car 
owners. 
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$500, $435, $360 
‘Continued from Page 42) | HUDSON—'49 Commander (6) sedan, $655 ( » 
KAISER—’51 2-dr., $825 «i yt i 
2 Catalina, §$2,065*. ‘51 Catalina, $1,-,MERCURY—’'51 4-dr., $1,185, $1,300* 50 | MERCURY 51 Monterey, $1,400* 50 of = %} YEAH? 
0O*. ‘50 Chieftain (8) 4-dr., $1,190* $790; 4-dr., $1,120* sedan, $1,085. ‘49 sedan, $830, $910; y> S CMe * 
S’ UDEBAKER—'53 Commander (8) Star- | oLDSMOBILE—'53 Super (SS) 2-dr., $2,- Monterey, $900. '46 sedan, $500 3 i 


ner, $2,410; Champion 2-dr., $1,940. "51 |)  719* ‘HO (89) f-dr., $1,290" 


hampion sedan, $790 


| ; " 
PLYMO Ys ridg . co » 1 
WILLYS—'53 station wagon, $1,930. '51 | ‘1 ony "Toe $970 a. ao a ass | $1,205. °51 Cambridge sedan, $1,075; 
tation wagon, $1.130; Jeepster conv Deluxe club coupe $500 49 ab. eras! Suburban, $1,515; Cranbrook sedan, $1 ANSWERING 
S770 coupe $530: Deluxe club coupe $860 |} 055. "47 Deluxe sedan, $490 THE PHONE 
: ; ‘ f , | PONTIAC-—'52 Chieftain («(S) sedan, $1 IN A WAY 
DANVIL I E VA PONTIAC 53 Chieftain (8) 2-dr., $3.000*. | 680*. '51 Catalina, $1,670* GUARANTEED THAT IMPLIES 
a oe cae 50 SL (8) 2-dr., $910 | STUDEBAKER ~ '51 Land Cruiser, $900 DRAULIC JACK THE CALL 
‘Danville Auto Auction. Sale every Wed- | STUDEBAKER—’'52 Champion 2-dr., $750. | WELLYS- ‘49 1-ton stake, $505 AEP Am SERVICE ANNOYS YOU 


i 
i 
| 
nesday. Prices are for sale of Apr. 1.) } ‘51 Champion 2-dr., $790 


(Conditions as a whole appear to be | WILLYS—'49 Jeepster, $510 
better in this area, Sold 60 cars out of 


1s Seen) MOOREHEAD, MINN. | Friday, Prices are for sale of March 27.) 


BUICK—'47 Super 4-dr., $530. 


CHEVROLET—’53 %-ton pickup, $1,255 
52 SL Deluxe 2-dr., $1,515*, SL Special . 
2-dr., $1,180: SL Deluxe 4-dr., $1,170. 51 | Market holding steady. Sold 63 cars out 


»-ton pickup, $820; SL Deluxe 2-dr., $1.- | of ~t aa? . : ‘ 
165; 4-dr,. $1,185. '50 FL Deluxe 4-dr., | BUICK—'50 Super sedan, $1,160, '49 Super | 
ss sedan, $765. '46 Super sedan, $330, $280, | 


(Tri-State Auction Co. Sale every Thurs- 


_ AUTOMOTIVE NEWS, APRIL 13, 1953 


‘ an | (88) 2-dr NASH—'46 sedan, $235 
ommander (8) sedan $1,050 50 | $1,280° OLDSMOBILE—'47 (66) sedan. $295 
PLYMOUTH 52 Cambridge club coupe 


day. Prices are for sale of Apr. 2.) BUICK—’52 Super Riviera sedan, $1,980*, 


(8) sedan, $1,515. ‘51 Victoria $1,400°; | 
Deluxe (8) sedan, $950, $1,125*, '50 De- 
luxe (6) sedan, $880, $740. ‘49 Custom 
(8) club coupe, $695 48 Deluxe (S) | 
sedan, $375. ‘47 SD (S) sedan, $490, | 
$525, $500, $475 46 Deluxe (8) sedan 






HOW to LOSE FRIENDS 


AND ANTAGON/ZE CUSTOMERS 















VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 


(Sold 164 cars out of 327 offerings.) 


$1,950*. '51 RM sedan, $1,650*, $1,500*; | 
Special 2-dr., $1,375, $1,360. '50 RM se- | 
dan, $1,075*, $1,000*; Special sedan, $880. | 
°49 Super sedan, $900. '41 Century sedan, 


FL Deluxe sedan, $1,160, $1,150. '50 FL 
Deluxe sedan, $975, $850; SL Deluxe se- 


$905; conv., $840. '49 SL Deluxe 2-dr., aa $260 
$700. "48 FL 2-dr., $630, $620. "47 FL|_ $365. ntphdy e dan, $895, $975, $885. "49 FL Special, 
2-dr.. $600. '42 wrecker, $525 | CADILLAC—'49 (62) sedan, $1,540". | CADILLAC—’52 (62) sedan, $3,700"; se- $800; sedan, $750, $675. ‘47 FM $480. 


‘ | CHEVROLET—’51 FL Deluxe sedan, $1,- 

FORD—'52 Victoria, $1,660*; Custom (8) | 085, $1,120, $1,105; SL Deluxe sedan, 
2-dr., $1,400; 4-dr., $1,110. ‘51 Custom} $1,190. '50 SL Deluxe sedan, $910; club 

(8) 2-dr., $1,105; 4-dr., $1,120; Deluxe coupe, $960; Bel Air, $1,190*; FL Deluxe 

(8) 4-dr., $890. '50 Custom (8) 4-dr..| sedan, $1,050. "49 SL Deluxe sedan, $840, 

$785; 2-dr., $1,025, $1,000. '49 "$085. | $800; FL Deluxe sedan, $745, $790. '47 


pickup, $420; Custom (8) 2-dr., $685,/ FM sedan, $570; club coupe, $560; 

$755; 4-dr., $710. '48 SD (8S) 2-dr., $615. sedan, $530, $480. 

'41 SD (8) 2-dr., $310. ’34 %¢-ton pickup, | CHRYSLER—'50 Windsor sedan, $650. 

$110. FORD—’53 Ranch wagon, $2,360*, $2,135; | 
HUDSON—’'49 Commodore (8) 2-dr., $600.| Mainline (8) sedan, $1,835. '52 Mainline | 


dan, $3,600*. °51 (62) sedan, $2,950*; . ror Ee ope aie 9 79Fr ’ 
conv., $2,930*; (61) club coupe, $2,900*; aT uae 9525 a, ae fa 
sedan, $2,750*. '49 (62) sedan, $1,750*.| “\* S€@an, suv. 

'48 conv., $1,510*. DeSOTO—’51 Custom sedan, $1,325". ‘50 


CHEVROLET—'53 Bel Air sedan, $2,375°*; sedan, 2 at $800. 


conv., $2,075; suburban, $2,025; (210) se- | DODGE—’53 Meadowbrook sedan, $2,150*. 


dan, $2,010, $1,930, $1,900; ‘%-ton pick- "52 Coronet sedan, $1,310, $1,000, ‘51 
up, $1,300. ’52 Bel Air, $1,940*, $1,875; Diplomat, $1,250, $1,125. ’'49 Coronet se- 
conv., $1,770*; FL Deluxe sedan, $1,430; dan, $825: Meadowbrook sedan, $700, 


club coupe, $1,300. '51 Bel Air, $1,300; $600. '47 %-ton pickup, $200. 
SL Deluxe sedan, $1,275, $1,250, $1,150; | FORD—’53 conv., $2,410*; Custom (8) se- 





You see America’s Biggest 


Automotive Market 


THE COUNTRY-SIDE MARKET 


IN COUNTRY-SIDE MARKET trade centers are lo- 
cated most of America’s automotive dealers and repair 
shops. There are good reasons why. Half the people in 
the nation live here — in towns of under 10,000, in 
crossroads villages or on farms. More of these families 
own cars and trucks. They drive more miles, more 
service work is done here. 





Country-Side dealers, like dealers everywhere, want 
advertising to do one thing for them: deliver as many 
sales calls as possible among their own local customers 
and prospects. That’s why they are pleased when adver- 
tisers give them sales support through the Country-Side 
Unit—Farm Journal and Pathfinder magazines—by far 
the biggest approach to the biggest automotive market. 


The Country-Side Unit Sells the Whole COUNTRY-SIDE MARKET 


The people of the Country-Side Market 
—both farm and non-farm—live side by 
side and from a distribution standpoint 
are one market. But it takes two kinds of 
magazines to reach and sell the whole 
Country-Side Market—a farm magazine 
for the farm customers, a town journal 
for the non-farm customers. That is the 
Country-Side Unit—a 4-million package 
buy at a package price. 


Farm Journal, of course, is America’s 
largest, most successful farm magazine. 
Pathfinder, the Town Journal, is the only 





news-base magazine devoted exclusively to 
Country-Side family interests. Together, 
as the Country-Side Unit, they reach 
and sell 4,000,000 of the best families in 
America’s biggest automotive market. 


The Country-Side Unit gives manufactur- 
ers and their dealers exactly what they 
want. For manufacturers, it is a powerful 
new sales approach to the whole Country- 
Side Market. For dealers, it has the local 
impact they demand: coverage among 
their best customers and prospects like a 
local newspaper. 


THE COUNTRY-SIDE UNIT 


4,000,000 of the best customers in America’s 
biggest automotive market 


THE COUNTRY-SIDE UNIT SELLS 
THE WHOLE COUNTRY-SIDE MARKET 
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dan, $2,250*, $2,160. °52 Victoria, §$2,- 
OSO*, $1,860*; Custom (8) club coupe, 
$1,825; sedan, $1,750, $1,650; Main (8) 
sedan, $1,400. '51 conv $1,440*; Custom 
(8) sedan, $980, $940 50 $1,000, $930 
| $910, $880; sedan, $825. ‘49 Custom (8) 
club coupe, $700, $750. “48 SI) (8) sedan 
$475; conv $375 "42 ‘'‘4-ton wrecker, 
$690 
HUDSON—'51 Hornet, $1,175. °50 PM se- 
dan, 2 at $700. '49 Super (6) sedan, $500 
LINCOLN—'46 Continental coupe, $900. 
MERCURY—'52 Monterey, $2,000*; sedan, 
| $1,800*, $1,700. '51 club coupe, $1,330* 


| $1,275*; sedan, $1,150. ‘50 club coupe, 
|} $1,090, $1,050, $910; sedan, $825. ‘49 
club coupe, $810. ‘48 club coupe, $685 
"47 sedan, $845 


NASH °51 Rambler conv., $1,075. °50 
Statesman sedan, $600 
OLDSMOBILE 53 (98) sedan, $3,100*; 


(88) conv., $3,050*, °52 (98) sedan, $2,- 
305*;(88) sedan, $2,200*. °51 (98) sedan, 
$1,560*, $1,550*; Super (S88) sedan, §$1,- 
355*. "50 (98) Holiday, $1,360*; (88) se- 
dan, $1,325*, $1,300*. '49 (98) sedan, $1,- 
060. '47 (88) sedan, $620. 

PACKARD —’51 sedan, $1,170*. '48 sedan, 
$400*. 


PLYMOUTH '53 Cambridge sedan, $1,- 
665*; Cranbrook sedan, $1,650. ’52 Savoy, 
$1,710. ‘51 Belvedere, $1,300, $1,240; 
Cambridge sedan, $1,175; club coupe, $1,- 
080; Cranbrook sedan, $1,075, $1,000, '50 
Deluxe sedan, $775, $760. °49 SD sedan, 
$750. 

PONTIAC—’53 Chieftain (8) sedan, §2,- 
520*, $2,480*. '52 Catalina, $2,250*, $2,- 
200*, $2,100. '51 Chieftain (6) sedan, $1,- 
500; Catalina, $1,500. °50 conv., $1,150*; 
Chieftain (8) club coupe, $1,075*, $925. 
"49 SL (8) 2-dr., $500. 


STUDEBAKER —’51 Land Cruiser, $1,170*; 
Commander sedan, $1,050, $1,100. ‘’50 
Champion sedan, $750; $730. 

| WILLYS—’53 station wagon, $1,580; *.-ton 

pickup, $1,525, 


MANHEIM, PA. 


(Manheim Auto Sales & Auction Co. Sale 
every Friday. Prices are for sale of March 
27.) 
(Sold 134 cars out of 204 offerings.) 
| BUICK—'52 RM Riviera 2-dr., $2,510*. $2,- 
180; Super Riviera 2-dr., $2,250*. °51 Su- 
per 4-dr., $1,190*. '50 RM 4-dr., $1,240*; 
Super 4-dr., $1,150. °49 RM 4-dr., §$1,- 
030*. '47 Special 2-dr., $450. 
CADILLAC—’'51 (62) coupe deVille, §$3,- 
140°; 4-dr., $2,800*. 50 (61) 4-dr., $2,- 
150. '49 (62) 4-dr., $1,800*; conv., §$1,- 
700*; 4-dr., $1,695*. 
| CHEVROLET—’53 conv., $2,250*; (210) 4- 
dr., $2,050. '52 SL Deluxe 2-dr., $1,490*; 
club coupe, $1,445; 2-dr., $1,315. '51 Bel 
Air, $1,515; SL Deluxe 4-dr., $1,310. '50 
FL Deluxe 2-dr., $1,200. 
| CHRYSLER—’53 NY 4-dr., $2,750*. ’'52 
Saratoga 4-dr., $2,030*. ‘50 Imperial 4- 
dr., $1,300*; Windsor 4-dr., $1,140*. ‘49 
Windsor 4-dr., $750. 


| DeSOTO—’'52 Fire Dome (8) 4-dr., $1,910*. 

| °51 Custom club coupe, $1,275*. '50 De- 
luxe 4-dr., $1,080*. '49 Custom 4-dr., $1,- 

| 030, 

| DODGE—’53 Coronet 4-dr., $2,100*, §$2,- 

070*. '51 Coronet club coupe, $1,285*; 

%-ton pickup, $830. 

| FORD—’53 sedan delivery, $1,240. 52 Cus- 
tom (8) 4-dr., $1,775*; 2-dr., $1,560*. 
*51 Custom (8) 2-dr., $1,280*; Deluxe (8) 
4-dr., $1,100. '50 Custom (8) 2-dr., $995. 
"49 Custom (8) 2-dr., $775. 

HUDSON—’53 Wasp 2-dr., $1,900. '52 Wasp 
2-dr., $1,290. '50 PM 2-dr., $800. °49 Su- 
per (6) 4-dr., $830. ’47 PM 4-dr., $320. 


KAISER—’51 4-dr., $790. 


| LINCOLN—'50 4-dr., $1,200*. '49 Cosmo- 

| politan 4-dr., $725*. 

| MERCURY—’51 4-dr., $1,430*; 2-dr., $1,- 
355, $1,210. ’50 4-dr., $1,190, $1,050. 

NASH—’53 Rambler hardtop, $1,810*. ‘51 
Rambler country club, $1,110; station 
wagon, $1,065*, 965", 

OLDSMOBILE—’51 Super (88) 4-dr., §1,- 
700*. ’50 (98) Holiday, $1,560*; 4-dr., 
$1,275*; (88) 4-dr., $1,360*. °49 (98) 2- 
dr., $1,100*. °47 (76) 4-dr., $570. 

PACKARD—’51 (200) 4-dr., $1,355", $1,- 
240°. '48 4-dr., $705. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,840*. 
"52 Cambridge 4-dr., $1,320. ‘51 Cran- 
brook 4-dr., $1,275. ’50 SD 4-dr., $1,080. 

PONTIAC—’52 Chieftain (8) 4-dr., $2,050*. 
’51 Catalina, $1705. ’50 SL (8) 2-dr., $1,- 
215. °49 (6) station wagon, $700; SL (8) 
2-dr., $700. '48 Torpedo (8) 4-dr., $700 

STUDEBAKER—'52 Commander (8) 2-dr., 
$1,280*. "51 Commander (8) 4-dr., §$1,- 
040*; Champion 4-dr., $965. ‘50 Land 
Cruiser, $840. '4S Starliner coupe, $670. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday 
o7 


Prices are for sale of March 27.) 


(Prices steady, and sales percentage 
considerably higher. Sold 153 cars out of 
227 offerings.) 

BUICK — '52 RM conv., $2,700*; Special 
Riviera sedan, $1,755; Super Riviera se- 
dan $2,195*, $2,135*, $2,205*. °50 Special 
sedan, $900, $1,080. 

CADILLAC—’52 (62) club coupe, $3,670*. 
"51 (62) sedan, $2,650*. °50 (61) club 
coupe, $2,575°. 

CHEVROLET—’53 (210) sedan, $1,925, $2,- 
200*; Bel Air sedan, $2,240*. ‘52 SL De- 

| luxe sedan, $1,385", $1,500*, $1,330; Bel 
| Air, $1,880*. ’51 SL Deluxe sedan, $1,195. 
| °50 SL Deluxe sedan, $860, $990, $960, 
$970, $1,065", $1,005*, $835; Bel Air, $1,- 
| 290%, $1,295*. 

| CHRYSLER—'49 NY sedan, $970*. 

| DeSOTO—’53 Custom sedan, §$2,340*. ‘50 

| Sportsman, $1,250*. '46 club coupe, $330 

















DODGE—’51 Coronet sedan, $955. '49 Cor- 
onet sedan, $785. 

| FORD—'53 Victoria, $2,380*. '52 Main (8) 
2-dr., $1,440*; Custom (8) sedan, $1,575°. 

| 51 Custom (8) sedan, $1,045, $1,190*; 

| Crestline, $1,275. '49 conv., $750; sedan, 
$750, $655, $645, $635, $660 

| HUDSON—’51 Super (6) sedan, $1,150. "46 

| Super (6) sedan, $150. 

| KAISER—’48 sedan, $350. '47 sedan, $210 

| LINCOLN—’52 Cosmopolitan club coupe, 

| $2,850°. 

MERCURY—’52 Sport coupe, $1,980*. ‘51 
sedan, $1,440*, $1,370. 

| NASH—’50 Statesman sedan, $615, $700*. 

OLDSMOBILE ‘52 (8S) sedan, $2,500*, 
$2,300.* °49 (98) conv., $900*. ‘45 (76) 
sedan, $545. '47 (78) sedan, $280, $265, 
$365. 

| PLYMOUTH--—'53 Cranbrook sedan, $1,470 

| °52 Cranbrook sedan, $1,250. ‘51 Cran- 


(Continued on Page 46, Col. 2) 


























AUTOMOTIVE NEWS, APRIL 13, 1953 


New Passenger Car Registrations, 48 States for February, 1955-1952 is 


“4 





Car registrations by states are 
released here weekly, as com- 
piled by R. L. Polk representa- 
tives in” state capitals. 
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36 States Previously ‘53; 8427) 6431| 15770) 30742) 61370) 52149) 1748) 12992) 66889) 26387| 6521) 65336| 17895| 19729| 135868, 868) 1605| 2473, —56| | 285| I5I| 3707/9501 5135| 5465) 3340, 176| 774) 295190 sp 
Reported for February '52| _6967| 4916) 13551 | 26164| 51618} 28911) 891} 8876) 38678 | 18384) _4629\ 50286) 12539) 13691} 99529 1545) 2143) 3688| 120, 164; 226] 4549) 7348) 3416) 11734] 1649] 628) —581| 223928 2 
Alabama —‘(i‘—s=™S "53, «97)~=S«O5| +262) 542) += 966] +958, 24) ~—231| +213) 421) 72) 1346) «313, 284, (2436 13 22; 35 3 2| |; 2 1s 66 94 69 4, 503! : 
‘52 52; 38] _—‘117|_—-239|~— 446; 440) ~—s14)_ 107) S61] 172) 38} 563) 105) 120; S998, 20, 2) 4 | 4} — 5926} — 28} 5} 2335 re 
Arkansas "53, 97, +~=«105)~=s245| 719, ~—s4166| = 934) ~=—Ss«16) += 200) ~=Ss«s1150) += 430 62; 1220; 237; 335; 2284, 2) 18 39 10) 2 | 51, 193 48 «151; 65 1 2; 5162. sf 0 
52 51 65, 142; 284, 542) 333) 9] 84, 426|_—«167|_~—= 30, ~— $24) sti] 62}, 997) 24,22 46 —_— i 21; 92; 20}_— 140}, 22) 3; 2313 
California "53; 1102, 727) 1591| 3066) 6486, 5228, 390, 1876, 7494) 3082, 1034, 8566, 2177, 2086, 16945, 87) 305, 392, 259, (156, 377, +1202, 567) 662) 465 | 767| 35772 n 
52; 922; 643) _‘1102| 2455) ~—_5122| 3687) 120| 1422; 5229) 1759) 853) 4852; 1430, 1263! 10157, 96,162 258| 211] 131) 522) 748) 364)_—(1193;_—«*191|—S 9} 309) 24444 0 
Colorado : "53, «114; 63)— 210,388) 775, += 660, +38, —sI71, «= 869) 352) 86) 866) 244, «273, 1821 4) (5) 9 9 66, 102; 64) 68) 9 3854 g a 
52} 101 51, 134; 295) 581] 448) ~—st7|_—st18} 583) 281) 2) 564) 183) 189) 1279) 18) 27 | 1| | 92 _—*105|_—S37|_—st34] 38] S33 13, 2893 p 
Georgiati—itits "53, 169) «91 +~«394) += 791) +~«445) ~=«452, =O) +315) +—«*BI7| «= 724) ~=—«s123)-S 2082) «469, «596, 493994, 2431) 3) 2 57; 101; 87) ‘W| 72| 2 4, 7750 | 
'52| 108 78; 332) 532) 1050) 902 16} 198; 1116} 505; ~—97|_—*312}~— 301} 336} 2551) 57) 32 89) 1] 4| 3} 50} 100} 62) 292; 38 5) 9, 5370 
Indiana” ~ *53)—«225) «182, «-393) «997, —«1797|~—«*1563) 60) «383; 2006, 658, ISI; 1947) 482; S71; = 3809} 27,76) 103 | l 3| 1) 129) 351) 142) 212; 85) 17 13) 8668 
52) 219} (153) 348) = 806) 1526) 925) — 20; 229|_—*1174) 534,128) 1561) 378) 435) 3036; 59,74) 133 | | 2| 4; 149 276, 77) 678! 40) 3) 
Kentucky "53, «4135 80) ~—-293) 519) +~—«*1027 919; 13) +206; =—:1138; 420) 641374) 299; 331) 2488; 10,23) 33 | ‘ 2 56; 158; 83} 47) 
'52} 100} 68) 259) 369 796| 642; Ii} 123) 776, 288) 68) 9874) 233) 192) 1655) 24) 22) 46 | 3 3; 56| 186) 57, 202| 4|| 5| 
Louisiana” i. ‘53, 98 82) 251; 574) 1005 955;  20{ 164) +1139) 367; 73) 1347) 226; 359; 2372; = 16 23; 39 1 3) 3 19, 104) 72)‘ 101| 
52] 115} ~——«69|_~—-207|_~—«460|~— 851] ~— 585) += 30,16} 731] 257) 83 879; 204) 244 se 31| 37; 68 | I 2} 37; ~=—s 89) Ss B7,_—s234 
Mississippi - -'53)~—S—«|-~Ss«SAT|—Ss«*S7|,—Ss«S09) ~—SB10)~—S«O 20) 157, 978; 362; ~=67| —«*1060, +193; += Be ee 1| | i) 34) 61, 47,01 
‘52; «52; —35|_—*t07|,_—231 425| 423 9} 77;  509| 181; 49) 520; ‘121; «116 "Say 16, 14) = 30} 10 | | 15; @l| 43| Ht 
Missouri” i 53, 186) 201, 355) 1153, 1895) 1830; 46) 427) 2303) 430) 65) 1486) 339) 498; 2818; 33; 26; 59 | 3 | 62] 
52} 2tt| 181} ~— 369] ~—944]~—«1705| ~—«1:126| ~—23, 256) —*1405} 543; 119) 1756} 334] 385 ~—«3137| 26; ~—«57|_——«83| 2 110) 
Oklahoma t—(‘i‘sS~S™S 53; +93, +«4118| 224; 605; 1040) 1245 31; 302; 1578} 513) 113; 1662; 392) 358) 3038) 5 3) 18] 1} 2 36| 
52) 110) 108) 232| 486|  936| «863 17 139| 1019, 363] 75| +~—«*1242|«274| +246] «2200, ~=22|—Sst7| 39 | 3 77| 
Rhode Island ‘53; I 44,152; «195, S472; 312; Ss] 89S 416) 126) 34) 502) N4t] 108) 9 6} 8) 4) | 8 1 24) 
52} 45) 30) 84) 168) 327] — 213) 9} 60) 282} 95] 50| 337; 95) 68) 645) 15) 16) 3}| | 1 2 20) 
48 States Reported "53, 10927, 8237| 20305| 40793| 80262, 69086, 2467| 17517, 89070) 34263, 8464| 88844) 23392) 25777, 180740; 1125) 2179; 3304; 72; 586; 317) 4637) 
To Date for February 52) 9053} 6435] 16984| 33453] 65925| 39498] 1186] 11805) 52489| 23529) 6261| 65270) 16311| 17447| 128818] 1944) 2640) 4584) 136; 393] ~—_372| 5739| 
Year "53| 22629) 17593| 41909) 87795) 169926| 145703| 5396| 37348| 188447| 60365| 16582; 158777) 42190| 52622| 330536, 2427, 4800) 7227, 138| i169 659| 
To Date 82| 18577| 13034] 33351| 73831, 138793| 79313] 2128| 24104| 105545| 47027| 10734| 132060| 32142| 39809| 261772| 4270| 5448, 9718| 196) 778| 10838| 





New Commercial Car Registrations, 48 States for February, 1953-1952 


























Truck registrations by states are re- 
es here weekly, as compiled by 


capitals. 


Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 








Polk representatives in state 


Brockway 
Chevrolet 
Diamond-T 
International 
Kenworth 
Peterbilt 
Studebaker 
Willys- 
Overland 
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34 States Previously *53) 56| as 14270| 4 ier 96| 4244) 55| 10044 22| 3460; 4622) | 798 al | 144) 1123; 521) 995) 34| 40124 \'53 34 States Previously 
Reported for February 52) 94) Le 19 187 123| 4241) 37| 7889 20; 3483} 4298) 49 298 24 26 131} 1233 488; 938) 158] 35365)'52 Reported for February 
Alabama °53| 4 Le i | 156 | 259 153] ¥) 20 | 1 a 23) 23] | 1349|"53 Alabama 
‘52 | 1 = 2 5| 146 | 280 134) 82 12 | 2 15} 19) 1] 1185 )'52 J 
Arkansas ss 53) | | | "3\ | 272| 190; 126 | | 4 $8 | 1342)"53 Arkansas pla 
ms 52) a 20 | \| | | 255) | 143 8i | 1] | | | 42 s| il | 1058 ‘52 du 
California 53 12) | 28) 20) 768) | 854 2; 605, 563) +15) «15 | 4) 26) 180)  47| 160 8|  5307|'53 ~ California ye 
i ‘52 13} = 1299 1] 18] AN] 657) 2] 845 2} 494) = -381 19} «17 2) 4] 2, ee d24] 22] 97 5| 4025 | '52 tor 
Colorado 53) 1| 329 | 12 ;| 82 2) = 206) 5; 107 105 2 4) | | 3; #8 | 32 |  930\'53 Colorado ass 
sat Lett ta | 232; | 981 _—t06}_—S 2) sta} S| | Sa} Ss) 35] 2] 908) 52 ree 
Georgia 53 780 3 202 303 225, «160 3) 63) +27; 8 1810|'53 i Georgi 
— ‘52 | | of Bl of at st Sl | | Tee} 131 | o | ft § st Tt | t628|'52 Pres 123 
Indiana ie 53) 3 50! 9 1} 186 410 145, (279 9| 7 93 39 16 1708 | "53 Indi pel 
‘52 i} taal tat i | ie | i061 208 | a | af @ fl ol ‘S| sl tools a 
Kentucky °53 | | | 558) | Hl 120 u 208 | 162| 164 | 2 ; sw 2) 4, il; 39; | 1317|'53 Kentucky cr 
52| | | 381} 1 2 2 2 i] 292 } 12} 131 | O_o ae 1] 1150/'52 pe 
Louisiana 53, | 571 ] 2) Li | 329 | 166) 174 | i Nl ] y zi 6) 27 f 1507 | "53 Louisiana ta 
‘52 | | 468 5 383 164] 142 \ 2 12} 29 1] 1413|'52 a 
Massachusetts *53) 10 6| 282 3 il 66 67} 2 6 25| 4l 741 |'53 M husett | 
z ‘52 | 13 ‘| 38 | 141 ii FA | 194 | 50 73| | | | a 23; 21 16| | 837 |'52 assachusetts w 
Mississippi 53) 661 127 406 29; «153 oT 4, +5 1668 |°53 Mississippi t 
i ‘52 | {| Si a | | % | 250 | il ‘ss | 4 | ft Bt at elt taee er "7 
Missouri "53 610 4 3) 133 365 175| (‘123 3 5) 38). +10) +14 1483 |°53 Missouri cre 
— | oat SLs StS atta | 3% | 233] 283 | 4g | af gl atl osetotst al tas ise re pt 
New York 53). «14 1076| ; 9 4) 493 3 702; +3) +«314) ~+~«379 | 47 | |) 35 a 47; «2 z| 3408 |°53 New York mo 
‘52| 9} 5s bas, | 33] 16} +307 8} 408 6] 187] 254 | 50 4} 29] 59} —43)_— 4825] 2156) "52 582 
Oklahoma *53) | | 691 2/ 137 | 500 ‘| 194 | 2 é| | | 5 S| 20 14 | 1851 |'53 Oklahoma 
‘52 1 | 589 7; 150 =) 4, 147] 203 \ 7 oan Ue 6} 1662) '52 cor 
Pennsylvania ‘53| 22| 38} 1172 | 9) 12; 485 5 | 270; 427 | 4l | ; 20) 8 5! $3 3; 3568/53 Pennsylvania twe 
‘52 | 10} 34] «931 1| 23| 438 7| 2 i] 251; 376 65 4, 23} 106} 52) = 63).—sAA] S291 )'52 cer 
48 States Reported ‘3, (122; —«164| 24637, 4) ~—=«222| —«*166| 7480) BL its 37| 6461; 7645 ai 384| ‘| 31; 259) 2089) 827) 1566 =| ag 68113 |'53 48 States Reported cen 
To Date for February 52; -(146| ~—*136| 19429) 27,287] 226-7243) 13127] 34, 5940; 6842; -70|-«52i| 26] ~—=«47|—«-233|-«2127| 793] «1376 58908 | '52 _ To Date for February las 
Year "53, 217, +318| 49811; 9; 469) 315) 15135) 199) 34166) 75] 13529, 15382) 102) 874; 25) 73) 542| 4299) 1607) 3430) 142) 140719)'53 Year A 
To Date ‘52; 288) 253] 38884} 56, 575) 480) 15222 10) 26113) 110) 11909} 13492 117 1057; 45,121 472| 4241} 1770} 2854) 403] 118569) '52 To Date 





The following advertised-delivered prices 
are based on factory retail prices sug- 
gested by the factories. These prices in- 
clude Federal excise taxes and factory 
handling charges, plus dealer delivery 

handling charges. They do NOT in- 
clude transportation charges, state and 
local taxes or optional equipment, 


ALLSTATE — Four — 2-dr. sed. $1,499. 
Six—$1,686.18. (Sold only by Sears, Roe- 
buck and Co. stores in certain areas.) 


AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv., $2,295. 
(Delivered at U. S. ports.) 


BUICK—Special — 4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr. Deluxe sed., 
$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super—4-dr. Riviera, $2,696.17; Riviera 
epe., $2,610.56; conv., $3,001.59; stat. 
wag., $3,429.73. Roadmaster—4-dr. Riviera, 
$3,254.36; Riviera cpe., $3,358.05 conv., 
$3,505.56; stat. wag., $4,030.73; Skylark 
sports car, $5,000. (Dynafiow standard on 
Roadmaster models, optional at $192.50 on 
all others. Power steering standard on 
Roadmaster models, optional at $177.40 on 
others if equipped with Dynaflow. Power 
brakes standard on Skylark, optional at 
$35.19 on other Roadmaster models only. 
Air conditioning optional at $594 on Rivi- 
eras in the Super and Roadmaster series 
only.) 

CADILLAC—Series 62 — 4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
clal—4-dr. sed., $4,304.88. Series 75—8- 
pass. sed., $5,407.54; lim., $5,620.93. Eldo- 
rado—conv., $7,750. ( stand- 
ard on Series 62, Series 60 Special and 
ete, optional at $198.36 on Series 75. 

ower steering standard on Eldorado, op- 
tional at $176.98 on all other models. Auto- 
matic beam control a at $53.36. Air 
conditioning eptional on all enclosed mod- 
els at $619.55.) 


— 4-dr. sed., 


sed., $1,767; cl. ope., bt2s spt. cpe., 
$1,967; conv., rg 6-pass. stat. wag., 
123; wag., $2,273. Bel Alr 
2-dr. sed., $1,820 
conv., $2,175. (Power- 





Current Prices on New Cars 


Bel Air models only. 
tional at $177.55 on all models.) 


CHRYSLER—Windsor—4-dr., 


492.25 (8-pass., 


stat. wag., 


dr. sed., 


Newport, $3, 522; stat. wag., $3, ‘932.75. New 


$4, 


369); 


Yorker Deluxe—4- dr., 


pe., $3,298.50; Newport, 
$3,980. Custom Imperial—4-dr., 


259.50; Newport, 


Crown I 
lim., $7,043.75. 


perial 


on Windsor. 
Crown Imperial, 


lim., 


$4,797; 
rial — 8-pass. 


Power steering op- 


el. 


sed., $3,327.50; 
$3,687.75; conv., 
sed., 
$4,560.25. 
sed., $6,921.50; 
(Fluid - Matic optional at 
$130.10 on Windsor, standard on other mod- 
els. Fluid-Torque standard on Custom Im- 
and Crown Imperial; 
$139.75 on other eight-cylinder models, at 
$106.40 on Windsor Deluxe and at $236.50 
Power steering standard on 
optional at $177.35 on 
other models; not available on Windsor cars 
with standard transmission. Wire-spoke 


cpe., 


sed., 
$3,433); cl, cpe., $2,471.75; 
$3,288.75. Windsor Deluxe—4 
$2,721; Newport, $3,025.25; conv., 
$3,246.75. New Yorker—4-dr., sed., $3,184.- 
50 (8-pass., 


$3,155.50; 


optional at 


wheels optional at $290.25 on all models.) 


DeSOTO — Powermaster 6 — 4-dr. 
$2,385.75 (8-pass., $3,281); cl. cpe., 
Sportsman, $2,634.25; stat. wag., $3,107.75. 
Fire Dome V-8—4-dr., sed., $2,673 (8-pass. 
cpe., $2,651.50; Sportsman, 
stat. wag., $3,- 
(Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-8s only. Power 


$3,558.75); cl. 
$2,922.50; conv., 
381. 


$3,144.25; 


steering optional at 


wheels at $290.25 on all models.) 


DODGE—Meadowbrook 6—4-dr. sed., $2,- 
024.75; cl. cpe., $1,983; stat. wag., $2,201.- 
25. Coromet 6—4-dr. sed., $2,136; cl. cpe., 


$177.35 on all cars 
equipped with special transmissions. Power 
brakes optional at $36.55 and wire-spoke 


$2,109. Coronet V-8—4-dr., sed., $2,244.50 


cl. cpe., $2,223; Diplomat, $2,385.50; conv., 
Fluid Cou- 


$2,519; stat. wag., $2,527.50. ( 


pling optional at $20.40 on all six-cylinder 
Meadowbrook station 
wagon. Gyro-Matic optional at $130.10 on 
all models except the Meadowbrook station 
wagon. Gyro-Torque optional at $233.50 on 


models except the 


V-88 only. Wi 
$290.25 on all models.) 


wheels optional at 


at $178.35 on Two-Ten and FORD—Mainline 6—4-dr. sed., $1,690.47; 


$2,- 


el. 


$4,- 


sed., 
$2,364; 


2-dr. sed., $1,641.59; bus. cpe. $1,537.33; 
stat. wag., $2,018.90. Customline 6—4-dr. 


sed., 
cpe., 


$1,782.69; 2-dr. sed., $1,733.79; 
$1,743.29. Mainline 


8—4-dr. 


cl. 
sed., 


$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53; 


line 8—4-dr. sed., 


stat. wag., $2,095.07. Custom- 
$1,858.35; 2-dr. sed., 


$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv., $2,229.92; stat. wag., $2,403.24; 


(Fordomatic optional at $184 on all mod- 


els.) 


FORD OF BRITAIN—Prefect 4-dr. sed. 


$1,337.04; Anglia 2-dr. 
Consul 4-dr. sed., 
$2,075 (power top, $150 extra); 


sed., 
$1,695; Consul conv., 


$1,179.07: 
Zephyr 


Six 4-dr. sed., $1,890; Zephyr Six conv., 


$2,425. 


entry.) 
HENRY J—Corsair Four—2-dr. sed., $1,- 


499. 


HUDSON—Jet—4-ar. 


det—4-dr. sed., $1,954. Wasp—4-dr. 


$2,310.87; 2-dr. 


32,310.87. Super Wasp 
465.84; 2-dr. sed., 


sed., $2,264.12; cl. 
— 4-dr. sed., 
$2,413.28; cl. cpe., $2,- 


Corsair Deluxe Six—2-dr. sed., 
686.18. 


(Delivered at New York port of 


$1,- 


sed., $1,858. Super 


sed., 
cpe., 
$2,- 


465.84; Hollywood, $2,811.58; conv., $3,- 


047.50. 


Hornet—4-dr. 


"7 


$2,7 


68.86; cl. 


cpe., $2,741.99; Hollywood, $3,095.15; conv., 
$3,342.05. (Hydra- 


¢ Matic optional on ail 
models at $178.03.) 


JAGUAR—Mark VII—4-dr. sed., $4,170; 
sed. with Borg-Warner 


Mark VII 4-dr. 


automatic 


cpe., 


$4,065; 


transmission, 
XK-120 cpe. 
equipment, $4,460; XK-120 conv., 


XK-120 conv. with modified 
(Delivered in New York City.) 


BAISER—Deluxe — 4-dr. sed., $2,512.79; 
club sed., $2,450 4-dr. Traveler, $2,618.55, 
Manhattan—4-dr. sed., $2,649.63; club sed, 
$2,506.76; 4-dr. Traveler, $2,755.36, anaes 


434. 


—$3,923.91. (Hydre-Matice standard 
Dragon, optional at $178.55 on other mod- 


$4,450; 
with modified 


XK-120 
$4,039; 


equipment, $4,- 


models. Power steering optional at $193.90 


on all models, 
power seat at 


MERCURY — Custom — 4-dr. sed., $2,- 


250.50; 


stat. 


MORRIS and MG—Morris Minor — 4-dr. 
sed., $1,535; 2-dr. sed., $1,435; ccnv., 


2-dr. 
$2,315. Monterey — 4-dr. 
hardtop, $2,451.50; conv., $2,609.50; 8-pass. 


wag., 
tional at $189.81 on all models.) 


$2,825.50. 


sed., 


$2,193.50; 
sed., 


(Merc-O-Matic op- 


power brakes at $43 and 
$69.90.) 


spt. 
$2,332.50; 


465. Morris Oxford—saloon, $2,150; 


wag., $2,385. MG/TD—standard conv., §$2,- 


115; Mark II conv., 
New York City.) 


NASH—Rambler Super — Suburban, §2,- 
002.60. Rambler Custom — Hardtop, -.- 


125; conv., 


hardtop, 


4-dr. 


$2,433.20. Ambassador Super — 
sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 


2-dr.  sed., 


$2,150; stat. 
Statesman Super —4-dr. sed., $2,178.35 
2-dr. sed., $2,143.55. Statesman Onsteas— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 


$2,695; 


$2,327.09; 2-dr. sed., 


395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop 
$3,228.84; Fiesta sports 
(Following equipment stand- 
ard on Fiesta, optional at extra cost on 


$3,021.75; 


conv., 
ear, $5,715. 


or; 


$2,360, 


hardtop, 
power steering at 


wag., 


(Delivered in 


$2,118.90. 


$2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassad 
$192.40 on Ambassador only. LeMans en- 
gine optional at $192.50 on Ambassador.) 


OLDSMOBILE — Deluxe 88 — 4-dr. sed., 


$2,261.62. Super 88 
—4-dr. sed., $2,461.71; 


2-dr. sed., 


all other models: Hydra-Matic, 
power steering, $177.40; 


$178.35; 
power brakes, 


cpe., 


$1,- 
stat. 


$2,- 


PLYMOUTH—Cambridge—4-dr., sed., $1,- 
765; cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Cranbrook—4-dr., sed., 
$1,872.50; cl. cpe., $1,842.50; Belvedere, 
$2,064; conv., $2,220; stat. wag., $2,207.25. 
(Hy-Drive optional at $145.80 on all models, 
wire-spoke wheels optional at $290.25.) 


PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. 
Chieftain 6 Deluxe—4-dr. sed., $2,118.53; 
2-dr. sed., $2,060.28; conv., $2,444.21. 
Chieftain 8 Special—4-dr. sed., $2,089.62; 
2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
4-dr. sed.. $2,193.51; 2-dr. sed., $2,136.32; 
conv., $2,517.66. Catalinas—Deluxe 6, $2,- 
304.30; Custom 6, $2,370.43; 
$2,370.99; Custom 8, $2,446. Station wag- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61; 
three-seat Special 8, $2,580.15; 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35, power 
ane at $177.40. Autronic Eye at 
$53.65.) 


ROOTES—Hiliman Minx—4-dr. sed., $1,- 
699; conv., $1,899; stat. wag., $1,938. 
Humber—Hawk sed., $2,395; Hawk touring 
lim., $2,640; Super Snipe sed., $3,295; 
Super Snipe touring lim., $3,580; Super 
Snipe Pullman lim., $5,110. Sunbeam-Tal- 
bot—Sed., $2,685; conv., $2,911. Rover- 
Sed., $2,897. (Delivered in New York City.) 


two-seat 


STUDEBAKER — Champion Custom - 
4-dr. sed., #. oes 40; 2-dr. sed., $1,735.12 
Champion’ — 4-dr. sed.,” $1,862.83 
2-dr. sed, yg 830.58; 5-pass. cpe., $1, 
868.21. Champion Regal — 4-dr. sed., $1, 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe. 

$2,115.80. Commander 
$2,121.15; 2-dr. sed. 
2. Com 


$1,954.55; hardtop, 
Deluxe — 4-dr. sed., 


$2,088.90; 5-pass. ‘cpe., $2,126. 
mander 
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50.) Regal—4-dr. sed., $2,207.54; Land scrag 
PACKARD—Clipper—4-dr., sed., $2,588; | Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe. orga 
° * | $2,212.91; hardtop, $2,374.16. (Automatic fi 
club sed., $2,584; Deluxe 4-dr. sed. $2,-| Drive optional at’ $231.24 on Champion vet 
785; Deluxe club set.. pang a wr mf $243.08 on Commander. Power steerin: amor 
sed., $3,234; Mayfair hardtop, $3,268; optional at $161.25 on Commander.) Achi 
conv., $3,476; Patrician 4-dr. sed., §3,735; WILLYS — Aero Lark — 4-dr. sed., $1,- pete 
Caribbean conv., $5,200; formal sed., $6,-| 732.10; 2-dr. sed., $1,645.70. Aero Falec:: Virg 
526; executive sed., $6,895; —4-dr. sed., $1,860.61; 2-dr. sed., §$1,- . 
lim., $7,095. ( standard Pa-| 759.97. Aero Ace—4-dr. sed., $2,038.43 pon 
trician and formal , @ptional at $199) 2-dr. sed., $1,963.11. Aero Eagle (hardtop Poin 
on other models. Power at | —$2,156.79. Station wagons — 4-cyl., $1, Willi 
$195 on all models; power brakes at/| 862.22 (four-wheel drive, $2,304.03); 6-cyl. wh 
$39.45. ) $1,948.75, . 


teen. 
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jales Conditions in Various Areas... 





Auto Market Reports 


Cleveland 


A definite movement into the 

pring selling market is being evi- 
enced throughout greater Cleve- 
ind as sales of automobiles begin 
o approach new highs for the year. 

For the week ended March 28, 
new-car sales surged to 1,625, one 
of the highest weeks this year, 
and at least 500 above the same 
period a year ago. 

For the first time, too, used-car 
sales were described as “stimulat- 
ing” with the week’s turnover at 
1,735, the second-best week of the 
year, and considerably above the 
same week a year ago. Inventories 
continued to be strong and market 
movement sluggish, although the 
arrival of warmer weather has defi- 
nitely enhanced sale conditions. 

In truck turnover, new units 
touched 128, top for a three-week 
period, while 88 used trucks were 
sold.—(Sanford Markey.) 

a . = 


Owensboro, Ky. 


Most dealers in the Owensboro 
(Ky.) area think the saturation 
point has been reached on trucks, 
which are reported 50 percent down 
in sales as compared with three 
months ago. 

New-car demand is good, and 
some dealers are still short on new- 
car stock. Used cars are slower, but 
sales have picked up recently and 
inventories are not too high gen- 
erally.—(L. H. Houck.) 

* * * 


Denver 

A total of 127,903 sets of license 
plates was issued for Denver cars 
during the first two months of this 

year, according to Homer L. Bru- 
ton, Motor Vehicle Department 
assistant supervisor. This shows an 
increase of 3.8 percent over the 
123,216 sets issued during the same 
period of last year. 

The department showed an in- 
crease in cash receipts of 2.41 
percent, $2,609,312.81 having been 
taken in during the first two 
months of this year as compared 
with $2,548,487.24 collected during 
the same period of 1952. 

The reports also showed an in- 
crease of 6.23 percent in truck li- 
censes issued auring the first two 
months of this year. A total of 16,- 
582 truck licenses were issued as 
compared to 15,609 for the first 
two months of last year. Dealer li- 
cense plates, 1,465, were a 76.08 per- 
cent increase over the 832 issued 
last year. 

An increase in new-car and new- 
truck sales was registered in 
February by Denver dealers. During 
that month 1,030 new cars were sold 
as against 906 during the same 
month of 1952. There were 154 new 
trucks purchased from Denver 
dealers in February as against 109 
during the same month of last year. 

For the first two months of this 
year 1,783 new cars were sold, an 





J-A Winner— 


A juvenile folding chair made from 
scrap materials by Junior Achievers who 
organized Neet Seet Co. of Detroit won 
first honors in woodworking this year 
among southeastern Michigan Junior 
Achievement groups. The chair will com- 
Pete for national honors in New York. 
Virginia Sugamele, president of Neet Seet, 
sponsored by the Dodge Main plant, 
points out some features of the chair to 
William C. Newberg, president of Dodge, 
who hosted five of the Dodge-sponsored 
teen-age companies at a luncheon. 





increase over the 1,607. sold 
during the same period of 1952. 
New-truck sales showed an in- 
crease for the two-month period. 
In January and February of this 
year 250 trucks were sold as 
compared to 204 last year. 


Cars sold in Denver during 
February were: Chevrolet, 215; 
Ford, 187; Plymouth, 102; Buick, 


98; Oldsmobile, 73; Dodge, 55; Pon- 
tiac, 48; Mercury, 43; Cadillac, 40; 
Nash, 39; Chrysler, 28; Studebaker, 
26; Hudson, 19; Lincoln, 18; Pack- 
ard, 16; DeSoto, 9; Willys, 5; MG, 
2; Henry J, 2; Jaguar, 2; Crosley, 
1; Morris, 1, and Hillman 1. 

New trucks sold were: Chevrolet, 
65; Ford, 32; International, 15; 
GMC, 8; Studebaker, 5; Willys, 4; 
Auto Car, 2; Divoo, 1; White, 1, 
and Fruehauf, 1.— (Ira R. Alex- 


ander.) 
* * * 


Pittsburgh 


Two weeks of sunshine should im- 
prove the Pittsburgh used-car mar- 
ket, which in general was reported 
in January to have dropped 45 per- 
cent below January, 1952. February 
and March used-car business was 
reported much improved over com- 
parable months in 1952. 

Some sources believe the after- 
affects of the steel strike still are 
being felt. Shortly after people re- 
turned to work, Christmas buying 
came along; then, just as people 
were getting caught up with their 
January and February bills, Uncle 
Sam wanted his income tax. Under 
these conditions, many shoppers 
can make the monthly payments, 
but can’t make the down payment 
—(Leon M. Leffingwell.) 


* * * 


Morganfield, Ky. 

New-car demand is strong in 
Morganfield, Ky., with some pres- 
sure for a larger allowance on 
tradeins. Cars of '49, '50 and ’51 
vintage are also in good demand, 
with clean cars moving out swiftly. 

Inventories are normal, and re- 
possessions are termed slight. Serv- 
ice volume has slowed.—(L. H. 
Houck.) 


* * * 


Van Wert County, O. 

Ninety-one new motor vehicles, 
including 76 passenger cars, were 
sold in Van Wert county, O., during 
the month of February. The new 
cars sold were: Ford, 19; Chevro- 
let, 15; Plymouth, 8; Buick, 7; Olds- 
mobile, 6; Nash, 4; Chrysler, 4; 
Pontiac, 4; Dodge, 3; DeSoto, 2; 
Cadillac, Studebaker, Henry J and 
Willys, 1 each. — (Simon M. 
Schwartz.) 


* 


= * * 
allas 

The market in Dallas county has 
been good so far this year, with 
dealers registering the best Febru- 
ary sales in history and with used- 
car sales fairly satisfactory, con- 
sidering the general softness of the 
market. 

Dallas county dealers sold 2,800 
new cars in February as against 

1,819 a year ago. 

Although inventory in used cars 
was piling up, the market showed 
no marked abnormalities, in view 
of seasonal factors and increased 
car output. However, dealers were 
doubtful of the customary spring 
acceleration. 


The demand for new cars was 
considered good. 

A survey of used-car sales by 29 
metropolitan Dallas dealers during 
February indicated that a consider- 
ably larger stock of used cars was 
required to do the same volume of 
business as compared with Febru- 
ary, 1952. 

The survey showed that the 
Dallas dealers sold a total of 
$2,148,389 in used cars as com- 
pared with $1,685,633 in February, 
1952. The number of units in 
February was 2,262 compared 
with 1,615 the same month a year 
ago. 

The per-unit value of cars sold 
in February was $962 compared 
with $1,110 a year ago. The rate of 
turnover was 175 compared with 
206 in the 1952 month. Value of 
turnover against inventery was 166 








percent (approximately the same 
as in November, 1952, when the 
market turned soft) compared with 
212 percent during February, 1952. 


Used cars on hand at the end 
of February totaled 1,203 compared 
with 892 last year. 


Used-car dealers generally were 
finding the bulk of the demand for 
clean 1950-’51 ’52 models, with both 
prices and market weak for older, 
rough cars.—(Charles Cates.) 

* * + 


Portland, Ore. 


Everyone connected with the in- 
dustry in Portland agrees that this 
is a year of keen competition. 


Vehicles on hand now range 
from four-day to a _ two-week 
supply for most new dealers, but 
this is expected to change early 
in April. Many firms are adding 
to their sales staffs to move 
quotas which are up as much as 
50 percent this year. Used-car 
stocks are heavy. 


People are more in a mood to 
buy than they were last year, but 
they insist on getting just the 
model they want. This makes it 
tougher to stock enough cars so 
the customer doesn’t have to wait 
for one ordered from the factory. 
—(F. K. Haskell.) 

cg x * 
Cincinnati 

New-car sales in Hamilton Coun- 
ty (Cincinnati) continued strong in 
February. The month’s total of 
2,046 units, while down slightly 
from the January figure of 2,110, 
represented a good showing con- 
sidering the short month. 


Compared to February a year 
ago, a leap year month when 
1,577 new units were registered, 
the 1952 month’s total represented 
a substantial gain of 469 vehicles, 
or approximately 30 percent. 

The used-car sales lagged a bit 
behind last year, with 3,261 regis- 
trations in February compared to 
3,353 for the corresponding month 
of 1952. However, there was a 
month-to-month increase of 121 
units over January. 


New-truck volume was off as 
measured by the preceding month 
and also by the _ corresponding 
period of 1952. The February total 
was 213 units, as compared to 249 
in January and 221 in February, 
1952. 

New-car registrations by make 
were: Ford, 349; Chevrolet, 449; 
Plymouth, 233; Buick, 200; Olds- 
mobile, 177; Mercury, 119; Pon- 
tiac, 123; Nash, 70; Dodge, 80; 
Chrysler, 49; DeSoto, 52; Cadillac, 
31; Studebaker, 16; Packard, 30; 
Hudson, 26; Kaiser, 14; Lincoln, 
7; Willys, 18; Henry J, 4; Jaguar, 
1; MG, 1; Volkswagen, 2. 

Used-car registrations by make: 

Ford, 519; Chevrolet, 527; Plym- 
outh, 381; Buick, 312; Oldsmobile, 
251; Pontiac, 261; Dodge, 152; Mer- 
cury, 137; Nash, 142; Studebaker, 
104; Chrysler, 83; Hudson, 88; De- 
Soto, 74; Packard, 48; Cadillac, 39; 
Kaiser, 54; Willys-Overland, 20; 
Henry J, 14; Lincoln, 17; Crosley, 
14; Frazer, 19; LaSalle, 1; others, 
4.—(Emery Bacon.) 


1953 


district. 


dealers is a quarter-century dealer. 
Also many of the rest are well on 
their way to become so. 


When men and women have been 
married for more than 25 years, 
we naturally think, they both must 
be nice people to live with. 

Any automobile dealer, who has 
been able to remain a_ dealer, 
through two world wars and sev- 
eral depressions, is obviously a man 
of character and ability. With 
other good automobile manufac- 
turers available for Ford dealers, 
| the only valid conclusion is “They 
like it!”—-Murray FAHNESTOCK, 
Pittsburgh. 





* * * 


Ride Engineers 

Your article on “A Race for Auto 
Comfort” is informative and quite 
interesting. Suspension engineers 
from the beginning have been fully 
concerned with riding qualities of 
the automobile. 

It is true that the first springs 
used on autos were inherited from 
the carriages and buggies. Because 
of the difference in motive power 
from horse to gasoline motor and 
the increase in speed of travel, a 
change in design and application of 
springs took place. 

Even today, as the horsepower 
goes up in engines of our autos, 
the springs must be designed ac- 
cordingly. 

It is perhaps not always under- 
stood just what is involved in the 
design of a spring for an auto. 

Because of the advancements in 
the manufacture of spring steel, 
the improved quality of the spring 
steel and the development of new 
alloy steels, we have been able to 
use higher stresses in springs with- 
out sacrificing fatigue life. With 
higher stresses, we have a greater 
range to work with in designing 
springs. This has helped by permit- 
ting greater deflections of the 
springs under load and thus lower 
OPM (oscillations per minute). 

The higher powered engines of 








Daytona Beach Honors Hudson Official— 


R. J. Waldron (left), Hudson industrial relations vice-president, was named honorary 


mayor of Daytona Beach, Fia., during the 


recent Hudson Day festivities in connection 


with Speed Week. Daytona's Mayor John R. Tamm (center) presented Waldron with 
a key to the city at a breakfast attended by civic officials, Hudson dealers, zone 
personnel and NASCAR officials. On right is C. H. Calhoun, Hudson eastern division 


soles manager. 





Win Ford Award for Fifth Year— 


Five-time winners of Ford's Four-Letter Award are six dealers of the Cincinnati 
Ever since the program was adopted by the company, the dealers have 
qualified for the award for outstanding dealership operations. Seated (from left) are 
Ben Borchers jr., Borchers Auto Co., Dayton, O.; Joe Deligne, Deligne Sales & Service, 
Inc., W. Va., and Tom Catron, Catron Motor Co., Corbin, Ky. Standing are W. W. 
Cumming, Ford's Cincinnati district manager; Bruce Kidd, Tennessee Motor Co., Johnson 
City, Tenn.; Jack Rardin, Galigher Motor Sales, Huntington, W. Va.; E. G. Myers, Ross 
Motors, Inc., Middletown, O., and Paul Larson, central regional sales manager. 


In the Letterbox 





(Continued from Page 4) 


today have presented new prob- 
lems to the spring designer. The 
engine torque, which, if applied 
suddenly, can be changed into a 
shock or jolt to the riders, but with 
the Hotchkiss drive, it is absorbed 
and released gradually by the 
wind-up of the leaf spring. How- 
ever, the spring must be designed 
to withstand the additional stress. 

Inter-leaf friction has an impor- 
tant part in ride-comfort and not 
all engineers are in agreement as 
to the desired amount. With a min- 
imum of inter-leaf friction, the 
shock absorber must do more work 
than where the inter-leaf friction 
is greater and the springs do more 
of the dampening. 


Full length liners or inserts be- 
tween the leaves of the spring has 
enabled the ride engineer to estab- 
lish the desired amount of control 
necessary. 


Research and development has 
made the automobile what it is to- 
day and each new model is a chal- 
lenge to the ride engineer. —F. T. 
Row.anp, Product Engineer, Stand- 
ard Steel Spring Co., New Castle, 
Pa. 


All Fouled Up 


Your March 16 issue deplores the 
muddled state of the country’s 
traffic laws; advocates adoption of 
the Uniform Vehicle Code and the 
Model Traffic Ordinance in order 
to eliminate the “Babel of con- 
fusion” in traffic laws and control 
devices. 

It is indeed utter nonsense that, 
after more than a half century, 
regulation of automobile traffic is 
still split up among 48 states and 
countless cities and towns. If any- 
thing in this country qualifies as 
coming under interstate commerce, 
it is the auto. There isn’t a minute 
in the day when autos are not criss- 
crossing state boundaries from 
coast to coast. 

Yet any attempt to bring auto 
operation under uniform federal 
control (as for instance suggested 
by Senator Capper of Kansas on 
the floor of the senate back in 
1937) has got nowhere. The whole 
matter has always been tossed 
back into the laps of 48 sovereign 
states and their almost innumer- 
able cities and towns. 

As they say in the army, things 
are normal when “all fouled up.” 
The auto industry seems to have 
regarded this “all fouled up” state 
with respect to traffic laws as 
“normal.” Maybe that is the best 
way to make sure no one will tell 
the industry it must design and 
build safer cars. — ArtHuR W. 
Stevens, president, Automobile 
Safety Assn., Boston. 


Village Cadillac Plans 
Village Cadillac, Inc., of Dallas, 
new Cadillac dealership, is building 
its home at 5460 Preston Rd., ac- 
cording to W. D. DeSanders, presi- 
dent. The $250,000 facilities will 
include display rooms, offices, parts 
department, service shop and work 

area as well as parking space, 
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| | Deluxe (8) 4-dr., $800; 2-dr., $740. '47 country club $1,000*. ‘47 (600) sedan - 
| e e | SD (8) club coupe, $510. "41 SD (8) 2- $410. 
dr., $140 é & ‘ | OLDSMOBILE—°51 Super (88) sedan, $1 
se ? ar uc ion rices | MERCURE 29 2ar., $650. °47 club coupe 730*; (98) sedan, $1,475*. °50 (SS) Holi 
} _ $435 46 2-dr., $555. | day, $1,360*. °49 (98) sedan, $925 VW 
| NASH 51 Rambler station wagon, $1,005.| (98) sedan, $535 
| OLDSMOBILE—'50 (98) 4-dr., $1,125". "49 | pag gma aes a iar > 
(Continued from Page 43) | (88) sedan, $840 j ACKARD 50 sedan, $960 49 sedan 
| PONTIAC—'51 Chieftain (8) 2-dr., $1,425*, | $740 
brook sedan, $1,060, $1,005, $1,090. ‘50 NASH-—-'50 Statesman 4-dr., $525. '48 (600) | °49 Chieftain (S) 4-dr., $840; 2-dr., $690. PLYMOUTH—'50 SD sedan, $870 e) 
SD sedan, $895 ; club coupe, $345 jst DEBAKER—'51 Champion 4-dr., $1,- | PONTIAC—'51 Chieftain (8) sedan, $1 io 
| PONTIAC—'52 Catalina, §$2,230*%, $2,340°; | OLDSMOBILE ‘50 (8%) 4-dr., $1,225. '49 000"; conv. $995 500*. '49 Chieftain (6) sedan, $960. ‘47 
station wagon, $2,050*; Chieftain (8) | (98) conv., $835*; 2-dr., $885*, '47 (6S) SL (8) sedan, $610, '46 SL (6) sedan hi 
conv., $2,350; sedan, $1,625. '51 Chieftain 4-dr., $300. 46 (66) 4-dr., $300 FORT WAYNE IN $425. »w 
(8) sedan, $1,480*, $1,220. '50 Chieftain | pL yMouTH 17 SD 4-dr., $305. ‘46 SD ; e : D. STUDEBAKER ‘50 Commander sedan t 
(S) sedan, $1,2s80* 4-dr., $365 (Carl Marker’s Auto Auction. Sale every | ° 27), < , - . a . 
STUDEBAKER. '51 Champion sedan, $920; | ponTisAc 52 Chieftain (S) 4-dr.. $1,810, | Tuesday. Prices are for sale of March 31.) $770. Vv 
Commander (8) sedan, $1,035*. 50 Cham 51 Chieftain (S) conv., $1,710. ‘49 Chief (Clean models” bringing top prices. oO} 
pion sedan, $SS0 tain (8) 4-dr., $905 Kough cars hard to get a bid on, Sold : 
STUDEBAKER (48 Champion club coupe, 81 cars out of 114 offerings.) (a oap ox erDy 
LAUREL, MD. er BUICK -'53 RM Riviera 2-dr., $3,350*. '51 | . i 
~~ . ss ran. | " . ‘ » Super 4-dr.. $1,760*. °50 Special 4-dr., | U . M h d 
Tha nay ae Se eS, Wea MASON CITY, TA. $1,130, $1,150. '49 Super sedanet, $965, | ps 4 erc an 1se 
eA Tea i} (Market steady, but dealers are cau- (Lapiner Auto Auction. Sale every Wed- vol0; 4-dF eer 47 RM conv., $450. | ° f 
st sn aveoen tious. Sold 46 cars out of 71 offerings.) | nesday. Prices are for sale of Apr. 1.) CADILLAC 52 (62) 4-dr., $3,850", "46 rize cne ule 
| BUICK —’49 RM 2-dr.. $710 (Prices steady, demand high for clean 5 (62) 4-dr P $680* i & 
| CHEVROLET 52 SL Deluxe 2-dr., $1,075; | Iate model and new cars. Sold 99 cars | CHEVROLET — °51 conv., $1,455"; 2-dr.,| DP ETROIT.—Richest rewards ever 
Bel Air, $1,880°, 61 SL Deluxe S-dr. | out of 144 offerings.) $1,240. 50 Bel Air, $1,250. '49 FL De- | e await chasenion 5 the end of 
Goodrich Safetyliner $1,150, $1,135. °50 conv., $1,175; %-ton | BUICK—'53 Super Riviera 4-dr., $2,950%;| QUrescaan” gang 47 PL coroeeenn eene | ee ee eee 
y — | panel, $500; FL Deluxe 4-dr., $630 Special 4-dr., $2,490*. "52 Super Riviera | cpmysSLER a Genta Gear si aos the All-American Soap Box Derby 
‘ ° ° ‘ . ‘ . - a ‘ 6 > e : ’ eo 2. SLE « § - » $1,55 s 
A low-price tubeless car ire designed noe ee ee oe eae a ee per Acai G1 BOOT, Speci | py 2b Windsor 2-dr., $1.000%, topped by $15,000 in college 
fo protect against blowouts is now in pro- DODGE—'52 Meadowbrook 4-dr., $1,300* 2-dr., $970. ‘49 Super 2-dr., $890. | anne he Gendowneeek die. sobs | scholarships- fill the prize jackpot mu 
in a 4 . % 5 ‘47 | . ne +6) . « ne 4 . a - ay 90D. - * 
duction at B. F. Goodrich. 1 features an| 18 Congnet daar, $019, 47 Lewuxe cub | CADILLAC 92 02) club, coupe, $3,485". | Font~52 ranch wagon, $1,400; Ma, (s) | announced for the 16th running of J inf 
inner lining of rubber which retains air, | FORD "*52 Custom (8) 4-dr., $1,670. '50| CHEVROLET—'53 |(210) 4-dr., | $1,960: | a: 38. “e Cuseen ‘te we oe | the boys’ classic Aug. 9 at Akron. a 
bint iis : : } 2- 25. "49 Cus x 50) 2- $1,720, "52 SL 2-dr., gpa le ae eee mane y ses : 
ee i club coupe, $725.48 BD (8) 2dr. $265, | $1 “05°. gi 6°. $1 355° OSI. Special $955, $965. "49 Custom (S) 2-dr., $665,| In addition to scholarships for bu: 
the cause of blowouts, according to the | ‘42 Deluxe (8) club coupe, $240. °31 | sedan, $1,265, $1,235, $1,225. '51 Bel Air, | pg le A a seas oy ass rh $630 the first five place winners, the is ¢ 
company. | Model A conv., $300. | $1,455°, $1,445; SL Deluxe sedan, $1,165, | 544, BP SEGEs OWN. AO EP AG) EGE. rize list set by the All-Americe 
eames | HUDSON ‘49 Commodore (8) 4-dr., $625 $1,140. $1,110; SL Special 2-dr., $1,085, | a face 51 Henry J 16) 2 ate p et by the -American 
| "46 Commodore (6) 4-dr., $155. | $1,035, $1,020. '50 Bel Air, $1,210*, $1,-| WERCURY "4s Deluxe 2-dr $612 47 De- | 502P Box Derby headquarters in- m 
The back pages of every issue of AUTO- | KAISER—'49 Academy 4-dr., $420 180; SL Special 4-dr., $970. '49 SL De-| "Tye oar. gg15. SS P| cludes more valuable merchandise 7 
MOTIVE NEWS contain the WANT AD|LINCOLN—’51 4-dr., $1,450* | luxe 4-dr., $920, $910, $860. '48 SM 2-dr., | vacee “<51 Ambassador 4-dr., $1,020. '50| award 4 tronhi 0 
Section. Others are profiting from AUTO-|MERCURY—’'51 4-dr., $1,380*. '50 2-dr..| $695. | " @iatanmnn 4-60. 6756. 49 Ambasnadec © awards and trophies than ever be- de 
MOTIVE NEWS WANT ADS! Are you? $955*. °47 4-dr., $565 | CHRYSLER—'51 Saratoga 4-dr.,, $1,620*. dr., $590 cr., o(20. “49 Ambassador 2- | fore, TI 
er pat ae ——" | ‘50 Royal club coupe, $1,100*. "48 AT nr om ee ‘ e 
oa" " | Wandsor 4-dr.. $568°. [—_—— 52 oe) S-Or.. 09.208". 50; Along with a $5,000 four-year if 
| DeSOTO—'50 Custom 4-dr., $965. | $1 tae; «96> aoa $1, a 49 (S88) 4-dr., | scholarship to the college or uni- it} 
DODGE—'53 Coronet 4-dr., $1,900*. | PACKARD — Sl a-an st om | versity of his choice, the national it 
| FORD—'53 Victoria, $2,350*; Custom (8) | nF y a ke a h : . a 
sedan. $2,115*, $2,085*. '52 Victoria, $1,- | PLYMOUTH—'52 Concord 2-dr., $990. °51| Champion will win the Chevrolet N 
995*, $1,975"; Custom (8) sedan, $1,590*,| Cranbrook 4-dr.. | $1,050. '50 SD conv.,| trophy and a gold Ringmaster Soap cal 
560. '51 Victoria, $1,405*; Custom (8) $1,010; 4-dr., $930. "47 Deluxe 2-dr., i imi | 
a - Sar. $1,210"; Deluxe (8) 4-dr., $1,020, | $900. Box Derby ring, similar to the one anc 
-dr., . : -dr., ’ ¢ , — med ‘ - ° 
‘50 Custom (8) 2-dr., $945. '49 Custom | PONTIAC—'50 Chieftain (8) 2-dr., $1,225; | awarded each year to the winner will 
| (8) club coupe, $795. ‘47 SD ctub coupe, She aaa ao 49 SL (8) 2-dr.. | of the Indianapolis race. era 
645*. '46 Deluxe (6) 2-dr., $350. “es % , d990, z ra 
| gumeoN°49 Super (6) 4-dr.. $590. ; Scholarships for $4,000, $3,000, risi 
| KAISER—'53 Manhattan 4-dr., $2,315*. °51 | DALLAS $2,000 and $1,000 will be awarded disc 
, 9 o*. ? : : . . 
many "a 4-dr., $2,560*, ‘51 2-ar,, | .(Southwestern Auto Auction. Sale every | © se finishing second, third, imfy 
$1,405*. °47 club coupe. $580. wee, ore pd for sale . Apr. 1.) ourth and fifth, respectively. rea 
a , . sa e « n , (Market a tle slower than last week. : : : 
.E—'53 (98) 4-dr., $3,185*. °49 
“sae —- (98) 4-dr., $3,185*. '49 | Sold 54 cars out of 118 offerings.) For the next winners in line, 
PLYMOUTH —'52 Cranbrook 4-dr., $1,335. | BUICK—'50 RM sedan. $720, $550, $785, | Prizes are: 
51 Cambridge club coupe, $965; Subur-| $9907. 28 Super sedan. 5060. a, SPecial) Sixth, a 16-mm. motion picture 
| .365. ‘50 Suburban 1,045. °48 es capgle ’ a. . 
| a a _— | CADILLAC—’52 (62) sedan, $3,665°. projector and camera; seventh, a 
| PONTIAC—-'53 Catalina, $2,715*; Chieftian | aay we ae ae ee S.- 17-inch television-radio set; eighth, 
| 8) 2-dr., $2,385*, $2,270*. '52 Catalina, ia. : : as EC i it: ni 
| 2a ae ere ei can 49 | 075. °50 SL Deluxe sedan, $960. "49 si_| 2 Complete Shopsmith unit; ninth, a 
Chieftain (8) 4-dr., $900*. °48 SL (8) Deluxe sedan, $830, $630. "48 SM sedan,| Webster portable tape recorder; 
2-dr.. $755*. odumaie oS i ee sedan, $175.| and 10th, a power tool trunk and a 
7 ‘ B! : ’50 Champion 4-dr., $865*. SLER— 49 s ’ 70. : 
Be ee eat nam oge ct $565". | NODGE—'50 Meadowbrook sedan, $810. ‘48 | POWer tool kit. T 
# oan te. —_ a ila aa la Chevrolet trophies will go to the not 
. . ; ‘ 52 Custom ) sedan, -650*. '5 j 
CHARLOT rE, N.C, Custom (8) sedan, $1,075, $1,150*, §$1,- champion whose car has the best rele 
(E. M. Stafford, Inc. Sale every Wednes- | 165%. 50 Deluxe (8) sedan, $1,075, $595; | brakes, to the one whose car is best 
day. Prices are for sale of April 1.) Con nel "06 BO cee ba = ion designed and to the one driving the 
‘K—'52 RM Riviera 2-dr., $2,200*; Su- » $525. SD (8) sedan, $360, $445. k 
BUICK ‘52 R ivier dr "40 pickup, $150. fastest heat of the day. 


MUN DILAUNID 
Welding Nuts 


Midland Welding Nuts anchored* to parts 
in inaccessible places eliminate the need for 
holding them while attaching other parts. 





*THIS IS ALL YOU DO—Just insert 
collar of Midland Welding Nut in 
hole for bolt or screw, resistance weld 
the Nut in place, and the Nut is there 
for the life of the job. Nuts can be 
automatically fed to the welder. Speed 

your production . . . save money. 








The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Ave. ° Detroit 11, Michigan 
Export Department: 38 Pearl St., New York, N. Y. 


Manufacturers of 
AIR AND VACUUM 
POWER BRAKES 


AUTOMOBILE AND 


TRUCK FRAMES DOOR CONTROLS 


AIR AND ELECTRO-PNEUMATIC 





‘50 Special 2-dr., $925. 


per conv., $2,125*. 
$1.875*. 


CADILLAC 
CHEVROLET 


MERCURY—'50 sedan, $1,025. 
$665, $760. '46 sedan, $360. 


‘49 sedan, 


"49 2-dr., 


‘52 Bel Air, $1,805*; 


(61) 


conv., 


610, SL Deluxe 4-dr., $1,550*, $1,- | NASH—'49 sedan, $480. "46 sedan, $235. 
oy 2-dr.. $1,575*, $1,350, $1,345, $1.- | OLDSMOBILE —48 (98) sedan, $605. ‘46 
250: club coupe, $1,550, "51 SL Deluxe | _(76) sedan, $190. ee a 
{-dr., $1,255; SL Deluxe 2-dr., $1,175, | PLYMOUTH—'50 conv., $960. ‘47 SD se- 
2 at $1,125. "50 SL Deluxe 4-dr., $1,000*, | | dan, $425. 
$900; SL Deluxe 2-dr., $1,070, $1,065, | PONTIAC—’50 sedan. $885. i 
$1.050, $1,000, $900. '49'SL Deluxe 4-dr., | STUDEBAKER—'50 Champion sedan, $690. 
$870; 2-dr $780. ‘48 FL Aerosedan, "49 Commander sedan, $650. ‘47 Cham- 


$620; FM 2-dr., $700. "47 FM 2-dr., $575. pion sedan, $345. 


'46 FL Aerosedan, $600; FM 2-dr., $575; 





tear $525. sar. susose. ‘so| . N« PLAINFIELD, N. J. 
s ‘5 “us 2-dr., “ » : 
= oa 8. ; : , j (Lebanon Auto Auction. Sale every Wed- 
DODGE—'53 Coronet 4-dr., $2,000*, °51 | NeSday. Prices are for sale of Apr. 1.) 
Diplomat, $1,315* (Market slightly off. Sold 62 cars out 
FORD— ‘52 conv., $1,750*; Custom (8) 2. | of 95 offerings.) a pie 
dr., $1,550*; Mainline (8) 2-dr., $1,495*. | BUICK—'51 Super Riviera sedan, $1,740*; 
"51 Victoria, $1,375*; station wagon, $1,-| RM sedan, $1,655*; Special sedan, $1,395. 
350*: Custom (8) 2-dr.. $1,340, $1.300,| ‘50 Super Riviera sedan, $1,365*; Super 
$1,285, 2 at $1,275, $1,200; Deluxe (8) 2-| Sedan, $1,290*, $1,190. "49 Super sedan, 
ar. $900. '50 conv., $1,250*; Custom (8) $935*, $915*; RM sedan, $860, $820. ‘48 
4-dr., $1,000; 2-dr., $1,150%, $1,010, Super sedan, $710. '47 Super conv., $560. 
70*, $925*, $880. °49 station wagon,|_ 46 RM sedan, $340. 
ails . 60M | CADILLAC—'56 (62) sedan, $2,400*. "49 
HUDSON—'51 4-dr., $1,325* (62) sedan, $1,540*. 
MERCURY ‘49 4-dr., $900. '48 4-dr., $600. | CHEVROLET—'51 SL Deluxe sedan, $1,- 
'47 4-dr.. $615; club coupe, $500. 305*, $1,280*, $1,260. "50 SL Deluxe se- 
OLDSMOBILE—'53 (98) Holiday, $3,535* dan, $1,040, $1,030*. "49 SL Deluxe se- 
51 (98) 2-dr. $1,655*. °50 (88) 2-dr., dan, $825, $810, $800. °48 FM sedan, 
$1,370*. ‘49 (98) conv., $1,050*. 750, $695; SM sedan, $560. °47 FM sed. 
PLYMOUTH —'53 Cranbrook 4-dr., $1,715. $485. ms 7 
’50 SD 4-dr., $1,000; club coupe, $1,050 CHRYSLER — Windsor sedan, $1,425". 
DODGE — '51 Coronet sedan, $1,280. '50 


'49 SD 2-dr., $800 


Meadowbrook sedan, $1,065 49 Coronet 
sedan, $885. 

FORD—’53 Custom (8S) sedan, 
Main (8) sedan, $1,515; (6) sedan, $1, 
540*. 50 Custom (8) sedan, $1,160, $1,- 
125, $960. "49 Deluxe (6) sedan, $720. '47 
SD (6) sedan, $350. °46 (S) sedan, $385, 
$320. 

FRAZER—'48 sedan, $460. 

KAISER—'47 sedan, $280. 

NASH—’51 Rambler station wagon, $1,020; 


CLEVELAND, 0. 
‘O.K. Auto Auction. Sale every Tuesday. 
Prices are for sale of March 31.) 
(Used cars are still on the downgrade. 
Sold 23 cars out of 44 offerings.) 
CADILLAC—'50 (62) sedan, $2,350". 
CHEVROLET —'48 FL aerosedan, $720. 
DODGE—'46 Custom sedan, $350, $465; 
club coupe, $450. 
FORD—’'49 Custom (8) sedan, $680*, $700. 
’47 SD (8) conv., $570. 
HUDSON—’49 Commodore (8) sedan, $400. 
KAISER—'49 sedan, $485* 
LINCOLN—’47 club coupe, $275*. 


$2,150*. °52 


MERCURY — '50 club coupe, $1,085*, ‘49 
club coupe, $720. : 
NASH—’51 Ambassador sedan, $1,125*. '50 
Statesman 2-dr., $825*. '49 (600) 4-dr., 

$525°. 

PLYMOUTH "49 SD 4-dr., $720; club 
coupe, $700. ‘48 SD 4-dr., $480. ‘47 SD 
4-dr., $375. 


PONTIAC—'48 Torpedo (8) 2-dr., $695. '46 


SL (8) 4-dr., $425, $450. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every Tues- 


day. Prices are for sale of March 31.) 

(Prices off due to slow retail market in 
our area. Sold 49 cars out of 92 offer- 
ings.) 

BUICK—’51 Super 4-dr., $1,345*. '50 Spe- 
cial 4-dr., $975. 

CADILLAC—'50 (62) 4-dr., $2,150*. ‘49 
(62) 4-dr., $1,725*; (61) 4-dr., $1,725°. 
'47 (62) 2-dr., $610*. 

CHEVROLET—'52 SL Deluxe 2-dr., $1,- 
625* ;4-dr., $1,535*. ‘51 FL Deluxe 2-dr., 


$1,125*. ‘50 SL Deluxe 4-dr., $870. '49| Fliné Honors Buick— 
FL Deluxe 2-dr., $790; SL Deluxe 2-dr., 
$690. '48 FL Deluxe 2-dr., $560. ‘47 FL 
Deluxe 2-dr., $525. 
DODGE—'49 Meadowbrook 4-dr., $825 
FORD—’'51 Deluxe (8) 2-dr., $1,080; Cus- 
tom (8) 4-dr., $1,225*; conv., $1,145. '50] E, J. Penny, Chamber secretary. 


A Shell Oil Co. plaque and a tool 
bench will go to the champion with 
the best constructed car. 


Collins & Aikman Corp. will give 
baseball, football, basketball and 
other sports equipment to the 


champion with the best upholstered 
car. 

Chevrolet will award to each of 
the 150 racers a 17-jewel wrist 
watch with Soap Box Derby in- 
scription. 


Manchester (N. H.) Group 


Hands Gavel to Herrick 


MANCHESTER, N. H. — (UTPS) 
—Erwin F. Herrick, head of Man- 
chester Buick Co., was elected to 
succeed Roy Prince, of Roy Prince 
Co., Inc. (Packard), as president of 
_ Manchester Automobile Dealers 

ssn. 


Clarence A. Smith, of C. A. Smith 
Garage, Inc. (International Truck), 
was named vice-president, and 
Walter B. McGregor, of New Hamp- 
shire Finance Co., Inc., was chosen 
secretary-treasurer. 

Herrick, Smith and Harrison 
Cavanaugh, of Cavanaugh Bros. 
Motors (Hudson), were named as 
directors for three years. 





Ivan L. Wiles (center), Buick general manager, receives a plaque from Flint con 
munity leaders recognizing the 50th anniversary of the auto maker. Making th 
presentation are Harding Mott (right), president of the Chamber of Commerce, an: 
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Dealers tell me .. . 
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(Continued from Page 3) 


erpretations of a dealer’s lubrica-|dealer or group of dealers 


ion rack, because it repeats the 
houghts that most automobile 
»wners already realize. So in effect | 
t urges owners to drive out of their | 
vay and patronize you, the dealer, 
for lubrication. It reads as follows: | 
Lubrication to us doesn’t | 
mean just the sale of oil 
or grease, but a means of 
helping our customers’ cars 
to perform the best and to | 
reduce their cost of oper- | 
ation. 





Sign No. 8—Dealers in many com- 
munities bear the expense of lend- 
ing a car to owners while their car 
is being repaired. A dealer who 
does so thinks that he will lose 
business unless this accommodation 
is offered. 

The best answer to this argu- 
ment is that there are plenty of 
towns in the United States where 
dealers do not offer loan cars. 
This sign would be most effective 
if all the dealers in the commun- 
ity by agreement would display 
it and abide by its stated policy. 

Many dealers’ associations have 
called conferences on this subject 
and have been surprised at the 

willingness of all dealers to coop- 
erate in carrying out a plan. With 
rising cost, more ways must be 
discovered to cut cost. This is one 
important way to do so. The sign | 
reads as follows: 








To Treat All Customers 
Fairly and to Avoid Raising 
Service Costs We Have Dis- 
continued Loaning of Cars 
While Customers’ Cars Are 
Being Repaired. 





The signs suggested above are 
not copyrighted. Automotive News 
releases them to any use that any 





Fletcher Slaps 
Dewey’s Safety 
Program in N.Y. | 


ALBANY.—Clifford J. Fletcher, | 
former State motor vehicle com-| 
missioner, has denounced Gov. | 
Thomas E. Dewey’s compulsory in- 
surance and inspection program as 
of little consequence in making 
highways safe. Instead, Fletcher 
urged a four-point plan to meet 
“the real issues involved in auto- 
motive safety.” 

“Neither insurance nor inspection 
ean fill this bill,” said Fletcher, 
head of Safe Drivers of America, 
Inc. “We only becloud the issue and 
confuse the public by blowing up 
their importance. 

“The bulk of accidents is caused | 
by the driver, not poor roads or 
faulty automobiles. Inspection won’t 
cut our death rate any more than 
compulsory liability insurance will.” 


Fletcher said the SDA plan 
would: Create a “master me- 
chanized file’ to take the guess- 


work out of accident prevention 


activities; require physical and} 
psychological “clinical” tests for} 
accident repeaters and _ chronic | 


violators; set up a board of review 
for appeals from a test examiner’s 
decision, and improve licensing 
procedures for new drivers by mak- 
ing qualifications more strict for 
those giving road or oral tests. 





Melton’s Antique Cars 


Find Home in Florida 

HYPOLUX, Fla.—Singer James 
Melton’s antique auto museum, 
formerly located in Connecticut, 
has been moved to this town near 
Palm Beach. 


The museum has been named the 
James Melton Motorama. It con- 
tains several hundred automobiles 
and pieces of automotive equip- 
ment dating back to the early 
1900s. 





Gooding Opens Firm 
_R. E. Gooding has opened 
indian Village Motor (DeSoto- 
Plymouth), at New Philadelphia, 
Pa, 





| 


want to make of them. Your sign 
painter can paint them on your! 
walls or on a cardboard for display. 
Your printer can set them up in 
small size for envelope stuffers. 
They can be typed on your letter- 
heads to be posted on bulletin 
boards. 

To save dealers expense, Auto- | 
motive News offers subscribers 
these signs in standard form. 
Sign No. 1 is 12 x 18 inches in 
size, printed in two colors. The 
balance of the signs are 11 x 17 
inches in size, printed in black 
only. All are printed on heavy 
India tint book stock. 


These wall displays, as described 
above, can be had as a reader serv- 
ice in any quantity or any selection 
from Automotive News, Detroit 26, 
Mich. Order by number, stating 
quantity desired and enclose 25| 
cents in stamps or check for each | 
display desired. 


taal ‘ 
| 








Empioyes' Courtesy Pays Off— 
Tommy Young, wash rack employe of Wichita (Kans.) Kaiser-Frazer, which calls itself 
the “House of Courtesy,"’ receives the monthly $10 award as the employe contributing 


most to the realization of this slogan. A. 


E. Manhardt, general manager, makes the 


the names of employes so honored are engraved. 





NEW YORK.— The Glycerine 
Producers Assn. has announced 
that it will continue for 1953 the 
program of awards it estabished 
last year to acknowledge research 
in glycerine and glycerine deriva- 
tives. 

The 1953 awards will consist of 
an honor plaque and cash stipend 









ONLY SOCONY-VACUUM OFFERS ALL THREE 


e America’s Favorites —Mobilgas and Mobiloil. 


@ Exclusive ‘‘On-The-Job”’ Training. 


SOCONY-VACUUM OIL COMPANY, INC., end Affiliates: MAGNOLIA PETROLEUM CO,, GENERAL PETROLEUM CORP, 


@ World's Greatest Lubrication Experience. 


| Glycerine Awards To Be Continued | 


of $1,000, and two honor certificates 
with cash stipends of $300 and 
$200, respectively. The closing date 
for nominations to the awards will 
be in November, with the exact 
date to be announced later. Pre- 
sentation of the awards will be a 
feature of the GPA annual meeting 
in January, 1954. 


| by 
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Studebaker Plans 


New Warehouse 
‘At Kansas City 


KANSAS CITY.—Construction of 
}a new Studebaker parts and ac- 
|cessories distributing warehouse 
here will begin within a month, E. 
C. Mendler, vice-president, an- 
nounced last week. 

A part of the expansion and 
modernization program started 
after World War II, the unit here 
will bring to 24 the number of 
Studebaker’s new parts and ac- 
cessories warehouses located 


| throughout the U. S. 


| award, while Walter Roark (extreme left), sales manager, holds the plaque on which | 


The new Kansas City warehouse, 
expected to be ready for occupancy 
Aug. 1, will serve dealers in 
Kansas, western Missouri, northern 
Oklahoma, southern Iowa and the 
eastern half of Nebraska. 

It will be under the supervision 
of H. B. Woods, who has managed 
Studebaker’s parts and accessories 
distributing operations in the area 
for many years. 











‘Ves f 
Ay 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 
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RIGHT UNDER 
HIS NOSE 


... but does he see it! 


Socony-Vacuum will help train your 


lubrication men to find extra business 


for your other service departments! 


Mobilgas 


OCONY-VACUUM 


Th i dec lalie alsin 
ce 
e 
a 


Scores of training centers coast-to-coast—plus a staff of 
experienced instructors and salesmen to train your men 
on the job—make Socony-Vacuum’s lubrication training 


program the finest of its kind. Here’s what it does: 


Trains your men in proper lubrication techniques, with 
emphasis on the make of car you sell... teaches them to 
point out the need for parts and services to your custom- 
ers. Result: your service departments get extra business, 
your customers are satisfied, you and your lubrication 


men gain an outstanding reputation for quality work. 
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Split on Site and Facilities . . . 


Sales Chiefs Deadlock 
On National Show 


(Continued from Page 1) 





be understood that Hudson was|so as to accommodate a national 
ready to go along with any/|automobile exhibition. 
majority decision. +_ * * 

The further plan of the Detroit AST week, Mrs. Ruth Steven, 
proponents was to sell the Michi-|4/ coordinator of a committee on 
gan Fair Grounds as a temporary | design for the project, said she was 
home for a national show, until| convinced the auto industry plans 
such time as it could be moved to/to use it for a national auto show. 
Detroit’s contemplated huge Con- “Barring accidents,” she said, 
vention Hall & Exhibits Building. “the building should be housing 

That project, part of Detroit’s | a national auto show in 1957.” 
riverfront development and for Detroit backers enjoyed a tempo- 
which auto makers —including | rary burst of support at the sales 
GM—have contributed most of |chiefs meeting at AMA, it is 
the necessary money, is scheduled |learned, but not enough. A sales 
for completion by Jan. 1, 1956, a |manager for one maker had this 
year earlier than had been ex- | comment: 

“You couldn’t hold a_ national 
show without GM, and GM feels 
New York is the place for such an 
event. GM apparently expects to 
continue putting on its own product 
exhibits at the Waldorf and 


Just recently, those contributing 
manufacturers united to furnish the 
City of Detroit a report on just 
how the Convention Hall & Ex- 
hibits Building should be designed 
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K-F Tells Dealers About Willys Pact— 


Kaiser-Frazer dealers from Texas and southern Oklahoma met with K-F officials in 
Dallas to learn about the details of Kaiser's purchase of Willys-Overland and their 
future as dealers. C. W. Grinstead, general sales manager for the southwestern divi- 
sion, led the discussion and also presented K-F's spring merchandising program. 


couldn’t be expected to detract | veloped, dramatizing the advances 
from the attention of that event|the motoring public is being of- 
by helping to support a general in-| fered would have great benefit for 
dustry show about the same time | the industry. Packard would be 
of the year in Detroit.” iglad to participate.” Frep J. 
ce Packard sales vice-presi- 
ND, with identity on the record, 
there were these other com-| 
ments (all made prior to the Apr. | 
3 meeting): 
“If such a show was properly de- 


| WALTERS, 
| dent. 
“Studebaker wants to be com- 
pletely cooperative about a 
national automobile show and 
feels that some very ‘successful 


| 
| 
! 








eo 
eure, ™ 


‘ CARTER 
& CARBURETERS 


The World’s Most Popular Carbureters 





See your nearby distributor or jobber for prompt service. 


CARTER CARBURETOR CORPORATION 


St. Lovis 7, Missouri © Division of American Cor and Foundry Company 


Today your market is bigger than ever before—there are 
millions of car owners and millions of them are being presold 
on Carter Power Center Carbureters by a hard-hitting 
National Advertising Campaign in the Saturday Evening Post, 
Life, Look, Country Gentleman and Popular Science. 


Stock and sell the line with a 43-year record of sound 
engineering development and proven performance. 











ones were held in New York be- 
fore the war. I think it highly de- 
sirable to hold another national 
auto show, and one would be 
timely in 1954 if it could be 
arranged.”—KENNeETH B. E.wuort, 

Studebaker executive vice-presi- 
dent. 

“Practically all manufacturers are 
thinking in terms of a national 
show again. I feel the show idea 
is fine and think it would be a fine 
idea to hold a national show when 
and where one would be practical.” 
—A. vANpDERZeE, Chrysler Corp. sales 


vice- president. 
a. 


_ HAVE not — of any 

specific details on show plans. 
But we would be glad to listen to 
a proposal about such a_ show. 
Whether we would actively partici- 
pate would depend on_ various 
factors, including costs.”—Frank J. 
McGinnis, Ford division manager 
of advertising, sales promotion and 
training. (Ford is not a member of 
AMA, but did have a representative 
at the Apr. 3 meeting.) 

And following the meeting was 
this comment: 

“A well-organized national auto- 
mobile show in Detroit would lend 
great prestige to the automobile in- 
dustry as a whole. Nash is in ac- 
cord with such a movement, and 
would be happy to take part in it.” 
—H. C. Doss, Nash sales vice-presi- 
dent. 


* * * 

ESPITE the sentiment indicated 

in those statements, national 
show proponents. conceded last 
week that the likelihood of one 
being held in the near future is 
very remote, unless there should be 
a sudden aboutface on Detroit as 
a site. 

Other than Detroit, the only 
feasible location until such time as 
Detroit’s Conventional Hall & Ex- 
hibits Building is completed, ap- 
pears to be the Amphitheater in 
Chicago. 

And, Chicago is out as far as 
manufacturers are concerned. 
They see no reason to trespass 
on the job that Chicago dealers 
have been doing on a show of 
their own, 

Regarding the possibility of a 
national show someday in the con- 
templated Detroit building, manu- 
facturers have listed these require- 
ments, among others, to Detroit’s 
Mayor Alfred E. Cobo: 

* * * 


1 For passenger cars only—220,- 
© 000 square feet for display. 
Added space for truck exhibits, in- 
ternational participation, education 
displays and film projection indi- 
cate a need for a total of 390,000 
square feet of exhibit area, in- 
cluding aisles. 

2. Attendance to be provided 
for—up to 60,000 a day maximum; 
peak at one time, 30,000. 

3. All exhibit space to be on one 
floor—no balcony exhibits. 

Mrs. Stevens said last week that 
those requirements and more could 
be met. 


Motorama Gives 


West First Look 


At ‘Dream Cars’ 


LOS ANGELES.—General Motors’ 
Motorama opened here Saturday in 
Shrine Convention Hall for its 
western debut. 

The admission-free show will 
mark the first appearance west of 
the Mississippi of GM’s “dream 
cars.” Other features include engi- 
neering and research exhibits and 
entertainment, as well as 1953 pro- 
duction model automobiles and 
other products. 

The show will be open through 
Apr. 19 before moving on to San 
Francisco, Dallas and Kansas City. 

Distinguished guests from the Los 
Angeles- Hollywood area were 
greeted at a preview last Friday 
by GM’s president, Harlow H. Cur- 
tice, and other top executives. 

Among the show material trans- 
ported from the east is a two-level 
mechanized stage on which Mo- 
torythms and Fashion Firsts are 
being presented six times daily. 


ADVERTISEMENT 


Reduce Fixed Overhead 
With DO-B SELF-SERVE 
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s Inventories Rise 9 Pct. ... 


Car Tire Shipments 





Drop 8% in Month 


NEW YORK. — Manufacturers’ 
shipments of passenger casings in 
February decreased 8.59 percent to 
£952,768 from 6,512,423 casings in 
January, according to the Rubber 
Manufacturers Assn. 


Production of passenger cas- 
ings increased 0.34 percent in 
February to 6,847,398 compared 


Obituaries 


Col. Will H. Brown, 81, 


Pioneer of Industry 


INDIANAPOLIS. — Col. Will H. 
Brown, 81, retired chief of the 
Army Motor Transportation Corps 
in World War I and a pioneer of 
the automotive industry, died here 
Apr. 1. 

In years gone by, Col. Brown 
was a vice-president of Overland 
Automobile Co. and _ purchasing 
agent for Pope Motor Car Co. He 
was a lifelong resident of this city. 

* z= * 
Cecil P. Connick 

SAN FRANCISCO.—Cecil P. Connick, 59, 
general sales manager of Cadillac’s San 
Francisco branch, died at St. Mary’s hos- 


pital here March 19 following a coronary 
attack suffered two weeks earlier. 
* * * 


Harry L. Mahoney 
MANSFIELD, O.—Harry L. Mahoney, 49, 
advertising and sales promotion manager of 
Mansfield Tire & Rubber Co., died here 
March 15. He became associated with the 
Mansfield organization May 5, 1947. 
* * * 


Blaine Brownell 
BIRMINGHAM, Ala. — Blaine Brownell, 
president of Brownell O’Hear Pontiac Co., 
died recently. A pioneer automobile man in 
the south, he had organized Brownell Mo- 
tor Co., the first Ford dealership in Bir- 
mingham. His father was a former adver- 
tising manager for Ford Motor Co. 
* * * 
Charles Edward Talbot Sr. 
HOPEWELL, Va.—Charles Edward Tal- 
bott sr., 69, retired auto dealer and real 
estate agent, died March 30. 
. . . 


Gotthilf E. Merkle 

MILWAUKEE.—Gotthilf E. Merkle, 62, 
Chevrolet dealer here for many years, died 
Apr. 3. He was a representative of General 
Motors until he opened a Chevrolet dealer- 
ship in 1940, later becoming sales manager 
for Kvam Motor Co. until 1943, when he 
became a manufacturers’ representative. 

. = 7 


Harry B. Simcox 
GREENVILLE, Miss.—Harry B. Simcox, 
65-year-old automobile dealer, died at his 
home here March 30. He was a native of 
Patoka, Ill. 
* * . 
Glenn E. Rogers 
GOLDEN CITY, Mo.—Glenn E. Rogers, 
46, who with his brother, the late Claude 
Rogers, opened a Ford dealership here 20 
years ago, died at his home March 27. 
7 * * 


Carl E. Roberds 
YAZOO CITY, Miss.—Carl E. Roberds, 
63-year-old automobile dealer, died at his 
home here March 25. 
. . 


Mason P. Cady 

HILLSBORO, Ore.—Mason P. Cady, 73, 
a partner in Cady Motor Co. (Dodge-Plym- 
outh), died after an extended illness. Mr. 
Cady started in the automotive business in 
1913. He was a past president of the 
Oregon Automobile Dealers Assn. and the 
Washington County group. He also was 
active in civic affairs. 


Goodrich Takes Quer 


Metzger Upholstery Sales 


DETROIT.—The sales offices and 
business of Walter W. Metzger, 
Inc., distributor of Koroseal up- 
holstery material with headquar- 
ters at 801 Fisher Bldg., here, have 
been acquired by B. F. Goodrich 


Co.’s plastic products division. 

A. W. Ketlar, who has been with 
Goodrich’s Detroit district office 
since 1936, will assume active super- 
vision of the business. 


with 6,824,097 the previous month. 
Inventories at the end of the 
month were 12,310,653 casings, an 
increase 
January when 11,287,880 casings 
were on hand. 

Shipments of truck and _ bus 
casings in February totaled 1,290,- 
397 casings—a decrease of 5.76 per- 
cent from January when 1,369,268 
casings were shipped. Production 
was down 1.76 percent in February 
to 1,389,055 as compared with 1,- 
413,890 casings produced in Janu- 
ary. 

Inventories at 2,984,510 were up 
5.4 percent over January when 
2,829,636 casings were on hand. 

Shipments of automotive inner 
tubes were 6,363,670 units—a de- 
crease of 15.58 percent from Janu- 
ary when 7,537,834 units were 


shipped. Production was up 4.85| 


percent in February when 6,427,551 
were produced as compared with 
6,130,234 in January. Inventories 
were 10,307,944 units compared with 
10,169,168 the previous month. 


Ford of Canada 
Reports Record 
Sales, Output 


WINDSOR. — Vehicle production | 
and total dollar sales by Ford Mo- | 
tor Co. of Canada, Ltd., set new} 


records in 1952. 

The company’s annual report 
shows dollar sales hit a record peak 
of $267,683,969, an increase of 5.8 
percent over 1951, while the produc- 
tion of 132,190 vehicles was 13,334 


units higher than the previous year. | 


Ford of Canada’s net profit in 
1952 was $15,342,920, equal to $9.25 
a share, as compared with a net 
profit the preceding year of $14,885,- 
848, or $8.97 a share. The net profit 
in 1952 equals 5.7 cents on each $1 
of sales, down slightly from the 5.9 
cents on each $1 of sales in 1951. 

The report states the company’s 
business reflected directly the re- 
vival in consumer spending which 
followed the reduction of the excise 
tax on automobiles from 25 percent 
to 15 percent in April, and the re- 
moval in May of credit controls. 


Clark to Buy 
Ross Carrier 


George Spatta, president of Clark 
Equipment Co., and H. B. Ross, 
president of Ross Carrier Co., an- 
nounced last week that an agree- 
ment has been entered into with 
members of the Ross_ family, 
owning more than 85 percent of 
the Ross Carrier Co., under which 
Clark, subject to ratification of its 
directors Apr. 24, would acquire the 
capital shares of Ross Carrier. 

Michigan Power Shovel Co. is a 
subsidiary of Ross. 

Under the terms of the agree- 
ment, Ross shareholders will re- 
ceive 69 shares of authorized but 
unissued common stock of Clark in 
exchange for each share of the out- 
standing 1858 shares of Ross com- 
mon stock. 

Ross Carrier manufactures strad- 
dle trucks used in handling lumber, 
pipe, etc., and a line of power 
shovels and excavating equipment 
for earth-moving operations; also 
fork lift trucks. 





Even Alaska Needs Cooled Cars— 


Max Kirkpatrick (right), president of Alaska Sales & Service, Inc., Oldsmobile dealer- 
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of 9.06 percent over 








| Binghampton (N. Y.) Dealers Meet— 


NADA officials and State legislators attend a dinner meeting of the retail auto- 
mobile dealers’ council of the Binghampton (N. Y.) Chamber of Commerce. Seated 
(from left) are Richard H. Knauf, assemblyman; Carl Fribley, NADA director; Robert 
| F. Schumann, council president; William Frame, president of the New York State 


Automobile Dealers Assn., and Warren Anderson, senator. Standing are Claude 
Wheeler, of the state association's public relations committee; John Evers, insurance 
director of the state group; George Gardner, past president of the state group; 
George Ingalls, assemblyman; Claude Fundis, chairman of the Endicott auto dealers’ 
council; Charles Henderson, executive vice-president of the state group, and Robert 
K. Rushlander, field representative of the state group. 


Wage-Hour Bills Studied 


11 Legislatures Reject Changes; Proposals Still 
Pending in 11 Other States 


B44 proposing more stringent 
regulation of wages and hours, 
although widely introduced, have 
been receiving a generally cool re- 
| ception thus far this year in state 
legislatures throughout the country. 

Such bills, many of them pat- 
terned after the Federal Fair 
labor standards act, were either 
killed or died with legislative ad- 
journment in Arkansas, Colorado, 

Idaho, Indiana, Kansas, Mon- 
tana, New Mexico, New York, 
Utah, West Virginia and Wyom- 

ing. 

States in which such measures 
are still pending include California, 
Illinois, Massachusetts, Minnesota, 
New Jersey, North Carolina, Penn- 
sylvania, Rhode Island, Tennessee, 
Texas and Wisconsin. 

* * x 





to work between midnight and 6 
a.m. in factories having multiple 
shifts, if the state industrial com- 
missioner approves the working 
conditions. 

Rejected were a number of bills 
to tighten and broaden New 
York’s wage-hour law, including 
a proposal for a $1.25 minimum 
hourly wage for all intrastate 
workers. 


Proposals for new laws to require 
equal pay for equal work regard- 
less of sex were rejected in Indiana 
but are still pending in Connecticut, 
Minnesota, Nebraska, Oklahoma, 
Oregon and Rhode Island. 
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11 Reconditioners 
Attend Parley on 


.|Ford Parts Sales 


DEARBORN.—Eleven men, 
elected as representatives to the 
national authorized Ford recon- 
ditioner council, attended the Ford 
Merchandising School here recently. 

The reconditioners operate under 
a Ford parts reconditioning agree- 
ment covering engines, carburetors, 


fuel pumps, distributors, brake 
shoes, generators, voltage regu- 
|lators, starter motors and water 
pumps. 


According to L. W. Smead, gener- 
al sales manager, “the national re- 
conditioners council operates in 
much the same manner as the 
national Ford dealer council, meet- 
ing with Ford sales executives and 
exchanging ideas for greater ef- 
ficiency and better service to Ford 
customers.” 

Attending the school were: 
Northeast region, T. C. Devona, 
Rite-Way, Inc., New York; South- 
east region, S. C. Holman and R. 
B. Bowers, Reconditioned Motors & 
Parts, Inc., Merchantville, N. J.; 
Central region, Bruce Dodds and 
William Seibert, Engine Rebuilders 
Co., Detroit; Midwest Region, Fred 
H. Baier and Carl Klass, Menden- 
hall Rebuilders, Inc., St. Louis; 
Southwest region, Ben Griffin and 
Gordon McCraw, Authorized 
Engine Rebuilders, Dallas, and 
Western Region, Leon Titus and 
James Cutler, Tam Engineering 
Corp., Tacoma, Wash. 


Fire Jeeps for Alaska 

WASHINGTON. — Seventeen fire 
jeeps have been delivered by 
Willys-Overland to Alaska. The 
jeeps have special equipment to 
cool the warm water of Alaska’s 
volcanic streams to make it more 
effective against fire. The vehicles 
were purchased by the Civilian 
Defense Administration. 





ship in Anchorage, Alaska, signs an order for a 1953 Oldsmobile demonstrator with 
Frigidaire car conditioning in the office of W. W. Dunham, Oldsmobile zone manager 
in Portland, Ore. Despite its northern latitude, Kirkpatrick asserts, Alaska is a good 
potential market for refrigerating units. In such a car, he said, a motorist in Alaska 
can drive without being annoyed by dust or insects. 


NB&VADA lawmakers approved an 
+‘ increase from 50 to 75 cents an 
hour in the minimum wage for 
women workers in intrastate em- 


posal calling for a basic $1 an hour 
wage for all employes. 

At least two states, Indiana 
and New York, have enacted 
legislation liberalizing industrial 
working hours for women or 
girls, with similar measures 
pending in California and Ohio. 

A bill enacted in Indiana makes 
permanent an emergency statute 
permitting girls between 16 and 18 
years of age to work in industry 
until 9 p.m., unless otherwise pro- 
hibited by the State labor commis- 
sioner. Rejected by the Indiana 
Legislature was a bill to establish 
a 75-cent minimum wage and 40- 
hour week for all intrastate 
workers. 





* * * 


EW YORK lawmakers approved 
+* a bill to permit women over 21 





Insurance Firms 
To Cut Rates for 
‘Preferred Risks’ 


NEW YORK.~-- The first major 
rates for passenger cars, reducing 
the cost to adults who do a limited 
amount of pleasure driving and to 
parents with teenage children, has 
been adopted by leading insurance 
companies, it was learned last week. 


The new schedules have been filed 
in 11 western states and will soon 
be filed in New York, to be put into 
effect this summer. 


The “preferred risks”—adults who 
drive less than 7,500 miles a year— 
will receive a 25 percent reduction 
from the prevailing rates for Class 
1. Some family groups with drivers 
under 25 years of age will receive 
premium cuts of about 20 percent. 

However, youthful drivers with no 
family ties will, under the new pro- 
gram, pay 30 percent more than 
under the existing tariff. 

Allstate Insurance Co., second 
largest auto insurance underwriter 
in New York, has decided to give 
cash recognition to parents of young 
drivers who have successfully com- 
pleted highschool driver training 
courses. The discounts offered will 
vary from 5 to 15 percent. 





ployment, but rejected another pro- | 
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postwar revision in auto insurance | that the Pennsylvania Railroad and 








Ouster of Penna. Official 
Asked on Rail Charge 


HARRISBURG, Pa. — (UTPS) - 
Removal of H. A. Thomson as 
secretary of the Pennsylvania 
Township Supervisors’ Assn., pend- 
ing investigation of Thomson’s 
alleged railroad-financed activities 
against the state’s motor truck in- 
dustry, has been urged on Gov. 
John S. Fine by Floyd B. Noerr, 
president of the Pennsylvania Mo- 
tor Truck Assn. 


Noerr noted that the Township 
Supervisors’ organization, unlike 
other associations, is quasi-public, 
existing under a public charter, 
being limited under law in its ac- 
tivities and being supported by 
funds raised from highway taxes. A 
substantial part of these taxes, 
Noerr said, are paid by the truck- 
ing industry. 

Use of the organization by the 
railroads as a hidden propaganda 
weapon against legislation to give 
Pennsylvania trucking equality 
with surrounding states recently 
has been brought to light, Noerr 
charged. These activities, he added, 
were conducted through Thomson. 


“Sworn testimony of hostile wit- 
nesses,” Noerr said, “has confirmed 


| other railroads have paid money so 

that Thomson, although a quasi- 
state officer partially paid with tax 
money from the trucking industry, 
has circulated scores of thousands 
of postcards and signed much ad- 
vertising bearing false witness 
against the commonwealth’s most 
vital industry. 

“There is no finer group of 
citizens in Pennsylvania than the 
members of this association. It is a 
shame that their own interests are 
being constantly betrayed by the 
acceptance by Thomson of secretly 
paid railroad financing for these 
reprehensible ventures,” Noerr said. 


Md. Dealers Name McNeal 


Assistant Manager 

BALTIMORE. — Edward J. Mc- 
Neal has been appointed assistant 
manager of the Automobile Trade 
Assn. of Maryland. 

A graduate of Loyola College, 
McNeal attended Georgetown Law 
School and spent two years in 
Washington as an assistant to Sen- 
ator O’Connor. 


siti saat 


Groucho to Sell Used Cars— 


DeSoto-Plymouth dealers have enlisted the aid of their salesman on radio and 
television, Groucho Marx, in a used-car merchandising program, according to J. B. 
Wagstaff, DeSoto sales vice-president. Known as the “Groucho Top Value Special 
Used-Car Plan,"’ the program calls for dealers to select four or five of their best 
second-hand cars and feature them on their lots as “Groucho Top Value Specials.’ 
Windshield stickers, like those in the photo, will be used to advertise the campaign. 
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These TFILGG NT 
TPL eae 


Manufacturers who want to sell to 
or through these two markets are 
asking themselves, “Are we getting 
our share of these big markets?” To 
be sure, more and more of them are 
putting their sales messages in front 
of the decision men of these two 
markets because— 


Those headlines above are appearing 
constantly in the nation’s automotive 
trade press. With controls off, car 
production is ahead of its biggest 
year, 1950. A nation full of aggres- 
sive, progressive car dealers are doing 
more and more service, selling more 
and more parts. 


ONLY AUTOMOTIVE NEWS 
REACHES BOTH 


Over 40,000 subscribers pay $8.00 a 
year. 88.3% of them renew their sub- 
scriptions. Both are highest in the 
industry. Our representatives have 
market and readership survey infor- 
mation to help your sales along. Ask 
them for it. 





THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 





DETROIT 26, MICHIGAN 


REPRESENTATIVES 
New York—Edwaerd Kruspak, Advertising Manager, 51 E. 42nd St., Murray Hill 7-6871 
Chicago — J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 
les Angeles —R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bidg., Weodward 32-0495 


PENOBSCOT BUILDING ° 





Used-Car Notes 








Blundell Becomes Manager 


Of Texas Association 

FORT WORTH, Tex.—Tom 
Blundell, of Dallas, has disposed 
of his auto business and has ac- 
cepted the post of general man- 
ager of the Texas Independent 
Automobile Dealers Assn., Inc. He 
was formerly president of the as- 
sociation. 

Blundell also has served as sec- 
retary-treasurer of the Dallas 
Used Car Dealers Assn. and as a 
director of the National Used Car 
Dealers Assn. 

John Kinnaird, of Fort Worth, 
is the newly elected president of 
the Texas association. Other 
officers are Boyd Mullen, Hou- 
ston, and Clyde Cox, Tyler, vice- 
presidents; J. B. Patterson, Ama- 
rillo, secretary, and Dale Robbins, 
Lubbock, treasurer. 

Regional vice-presidents are: 
Central area—O. W. Conditt, Fort 
Worth; eastern area—Bruce Ga- 
briel, Tyler; western area—Ches 
McGlothlin, Abilene, and southern 
area—Percy Henry, Houston. 

* ob * 
Halls, Digby Buy Auction 
AUSTIN, Tex.—Capitol City Auto 
Auction, here has been purchased 
by Ollie and Herman Hall, of 
Taylor, Tex., and Mack Digby, 
former co-owner of the auction. 
* * 


Maryland Senate Rejects 


Used-Car Dealer Curbs 
ANNAPOLIS, Md. Maryland’s 

Senate has killed a bill setting up 

new standards for used-car dealers. 
Under the bill, used-car dealer 


registration plates would not have} 


been issued to those who conducted 
their business from their homes, or 
who did not maintain a _ service 


shop staffed by a fulltime me-| 


chanic. 

The measure would have required 
each used-car dealer to keep a 
record of his purchases and sales 
of cars in a manner “satisfactory” 
to the State Department of Motor 
Vehicles. 

The Senate adopted without com- 
ment an unfavorable report on the 


‘Global Audience 
To Attend Sloan 
‘Safety Award Fete 


NEW YORK.—Foerty-seven 
foreign highway transportation 

| executives have been invited to at- 
itend the fifth annual 
|'Sloan Highway Safety Awards 
dinner May 26 in the Hotel Plaza. 


| The annual Sloan awards, which | 


|had their inception in 1948, are 
}given to radio and_ television 
| stations, networks and advertisers 


|for “outstanding service to high- | 


| way safety.” They are administered 
by the National Safety Council. 

A highlight of this year’s event 
| will be the showing of scenes from 
a color film, “Highway Safety,” ac- 
cording to Paul Jones, director of 
public information for NSC. 
Starring Wilbur Shaw, former race 
driver, “the film will demonstrate 
the whys and wherefores of high- 
way accidents under all types of 
driving conditions,” Jones said. 

Among the foreign executives 
invited to attend are: 

Sir Donald St. Clair Gainer, chief 
executive, International Road 
Federation, Ltd., London; Odysseus 
Papadakis, engineer of highways, 
Ministry of Public Works, Athens; 
John Lee, senior engineering in- 
spector, Department of Local 
Government, Dublin; Max de 
Carpio Montoya, chief engineer, 
Administration Department, Minis- 
try of Public Works, Lima, Peru; 
Necmi Tan, chief, department of 
technical and economical studies, 
General Directorate of Highways, 
Ankara, Turkey. 

Also, Eiichi Tanaka, chief, Metro- 
politan Police Department, Tokyo; 
Robert Blancherie, president-di- 
recteur general, Societe E.V.R., 
Paris; Philipe Ewart, chief, traffic 
engineering bureau, Quebec Roads 
Department, Montreal; Joseph A. 
Fraenkel, chief traffic engineer, 
Road Transport Department, Min- 
istry of Communications, Jeru- 
salem, Israel; and Brig.-Gen. Alex- 
ander A. Hayton, Army of South 
Africa, chief traffic officer, Johan- 
nesburg. 


Alfred P.| 


bill by the judicial proceedings 
committee, which held that the 
measure could deprive some worthy 
used-car dealers of their right to 
secure tags. 


* 


Hamilton Council Favors Law 


| Banning Sale of Unsafe Autos 
| HAMILTON, Ont. — The City 
Council’s Legislation and Reception 
Committee agreed that the City 
|should recommend to the Ontario 
Government that it pass legislation 
prohibiting the sale of unsafe 
motor vehicles. 

While the Highway Traffic Act 
| covers the operation of unsafe vehi- 
|eles, Alderman John Lewington 
|maintained that legislation is 
|needed to put the onus upon the 
|person selling the vehicle. This 
could be done effectively only if 
the regulations were province-wide, 
io said. 

* + « 


re Group Vows to Look 


Into Unfair-Sales Charges 

HOUSTON. — The Houston Inde- 
pendent Automobile Dealers Assn. 
will promptly investigate all re- 
ports of unscrupulous sales prac- 
tices and self-police the industry 
| with “renewed vigor,” according to 
| Boyd Mullen, president. 
| Mullen asked the buying public 
je look for the association’s em- 
blem as a guarantee of “highest 
| standards of business practices and 
|ethical fair dealings.’ He added 
|that dealers’ past business records 
|are carefully screened before they 
|are admitted to membership. 

* + * 

|Hearses Prove Popular 


In New College Fad 


LOUISVILLE. — Buying used 
|} hearses is the latest fad spreading 
throughout college campuses in the 
| state. 

By adding a few extra seats, stu- 
dents find the “super limousines” 
useful for such things as trans- 
porting larger crowds to parties, 
athletic events outings and other 
college frolics. 

One of the most popular persons 
on the University of Louisville 
campus is a pre-medical student, 
whose hearse has room for more 
than 18 passengers. He has chris- 
tened the hearse “Rigor Mortis.” 

About the only person who has 
anything against the hearse is one 
resident, whose home is next door 
to the university. He doesn’t like 
to see it parked in front of his 


place. 
* * 


* 
Laphams Buy U. C. Lot 

MONROVIA, Calif. — Fred W. 

Lapham sr. and his son, Fred jr., 

former Chrysler - Plymouth dealers 

|of Burlington, Vt., have purchased 

a used-car lot at 651 W. Hunting- 
ton Dr., Monrovia. 


2 Ford Trucks Go 
To Texas Airport 


FORT WORTH, Tex.—Two Ford 
F-7 trucks, equipped with fire- 
fighting apparatus designed es- 
pecially to fight airplane fires, will 
be featured at the dedication of 
Amon Carter Field here Apr. 25 

The trucks were purchased from 
Adam-Simms, Inc., Ford dealership 
at 15401 E. Jefferson Ave., Detroit. 
They were outfitted as fire engines 
by General Detroit Corp.’s general 
fire truck division and driven here 

The two trucks cost a total of 





$31,000 equipped, according to Gen- 
eral 


Detroit officials. 
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“They all laughed 
sprayed the cars with 
ible’ perfume.” 


when I 
‘Trresist- 





Gits, Hoosier-Cardinal 
Settle Patent Suit 
CHICAGO.—A patent in- 


fringement suit of Gits Molding) 


Corp., of Chicago, against Hoosier- 


Cardinal Corp., of Evansville, Ind., | 


has been settled, according to Gits. 
It was reported that Hoosier- 
Cardinal has made a substantial 


payment and has taken a license | 


under the Gits patent, Gits reports. 


Strick-Klausen Expands 


Strick-Klausen Motor Co. (Kai- 
ser-Frazer), of Kansas City, is add- 
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Dealer Dissects a Sale... 





By Ed Brown 

Staff Correspondent 
NEW YORK.—tThe dissection of 
every sale made in a dealership 
| would be an almost impossible task, 
| because of the difficulty of keeping 
|tabs on each and every salesman. 
But the careful analysis of a fairly 
typical sale, as reconstructed by a 
dealer himself, might well give 
|other dealers food for thought. It 
might at the same time suggest 
remedies for those dealers caught 

jin the vice of discounts. 


| Nelson K. Mintz, a DeSoto-Plym- 
louth dealer on Staten Island, re- 
cently recounted an_ experience 
with a customer, who had been 
recommended by a previous 
customer. 
| The new customer came to the 
dealership intent on purchasing a 
| DeSoto convertible, minus any 
| extras such as torque, power 
| steering or power brakes, His 
first two rapidly fired questions 
| were: What will the new auto- 
| mobile cost me and what am I 
offered on my 1950 Chrysler?” 
Mintz quoted the man two prices, 
|one without the equipment, and one 
with torque, power steering, power 
|brakes and accessories. The latter 
came to something over $4,100. 


| It is a policy in Mintz’ showroom 





ing 50 feet to its 100-foot building| never to give an appraisal on the 


front at 4515 Troost Ave. 


DOUGLAS ALSO 
MANUFACTURES 
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tractive, Legible, Chrome Plated, Individual 
and Distinctive Designs made by Douglas Crafts- 
men. Write for Free Sample Without Obligation. 


License Frames 


DOUGLAS CO. 


tradein until such time as_ the 


Finest 
Made. 


Advertising Em- 


blems Permanent, At- 





Rear Deck Plates 









MINNEAPOLIS 4, MINNESOTA 


Value of Demonstration Cited 


|customer has been taken for a 
demonstration ride. And naturally, 
the automobile must be thoroughly 
inspected by the dealership. Mintz 


made this explanation and asked | 


the customer if he could spare 45 
minutes for a demonstration. It is 
Mintz’ contention that if a man is 
not willing to go for a demonstra- 
tion, he is more than likely not 
ready to buy. 


The customer consented and they 
set off for a complete rundown of 
the automobile’s capabilities. 
Through judicious questioning it 
was established that the customer 
lived in an extremely hilly area; 
that the street on which he lived 
was quite narrow, making entrance 
to the driveway of his garage an 
expert maneuver in the event other 
cars were parked there. This pre- 
sented an opportunity to explain 
and demonstrate the merits of 
power steering, particularly for the 
woman in the family, as well as 
the ability to maneuver in tight 
spots. 

The value of power brakes for a 
woman on starts and stops on steep 
hills was emphasized, and the de- 
sirability of the extra power the 
V-8 engine will develop in times of 
emergency was demonstrated. 

Through the simple demonstra- 
tion technique, which has_ be- 
come out moded in some dealer- 
ships, the customer was sold on 
the value of power steering, 
power brakes and torque, items 
to which he had built up op- 
position before he entered the 
showroom, Mintz pointed out. 


Next, the customer wanted to 
know what the offer on his 1950 
Chrysler would be. Mintz had the 
automobile checked and gave the 
man a figure. Mintz’ figure was 
$150 dollars lower than the highest 
offer he had received at two other 
dealerships, and 75 dollars lower 
than he had received at three other 
dealerships. He had visited five 
other dealerships before arriving 
at Mintz’. 


“But the customer had been sold 
by the demonstration. He was will- 
ing to pay the extra price,” Mintz 


Ford Sets Up 
e es e 

Styling Liaison 

DEARBORN.—Establishment of a 
new styling liaison department and 
the appointment of Wendell S. 
Clough, of Chi- 
cago, to head this 
activity, was an- 
nounced last week 
by Chase Morsey 
jr. manager of 
product planning 
and programming 
of Ford Division. 

Greater empha- 
sis on liaison with 
the Ford styling 
unit of engineer- 
ing staff in Dear- 
born is the objective of the de- 
partment which has been given ad- 





W. S. Clough 


ditional responsibilities, Morsey 
said. 
Two new sections have been 


established within the styling 
liaison department, including 
styling analysis, with O. E. Peters 
as supervisor, and a competitive 
product section with E. R. O’Neill 
jr., as supervisor. 

Clough formerly was employed by 
Montgomery Ward in Chicago as 
general assistant to the director of 
industrial design and _ interior 
decoration. For the past four year 
he has served as an executive of 
Bell & Gossett Co., Morton Grove, 
Ill, manufacturers of heating 
equipment. 


2 Chevrolet Dealerships 


Set Up in Portland Zone 


James C. Rice, Portland (Ore.) 
zone manager for Chevrolet, has 
announced two new dealerships in 
the zone. 

At Camas, Wash., Povey Chevro- 
let Co. has been set up by Mr. and 
Mrs. Craig P. Povey. 

At Sandy, Ore., Ralph E. Richard- 
son has organized Richardson 
Chevrolet, Inc., to take over Ray E. 
Beeson’s Chevrolet dealership. 
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| showroom and received a discount 
or particularly long trade before 
|given a demonstration ride, his 
immediate reaction was a suspicion 
|that the automobile was faulty in 
|some respect,” said Mintz. 


Mintz said that he is certain 
too many dealers are permitting 
their customers to walk out, and 
are consequently losing a honest 
full profit, simply because they 


said. “None of the other dealers 
the customer had contacted had 
bothered to offer a demonstration 
of their automobile. He was left 
with no real knowledge of the 


salient points of each car until he| fail to qualify their customers 
arrived at my showroom. None of| Correctly; because they fail to 
the other salesmen had bothered to| demonstrate their automobile 
inspect the tradein when ap-| fully; and because they rely on 


selling price, rather than _ to 
merchandise their product com- 
pletely. Merchandising a product 
takes time, care and particularly 
courteous treatment, to maintain 


. the customers interest. 

“No one had been particularly | 5 s 
courteous or eager to spend any| However, in the long run Mintz 
time with him. The customer had|™aintains this treatment will pay 
been permitted to walk from five | off. It is a rule in his establish- 
dealerships. He was willing to pay ment that every prospect must get 
a little extra to get the courteous|# demonstration, as the first step 
treatment he finally received. And|in a complete sales presentation. 
even more, he felt that he was He knows it is good for present 
dealing with an honest, reputable| business, and he feels that every 
firm at last.” satisfied customer is a _ potential 

This customer made another} advertisement for the dealership. 
observation which casts light on| This, he maintains, is the only way 
customers’ reactions to discounts.|to build a good reputation for the 
“He said that when he entered a| future. 


praising it. They used their books | 
after looking at the automobile | 
through the showroom window, or | 
listened to the customer's descrip- 
tion of it. 


TAX 
REDUCTION! 



















































Firms that hold down their inven- 
tories are thereby able to reduce 
corporate taxes. That's why it’s an 
economy to ship by American Air- 
freight—and avoid surplus stocks. 


For further information, wire us collect: 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17, N. Y. 





for that 


custom look! 


add that special, distinctive appearance to your car 
... that extra-special Continental flavor that makes 
your car a sparkling stand-out! 





PLYMOUTH 
DODGE — | 













DE SOTO 
CHRYSLER 
or 





1550 SEABRIGHT AVENUE @ LONG BEACH, CALIF. 
Mr. Dealer: contact your nearest, local dis 
tributor for colorful, descriptive catalogue 
and prices. 








52 





AUTOMOTIVE NEWS, APRIL 13, 1953 


Talks on New Index to be Resumed .. . 
Living Cost Dip Cuts 
Auto Pay a Cent 


(Continued from Page 2) 


originally fell due March 1, but 
BLS was late in issuing the latest 
edition of its old index because of 
administrative snarls. Consequently, 
UAW members for six weeks had 
been drawing a cent an hour more 
than was due to them under their 
contracts with the industry. 
* * + 
HIS was one of the reasons, 
seemed, for the union’s out- 


_ Lights 


(Continued from Page 2) 
hydraulic braking systems are the 
answer to the “heat” problem, he 
declared. 

Middleton also predicted intro- 
duction “within the next few 
years” of a modified gas turbine 
auto engine. 

He disclosed that Auto-Lite is de- 
veloping a low-priced air-condition- 
ing unit which will be within the 
reach of the average car owner. 

Developments in power steering 
give promise that this feature will 

become optional equipment on autos 
in the low-priced bracket “in a 
couple of years,” Middleton said. 





“LOAD-STER” HELPER 
SPRINGS, EASY TO STOCK 


wardly passive attitude toward the 


wage cut. The current quarter runs 
until June 1, and, having gained 


| $2.40 by the delay, workers now are 


it | 


confronted with a net loss of only 
40 cents for the three-month period. 


Adherence to the letter of their 
contracts, on the other hand, will 
save millions of dollars for auto 
makers in the next several weeks. 


The new wage cut reduces to 24 
cents the cost-of-living allowance 
now being received by workers in 
addition to their regular pay. The 
union wants 21 cents of this sum 
added to the base rate, as well as 
a one-cent boost in the “annual 
improvement factor,” 
for certain skilled workers and 
increased pensions. 

+ * * 
HILE auto pay went down a 
cent, that of 1,300,000 railroad 
workers was lowered three cents. 


Their wage scales were tied to the| 


February index figure, announced 
simultaneously by BLS. 

Meantime the danger of a na- 
tionwide shutdown in Ford, Lin- 
coln and Mercury final-assembly 
operations continued to hang over 


Individual cartons take little shelf space . . . labeled 


for easy identification. 


SMALL INVENTORY = Ten (10) sizes cover 90% of the 
cars in operation. Distributors located throughout the 


country means quick delivery. 


BIG MARKET For 1% ton and % ton pick-up trucks... 
passenger cars; salesmen with heavy sample cases, vaca- 
tioners with luggage, cars pulling house trailers and work 
trailers ...a sales potential in the millions. 


NO MAINTENANCE REQUIRED 
EASY TO INSTALL 


PRICED RIGHT 


List prices from $14.75 to $21.40 


PROFITABLE 


For descriptive literature on the ‘“‘Load- 
ster” Helper Spring and the name of 
your nearest distributor write 


PRIOR PRODUCTS, Inc. 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texas 


higher pay | 








| 
| 
| 


| 
| Rambler Restoration Award— 


Bernard Paul Moser (center), Los Angeles, displays ao scroll he received from Nash 
| for restoring this 1904 Rambler to its original ‘‘factory-new'’ condition. The presenta- 
| tion was made by Cameron V. Speer (left), Hollywood Nash dealer, and L. T. Kouns, 
Nash western sales manager. Moser purchased the two-cylinder, 10-horsepower car 
| from an Illinois farmer in 1948 and spent three years restoring it. Nash's predecessor, 
Thomas B. Jeffery, Kenosha, Wis., manufactured the car. 





— 


the head of Ford Motor Co. last 
| week, 

| Some 2,200 members of UAW- 
|CIO Local 732 were in the second 
|week of their strike at Ford’s| 
|Monroe (Mich.) parts plant as|Ford plant in Highland Park, 
went to press| Mich., was closed down Thursday 
ee —j\due to a parts shortage arising 


| from the strike. 
| * * * 


HERE were these developments, 

meanwhile, resulting from 
union efforts to organize auto me- 
chanics: 

The National Labor Relations 
Board ordered Houston Taylor 
Motors, Fayetteville, Ark., to cease 
discouraging membership in the 
AFL International Assn. of Ma- 
chinists, and to offer back pay to 
five employes. 

Picketing of three other Fay- 
etteville dealerships was discon- 
tinued by court order when 
| Chancellor Thomas F. Butt is- 
sued a temporary’ injunction 
against the IAM, which has been 
on strike against the three firms 
| since Sept. 17. 
| Goff-McNair Motor Co. (Lincoln- 
| Mercury), Green Chevrolet Co. and 
|Lyle Bryan Motor Co. (Ford), 
sought the injunction on grounds 
that the pickets were interfering 
with business. They also charged 
in a suit filed in Chancery Court 
that the strike was illegal. 

- * ok 


OUR months of negotiations 
preceded the strike, and spokes- 
men for the three companies said 
the union attempted to force them 
to accept a closed-shop contract. 
Damages of $5,000 each are sought 
in the suit filed by the three firms. 
An NLRB election was ordered 

at Superior Cadillac Co., Mc- 
Keesport, Pa., to determine 
whether service department em- 
ployes want to be represented by 
a union. Vying in the poll will be 
IAM Lodge 1060 and Local 926 
of the AFL Automotive Chauf- 
feurs, Parts & Garage Employes. 
NLRB regional officials an- 
nounced that, in separate elections 
held at Duke Bouldin Motors and 
Mathis- Walker Motors, both in 
Dickson, Tenn., shop employes re- 


Shell Production 
Hits 11 Million 
At Chevrolet 


DETROIT. — Chevrolet has built 
more than four times as much 105 
mm. artillery ammunition in its 
Chevrolet Shell Division in St. Louis 
as it turned out there for World 
War II, according to T. H. Keating, 
Chevrolet general manager. He said 
that the plant has produced 11 mil- 
lion shells under its present con- 
tract with the St. Louis Ordnance 
District. 

“We operate the shell plant on 
two nine-hour shifts a day, six days 
a week and are up to schedule 
under the Ordnance Contract,” 
Keating said. 

He also announced that, in ad- 
dition to the 11 millionth shell 
finished at St. Louis, Chevrolet has 
turned out approximately 650,000 
rough forgings there for other shell 
plants under a contract assignment 
that has now been completed. 


| Thursday. UAW officials supported 
workers’ charges that Ford was 
violating terms of its agreement 
on work standards. 

The tractor assembly line at the 


| Automotive News 





jected the CIO as a bargaining 
agent by identical votes of 4 to 3 
* * * 


N INTERMEDIATE report by 


Trial Examiner Horace A 
Ruckel recommended that E. R 
Goddard & Co., Inc., St. Louis 


bargain collectively with Local 618 
of the AFL Automotive, Petroleum 
& Allied Industries Employes as 
representative of shop employes 
Goddard also was told to offer re- 
instatement and back pay to two 
employes. 

IAM Lodge 510 reported that, 
along with the AFL Teamsters 
Local 257 in Milwaukee, it had 
negotiated a wage increase of 20 
cents an hour and other benefits 
with For-Hire Group, an as- 
sociation of 26 trucking com- 
panies. 

In Washington, CIO and AFL 
officials, launching discussions 
aimed at clearing the way for a 
merger of the two labor organi- 
zations, decided that first off they 
ought to reach some agreement to 
outlaw “raiding.” 

A six-man committee was ap- 
pointed to draw up the pact, which 
would bar one union from at- 
tempting to take over, at a place 
of employment, bargaining rights 
already held by another union. 
Although both the CIO and AFL 
have indulged in this practice in 
the past, spokesmen stated that 
it “is not conducive to unity.” 

* + * 


NNOYED at recent. stock 

market declines caused by the 
Russian peace offensive, Walter P. 
Reuther, CIO and UAW president, 
proposed that President LEisen- 
hower call a “full employment, full 
production” conference to alleviate 
fears that a cutback in Government 
defense spending might bring on 
a business slump. 

A brief walkout of U. S. Rubber 
Co. employes at 19 plants was 
ended when the company and the 
CIO United Rubber Workers 
reached agreement on a contract 
containing increased fringe bene- 
fiits. Wages were not involved. 

According to USW sources, the 
contract provides for the “largest 
company - financed medical in- 
surance plan ever negotiated by 
a CIO union,” with coverage ex- 
tended to include _ workers’ 
families. Details of the plan have 
not been worked out. 


The contract, if ratified by the 
union’s locals, is scheduled to re- 
main in effect until March 31, 1955. 


Three days and nights of negoti- 
ations settled a four-day strike of 
railroad employes supplying four 
U. S. Steel Corp. plants at Pitts- 
burgh, which were forced to shut 
down. 





TOP SENSATION 
for 1953 - 


ARO 








Ss 
-~ RED, GREEN, BLUE, 
GRAY PLAIDS 


A new, exciting addition to the 
ARO family of replacement Con- 
vertible Tops! Dealers from coast 
to coast are making big extra profits 
by featuring ARO KILTY, available 
in a variety of intriguing plaids. 


Tops for all models, 1928 to now. 


ARO STORM KING » ARO DE LUXE 
ARO REGAL « ARO ARISTOCRAT 





Write or wire for money making deal 


ARO TOP SALES CO. 


1089 Commonwealth Ave., Boston, Mass. 


World’s Largest and Oldest Makers 


of Replacement Convertible Tops 
Copyright 1953—Aro Top Sales Co. 
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Varning on Wild Terms... 





Credit Curb OK’d by Senators 


(Continued from Page 1) 


Barry Goldwater, Arizona Re- 
publican. 

In addition Senator Capehart 
ook the position that, in granting 
onsumer credit authority to the 
“RB, the committee should have 
neluded some limitations on the 


lown payments and maturity terms | 


that might be asked by the govern- 
ment. 

That position will have to be 
taken into consideration when the| 


Dealers Named 
To Committees | 
By Armacost | 


WASHINGTON. — Additional 
NADA committees have been ap- 
pointed by Robert Armacost, presi- 
dent. 

William Frame, Mineola, N. Y., 
NADA director for New York State, 
was reappointed chairman of the 
magazine committee. Harold Lan- 
phear, Providence, director from 
Rhode Island, also was appointed 
to serve another term as a mem- 
ber of the committee, with Allan 
Mims, Rocky Mount, N, C., director 
for North Carolina, and J. Eustace 
Wolfington, Philadelphia, serving 
as new members. 

Tom J. Crooks, manager of the 
Texas Automobile Dealers Assn., 
Austin, will be on the magazine 
committee to represent the Auto- 
motive Trade Assn. Magazines. 

Reappointed planning committee 
chairman was William L. Mallon, 
Newark, N. J., director for New 
Jersey and NADA vice-president 
for Region 2. Frederick M, Sutter, 
Columbus, Ind., and J. Eustace 
Wolfington, Philadelphia, were re- 
appointed as members of the com- 
mittee. 

The building committee which 
served in 1952 was reappointed to 
serve again this year. This com- 
mittee is composed of Foster Tal- 
bott, Baltimore, chairman; E. S. 
Dowd, Cleveland; Fred L. Haller 
and J. M. Sanders, both of Wash- 
ington. 


Cows 'n' Cars 
Farmers Who Can’t Wait 


See Show Early 


CHICAGO, — How a Wisconsin 
farm family had a special preview 
of the recent 45th annual Chicago 
Automobile Show before industry 
executives or the public saw it, was 
disclosed by Ross Kelsey, personnel 
director of the Chicago Automobile 
Trade Assn., who last week re- 
ceived a thank-you note from Mrs. 
Ann B. Harrington, of Hollandale, 
Wis. 

Miscalculating the show’s opening 
date, Mr. and Mrs. Harrington and 
their son arrived in Chicago a day 
ahead. 

As Kelsey recalls, he got a hurry- 
up phone call at 1 p. m. from Mrs. 
Harrington. She _ explained the 
family’s predicament. They had left 
their dairy cows to be milked by a 
neighbor. This was their only 


chance to see the show. So Kelsey 
arranged a preview for them. 





50 Years with Goodyear— 


William B. Wilson (left) who began his 
career in 1903 as an office boy to P. W. 
Litchfield (right), board chairman of Good- 
year Tire & Rubber Co., is awarded a 
pin by Litchfield on the completion of 
50 years of service. Wilson is now ex- 
Pediter and coordinator in Goodyear's 
metal products division. 


|time announced that the control 


|| Corp.’s 


final bill reaches the Senate floor. 


There is also the fact that Senator | 
Taft, Republican majority leader,|gram to help finance defense con- 


not only is opposed to the consumer | 
credit standby authority, but even | 
the 90-day freeze proposal. | 
* * * 

FTER the vote, Taft again re-| 
corded himself as opposed to 
standby controls and at the same} 


bill will not be taken up in the 
Senate until the pending Tidelands | 
bill is voted on. This may put off | 
the controls bill until close to Apr. 
30, when portions of the present 
law expire. 

Also, at Automotive News’ 
press time, the House had not 
yet set a date for hearings on a 
companion bill. Since Chairman 
Jesse Wolcott, of the House 
Banking Committee, is known to 
be violently opposed to standby 
controls, passage of such a bill in 
the lower and larger chamber of 
Congress is believed to be headed 
for a rough ride. 

Probably the surest bet in both 
Senate and House is extension of | 
the present law authorizing the use 
of allocations and priorities for 
critical materials in the defense | 
program. 

At the Administration’s request, | 
the Senate committee wrote in a 
provision that the allocation powers | 
would not be used to control dis- 
tribution in the civilian market | 
unless the national defense re-| 
quirements could not otherwise be | 
met. 

oJ * * 
BEFORE the completed bill goes | 
to the White House—some time 
hence — anything may happen to 
the Senate vote to extend for two 





Dealers Protest 
Occupancy Tax 


Plan in Mass. 


BOSTON.—Automobile dealers in 
Massachusetts assailed a proposed 
five percent “occupancy tax,” to be 
paid by renters, on grounds that 
the bill would amount to a 5 per- 
cent sales tax on all space of every 
kind and description and would, in 
effect, be an increase right down 
to space in a garage. 

Daniel Bloomfield of the Mass- | 
achusetts Council of Retail 


| William McChesney Martin, chair-| 


ithe Senate voted two years of 





Merchants, described the measure 
as “so far-reaching I cannot con- | 
ceive of any Commonwealth or | 
Democratic country passing a bill | 
of this kind.” 

Tax Commissioner Henry F. Long, 
who told the committee on taxation 
that his plan would bring $35,000,- | 
000 into the state treasury to be) 
doled out to cities and towns, said, | 
“the Constitution guarantees to 
everyone the equal protection of 
the law—and the right also to} 
share equally in the cost of govern- 
ment.” 

A chorus of opposition came from 
the Massachusetts Automobile 
Dealers Assn., the Mass. Real Es- 
tate Assn., the Savings Bank Assn., 
the Retail Trade Board of Boston, 
the Mass. Hotel Assn., and the 
Mass. Grocers Assn. 


Chrysler Moves 


Ordnance Unit 


DETROIT. — The ordnance de- 
velopment department of Chrysler 
engineering division has 
been moved to the new Chrysler 
MoPar parts plant in nearby Cen- 
terline, James C. Zeder, director of 
engineering and research, an- 
nounced last week. 

The move from the department’s 
former quarters in the engineering 
division at Highland Park was 
completed in one day, Zeder said, 
and involved transporting several 
vanloads of technical and engineer- 
ing equipment and the movement of 
six military tanks. 

Headed by C. C. Utz, chief 
ordnance engineer, the department 





numbers more than 300 engineers, 
draftsmen, technicians and ad- 
ministrative personnel. The de- 
partment’s new quarters, Zeder 
said, will treble the floor space pre- 
viously available. 


years the Small Defense Plants 
Administration, and the V-loan pro- 


tracts. | 
In his recent appearance before 
the Senate Banking Committee, 


man of the Federal Reserve Board, 
testified that no credit controls are 
planned under present economic 
conditions, but the committee vote 
last Tuesday would give the board 
such authority if it became neces- 
sary. 

It is believed the House Bank- 
ing Committee will tie a tight 
knot at that point when the 
matter comes up there. 

It may help the retail auto deal- 
er’s blood pressure to consider that 


authority over consumer credit 
while the Administration, repre- 
sented by FRB Chairman Martin, 
asked for only one year. 

That’s where the impulsive Sen- 
ate action may be turned against 
itself. 
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Dahl Spotlights Old with New— 


Dah! Motors (DeSoto-Plymouth), Erie, Pa., uses an array of antique cars as eye- 
catchers to display a 1928 DeSoto which was traded in last year on a new car after 
nearly 25 years of continuous use. From left are a 1905 International Harvester “High 
Wheeler,” a 1904 Cadillac delivery truck, a new DeSoto, the 1928 DeSoto and a 


1920 Oldsmobile. 


Trucks, With Regret 
HUNTINGTON, W. Va.—The last 
horse-drawn wagons here have dis- 
appeared from the streets as Guyan 
Creamery Co. announced the re- 


tirement of its last six horses. “It’s 
with real regret, too,” said Clyde 


Baldwin, route supervisor. “It costs 
more to feed a truck. And, well, 
for a horse there is personal af- 
fection.” 





The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 





TRUCK SALES...Volume 
and Profits...GO UP! 


... when you show 


lay 





®@ Morrison Carry-All Model B-910 
Truck Chassis. 


Light Truck Dealers Find 


Carry-All Bodies Bring Busi 


WRITE US TODAY and you will get a detailed 


answer that will pave the way to 
profits on truck sales to the service 


Carry-All Service Bodies not only open up 
additional sources of business, they also put 
you in position to take tough dollar com- 
petition out of the truck sales picture. 


MORRISON CARRY-ALL SERVICE BODIES are a quality 
product with a splendid sales history. Attrac- 
tively priced and backed by over 40 years of 
manufacturing experience. Modern factory. 
Ample capacity. Dependable deliveries. 
CARRY-ALL MODELS to fit all 14, 34 and 1 ton 
truck chassis. No special tools or equipment 
needed. Any man in the shop can install. 
MORRISON CARRY-ALL SERVICE BODIES are actually 
wanted by the service trades. They tailor 
your truck to fit the customer’s needs. Get 
out from under the burden of “bidding” 


for sales and close more business. 
Morrison Carry-All Dealer. 


e Write for the story TODAY! 


INL 





for % and 1 ton 


extra 
trades. 


Carry-All Body with 
Caravan Top. 


wes Carry-All Body equipped 


with Ladder Bows. 


















Carry-All Sliding Roof for 
fully enclosed body. 












Carry-All Body with Pipe 
Racks and Vise Bracket. 





ORRISON 2 


STEEL PRODUCTS, INC. 


680 Amherst Street, Buffalo 7, N. Y. 
ALSO MANUFACTURERS OF ROLY-DOOR STEEL SECTIONAL GARAGE DOORS AND MOR-SUN 





WARM AIR FURNACES 


XU 











54 


AUTOMOTIVE NEWS, APRIL 13, 1953 





New Economy Model Unveiled at German Show .. . 


GM Opel Sends Prices Tumbling |\f 


By George L. Glaser 
Special to Automotive News 


eens Germany. The 


sensation of the 36th Interna- | 


tional Auto Show here was the un- 
veiling of the first part of General 
Motors’ long-range postwar pro- 


gram in the Opel line. 
When the price of the new 
Opel, 


named Olympia Rekord, 


Ford's Taunus Convertible— 


} 





was announced, several other 
firms suddenly found themselves 
forced to revise their prices 
downward to meet the competi- 
tion. Opel’s inland price for the 
Olympia is DM6,250, or the equiv- 
alent of $1,488. 


| bility that it may be introduced as 
la secondary car by GM dealers in 
| the United States, it might be use- 

ful to describe some of its features. 
| Opel’s unitized body design has 
jundergone complete restyling. Its 
| wheels have been reduced to 13- 


The Olympia appeared as a four-|inch size. The revised engine has 
seater, two-door sedan and as a_| four cylinders with overhead valves 


station wagon. Some see a possi-|and 40 horsepower. 





The Ford Taunus series has unitized body design which does away with the con- 


ventional chassis frame and saves weight. 





Cadillac Names 
Used-Car Chief 


DETROIT. — James M. Roche, 
Cadillac general sales manager, has 
named Clarence J. Staufenbeil as 
national used-car manager. Stau- 
fenbeil had served as assistant 
business manager since May 1, 1952. 

Prior to going with Cadillac, 


Staufenbeil directed business man- 
agement activities for another auto 
firm in its Milwaukee district, and 
was general manager for a Mil- 
waukee dealership. 





Moe Is Sales Manager 


I. B. Rosenberg, of Milwaukee 
Nash Co., has appointed H. C. Moe 
as general sales manager. 





RETAIL 





1 PINT... REFILLABLE... EFFECTIVE... SAFE 


Automotive people all over the country are reporting exceptional 
car owner interest in this brand-new, entirely different Pyrene* 
Fire Extinguisher. Why? It has push-button action. It’s easily 
refilled. It fits any glove compartment. And it costs only $7.95 
(your profit is $3.15). It’s ideal for homes, camps and outboards, 
too. Order from your jobber right away. Your customers are 
reading all about this new Pyrene in the country’s leading 


magazines and newspapers. 


*T.M. Reg. U.S. Pot. Off. 





It is claimed 
|that the car will go 35 miles on a 
gallon of gas. 

The brakes are 20 percent larger, 
with dual-brake cylinders and only 
forward brake shoes in front. 

* * + 


American Cars on Display 


OREIGN cars of nearly every 

nation also were on display, 
among them about every 1953 
American model, thus giving many 
visiting American soldiers a chance 
to have their first look at this 
year’s automotive crop. 

The Mercedes stand showed no 
change in the passenger line. It 
was noted, however, that Mercedes 










Denver Dealers 
List $1212 Million 
Annual Payroll 


DENVER. — The new- car sales 
business here is big business. The 
annual payroll for more than 3,000 
employes amounts to $12% million, 
according to Ralph Rickenbaugh, of 
Rickenbaugh Cadillac and president 
of the Denver Automobile Dealers 
Assn. 

“The industry pays approximately 
$500,000 yearly in property taxes as 
well as another $500,000 in City 
sales taxes,” he added. 

The 3,000 employes on the pay- 
rolls of Denver new-car dealers do 
not include persons who earn a 
living in the allied industries of 
trucking, used cars, parts and ac- 
cessories, garages, and gasoline and 
oil. 

Rickenbaugh also pointed out 
that new-car dealers contribute 
more than $100,000 annually in 
specific donations to charitable, 
religious and educational drives. 


The Denver association has 47 
new-car dealer members. 





Cochran to Direct 


Plymouth Region 








; “* of 


Vi 
/ 


Germany's Opel Unveils New 


| be 70 miles per hour. 

| * * * 

| did not put too much emphasis on 
its small 170-V, and this was taken 
as a sign that a new model is in 
the offing. 


Ford of Cologne has widened 
the range of its Taunus models 
by adding a convertible and a 
station wagon, Ford also came 
out with a series of one-ton 
trucks and station wagons (or 
small buses) with far-forward 
engine and seats on each side of 
the engine compartment. 
Volkswagen offered a 5 percent 
price reduction and a larger rear 
window on its closed-body types. 
Some of the Volkswagen buses had 
been converted into houses on 
wheels with all conveniences of 
house trailers. 

* * * 





New Truck Designs 


HE truck field, too, was well 

represented. Buessing showed 
its new compound system for build- 
ing buses with unitized bodies. 

Light metals and rear engine are 
featured in many bus designs. One 
of them has independently suspend- 

ed front and rear wheels which 
makes this unit ride like a pas- 
senger car. 

The parts and accessories show 
also included some new develop- 
ments, There was, for instance, a 

new ZF bus transmission without 
clutch pedal, which starts out 
through a torque converter but is 
coupled with a three or four- 
speed transmission which can be 
shifted by pushbutton. 

Among the fifth-wheel designs 
for tractor-trailers, the one by Rote 
Erde, of Dortmund, features a large 

ball bearing and two receptacles 
for the trailer connection. As the 
center of the fifth wheel remains 
open, the lines for brakes and other 
controls can be carried through 


DETROIT. — Appointment of H. this unit to the trailer. 


F. Cochran as regional manager of 
Plymouth’s Portland region was an- 
nounced last week 
by J. P. Mans- 
field, Plymouth 
president. The 
region includes 
Oregon, Washing- 
ton, Idaho, Mon- 
tana and Utah. 

Formerly a dis- 
trict manager in 
the Portland 
region, Cochran 
succeeds J. A. 
Lawson, who has 
been assigned to the home office in 
Detroit. 





The timing of the show was, per- 
haps a bit unfortunate. In the 
opinion of this writer, it should 







Model— 


The Opel plant in Ruesselsheim, Germany, a General Motors subsidiary, will show 
its new Olympia Rekord model at the International Auto Show, in Frankfurt. The car 
costs approximately $1,480 and has a 40-horsepower engine. Its top speed is said to 


+ * * 
|have been held half a year later 
| when the fall models, on which 
|most firms are working, are avail- 
| able. 
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STOP! 
LOOK! 
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TURNS CARS 
INDOORS or OUT 


Can Be Financed if Desired 


Battle Is Brewing || BRUNNER’S, INC. 


On Fee Limits for 


Credit in Texas 


AUSTIN, Tex.—A score or more 
bills affecting the operations of fi- 
nance companies are before the 
Texas Legislature. 

Most of them were introduced 
just before the deadline on the 
introduction of bills without four- 


Cochran joined Plymouth in 1940 | fifths consent. 


and was assigned to the Los 
Army, he returned to the plant in 
1946 and in the following year was 
appointed district manager at Salt 
Lake City. In 1949, he was pro- 
moted to district manager in Port- 


land. 


General Tire to Build 
Plant in Netherlands 


The bill receiving the greatest | 
Angeles plant. After service in the | attention 


of finance companies 
would limit charges including inter- 
est to a maximum of 3 percent per 
month on loans $500 or less. The 
bill sets forth a sliding scale of 
charges: 3 percent per month on 


amounts up to $150, 2 percent on| 
$150-$300 and 1% percent on more! 


than $300. 


The Texas Assn. of Automobile 
Finance Companies is leading the 


AKRON.—Construction of the|°PPosition to the bill. 


12th foreign plant of General Tire 


& Rubber Co. will begin soon, it} constitutional 


was announced last week by J. A. 
Andreoli, 


A twin-measure, calling for a 
amendment, would 


permit the Legislature to set the 


of General Tire & Rubber Exportjest the people could vote on the 


Co. 


proposed amendment would be the 


The plant will be located in the} fall of 1954. 


West Haven area of Amsterdam, 
Holland. It is scheduled to be in 


The proposed legislation would 
replace the certificate plan adopted 


operation before the end of the] by the Legislature two years ago. 


year, 


It would retain, however, the 10 


358 East Center St. 
Manchester, Conn. 


FIVE BOOKLETS TO HELP $ 


YOUR SALESMEN SELL!? 


Send $1.00 with your name and address 
attached to this ad and mail today for this 
set of handy booklets on selling techniques. 
Only one set to a customer. 


| la A SHORT COURSE IN SALES- 


icgawsen) MANSHIP by J. C. ASPLEY. 
PP ~ Packed with helpful sugges- 
4 tions on selling fundamentals. 

E ¢ 


Over 300,000 copies sold. 








/ SELL BY GIVING by JAMES 
| T. MANGAN. A remarkable 


philosophy and approach to 
& 
a 
es 


my Ve 


selling which simply cannot 
fail. Over 200,000 copies sold. 


THE KNACK OF SELLING 
YOURSELF by JAMES T. 
MANGAN. Every salesman 
must sell himself before he 
can sell anything. This book 
blueprints the way. Over 
300,000 copies sold. 


HOW TO SELL QUALITY by J. 
C. ASPLEY. Tested methods 
to overcome price objections 


executive vice-president | rates proposed in the bill. The earli- | 2"4 sell a quality product in a buyers mar- 


ket. Over 500,000 copies sold. 


STEP OUT AND SELL by W. E. HOLLER, 
former sales manager for Chevrolet. An in- 
spiring book that packs a real punch. Over 
250,000 copies sold. 


Each booklet averages 64 pages, size 4 x 6”? 
Practical, down to earth, and packing a 
wealth of help, millions of these booklets 
now used in training by some of the largest 


General’s other foreign plants percent per annum interest maxi-| companies in all lines of business. 


are located in Chile, Mexico, Vene- 
zuela, Brazil, Israel, Spain, Union 
of South Africa, Canada and Portu- 
gal. 


mum, 
A number of other bills attack 


in a variety of ways the sale of 
insurance in connection with loans. 


DARTNELL 
MANAGEMENT TRAINING AIDS 
4648 Ravenswood Ave. Chicago 40, Ill. 
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Week Week Jan. | Jan. 1 
Ended Same Ended Apr., to to 
Apr. li, Week, Apr. 4, 1953 Apr. 12, Apr. 11, 
1953 1952* 1953* to Date 1952* 1953* | 
CHRYSLER 27,998 20,197 27,082 44,113 265,959 379,366 | 
‘hrysler 4,067 2,443 3,860 6,416 36,295 56,753 
DeSoto 3,144 1,936 3,120 4,954 27,926 39,013 
Dodge 7,478 5,678 7,198 11,961 71,615 102,083 
Plymouth 13,309 10,140 12,854 20,782 130,123 181,517 
FORD 27,429 20,299 27,639 44,141 233,378 363,503 
Ford 21,025, 16,062 21,303 34,005 181,301 280,948 
Lincoln 1,292 461 1,059 1,864 7,537 11,519 
Mercury 5,112 3,776 5,277 rae 44,540 71,036 
GENERAL MOTORS .. 60,424 38,857 60,606 96,521 491,002 788,119 
Buick 11,424 7,202 11,954 18,757 89,473 142,660 
Cadillac 2,501 2,004 2,493 4,000 23,807 34,312 
Chevrolet 29,970 | 18,880 29,934 47,642 239,690 398,189 
Oldsmobile 8,063 4,882 7,484 12,409 62,703 98,962 
Pontiac 8,466 5,889 8,741 13,713 75,329 113,996 
KAISER-FRAZER 750 1,350 806 1,248 17,250 12,996 
CROSLEY ‘ 64 is enion 849 ia 
HUDSON . 2,404 1,284 2,572 3,880 25,292 28,930 
NASH _ ...... 4,516 3,379 4,998 7,472 29,364 61,453 
PACKARD . 2,498 1,421 1,554 2,884 18,037 33,758 
STUDEBAKER 5,624° 3,376 5,111’ 8,644 53,711 44,640 
WILLYS-OVERLAND 1,533 1,026 1,421 2,200 15,128 18,266 
Total Cars, U. S. 133,176 91,253 131,739 211,103 1,149,970 1,731,031 
“Revised. oe 5 oy Ge Sar Ray SEEN a 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Apr., to to 
Apr. 11, Week, Apr. 4, 1953 Apr. 12, Apr. 11, 
1953 1952* 1953* to Date 1952* 1953* 
CHEVROLET 9,387 6,631 9,360 14,861 91,960 128,992 
CROSLEY avdveniiil 10 seis, = aaa Me Swniéckows 
DIAMOND T . 180 163 181 288 2,268 2,554 
DIVCO 50 65 30 60 1,025 766 
DODGE ..... 2,298 3,348 2,224 3,607 48,186 36,014 
FEDERAL 40 60 38 62 577 443 
FORD 7,271 4,687 7,743 4,532 65,180 65,598 
IEEE. idessesenioes és nk 2,707 2,329 2,685 4,171 33,501 41,187 
INTERNATIONAL 3,050 2,912 3,058 4,858 49,461 40,627 
MACK ........ ‘ 232 236 186 292 3,695 3,156 
4 TMM <acpcicnesindwisis esses 364 397 363 561 5,371 5,072 
| STUDEBAKER 886 1,277 1,055 1,526 18,816 19,116 
| FUMIE astecnsseeee ‘ : 309 314 300 470 4,368 4,205 
| WILLYS-OVERLAND..__ 1,547 2,057 1,464 2,217 31,115 30,051 
- MISCELLANEOUS 292 301 300 472 4,523 4,645 
Total Trucks, U. S. 28,613 24,787 28,987 37,977 360,163 382,426 
Total Cars, Trucks 
Rls I winncetirnceacibacdiiictions 161,789 116,040 160,726 249,080 1,510,133 2,113,457 
Total Cars, Trucks 
sean . 10,234 7,870 10,176 16,289 95,589 135,885 
| Grand Total 
| Cars and Trucks 
U.S. and Canada ......172,023 123,910 170,902 265,369 1,605,722 2,249,342 





Car, Truck Output Estimates 
By Automotive News 
PASSENGER CARS 
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Drive, Sterling, Nash, etc. 


WASHINGTON. - 


'motor vehicles have 
' duced in 12 states, 


have been asked to 


by the National 
Conference. 


for semi-annual 
_ State-owned stations. 





| and Michigan, with 


Proposals to 


require periodic inspection of 


been intro- 
while two 


others (Texas and West Virginia) 


repeal their 


existing laws, according to a survey 
Highway Users 


Gov. Thomas E. Dewey, of New 
York, has again called for a law 
inspection 


in 
Similar 


bills are pending in Maryland 


the latter 


proposing annual inspection. 
Inspection by designated private 


- garages is being sought in Arizona, 


California, 
| Missouri, New York, 
Wyoming. 
Another New York 
compromise 
private stations would 


Iowa, 


Maryland, 
Oregon and 


bill offers a 


by providing that 


be tried out 


for two years and that the State 


would take over, if 
proved unsatisfactory. 


the method 


A Connecticut measure would 


require compulsory 


annual _in- 


spection instead of the voluntary 
examination system now in effect. 

An Indiana bill seeks munici- 
pal authority to order regular 


inspection of motor 


vehicles, A 


_ Massachusetts bill would permit 


the insurance carrier 
the 
checked regularly. 


to request 


insured to have his car 


_ Texas and West Virginia are 


Huggins, Roeder 


Combine 


Ottawa Implement Co. has been 
awarded the dealership for Olds- 


mobile in Ottawa, O. 


Owners are 


B. R. Huggins and Ned Roeder. 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
N.B.: All U. S. totals include cars and trucks for military orders, 


Periodic Car Inspection 
Sought in 12 States 


discussing the repeal of their in- 
spection laws passed in 1951. One 
of the Texas proposals states that 
the provisions of the act “are 
known not to be enforceable with 
any degree of fairness.” 


/ Output 


(Continued from Page 1) 








working the day shift at another 
plant.” 
* * x 

‘Two-J0s workers usually try to 

keep their role a secret, but 
the foreman is tipped off when he 
sees the worker being helped out 
by other people on the job. Ap- 
parently, most people think it folly 
to work two shifts, but are willing 
to go allout in aiding anyone who 
dares to try it. 

Another plant source says one of 
his third-shift foreman came in 
last Monday night and found only 
nine out of a total of 25 that 
should have been on the job. More- 
over, that same foreman had been 
told to expect three newly hired 
workers. Of the three, only one 
showed up. 

Despite the manpower situ- 
ation, the auto industry—barring 
a Ford shutdown—has a good 
chance of turning out 600,000 cars 
and 130,000 trucks for a total of 
730,000 vehicles this month. 

Both the car and truck totals 
would be smaller than hoped for. 


However, if they are attained, 
the end of April will find U. S. 
plants still firmly on the road to 
alltime high first-half production. 


—Bernme THomASs 
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| As Plymouth Goes Up to 24 Percent... 


Big 3 Discount Gap Narrowed 


‘(Continued from Page 1) 


that vary in accordance with the 
number of outlets in a designated 
area. 

The discounts on other Chrys- 
ler Corp. cars were not affected 
by the Plymouth boost, which 
accompanied the  corporation’s 
recent across-the-board slash in 
ear and truck prices. Dodge and 
DeSoto dealers get 24 percent on 
those cars, while discounts of the 
Chrysler division are 25 and 28 
percent. 

Meanwhile, Automotive News 
learned last week that Chrysler 
Corp. had raised its delivery and 
handling (make-ready) charges on 
cars turned over to customers at 
the factory. The increase, ranging 
from $5 to $10 among the four 
divisions, was not expected to affect 
materially the operations of most 
dealers. 

* * * 
ee factory delivery and 
handling fee on the Plymouth 
was raised to $20 from $15; that on 
the Dodge, to $25 from $17.50, and 
that on the DeSoto, to $30 from 
$20. 
Rates for the Chrvsler were hiked 





taxes, some makers may add 
certain unrelated charges under 
the general heading of “excise, 
overhead and handling.” This is 
done, it is believed, mainly to dis- 
guise the tax figure so that it 
cannot be used by a competing 
manufacturer to determine the 
per-unit production cost of a car. 
The a.d.p., nevertheless, is con- 


- - Classified Want Ads - - 


sidered the fairest basis for quoting 
a price and for comparing the 
prices of rival makers. For illustra- 
tive purposes, here is how the ad- 
vertised-delivered price of a Plym- 
outh Cambridge four-door sedan 
would be computed: 

Factory retail price, $1,617; pro- 
vision for Federal taxes, $128: 
factory delivery and handling, $20 
(formerly $15). Total: $1,765. 


FOR RATES, ETC., SEE NEXT PAGE 





Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
help 


will do and your courtesy will 


us maintain the present high regard 


which this department. enjoys 


AUTOMOTIVE NEWS 





HELP WANTED 


to $30 from $20 on the Windsor and | SALES MANAGER WANTED. The man we 


Windsor Deluxe, and to $35 from 
$25 on the New Yorker, New 
York Deluxe and Custom Imperial. 
The tab on the Crown Imperial will 
continue to be $50. 

These charges appear on the 
Chrysler Corp. dealer’s bill, it was 
explained, only in cases where he 
arranges for the customer to 
pick up the car at the factory. 

Under normal routine, where the 
car is prepared for delivery at the 
dealership which sold it, a dealer 
is free to charge whatever he deems 
proper for this service, although 
dealer line groups have made at- 
tempts to stabilize rates in their 
particular territory. 

+ af ca 

SSUMING, therefore, that 
-* dealers will hold to their previ- 
ous pricing policy as regards make- 

ready, the boost in factory delivery 
charges need make no difference 
in the actual overall price of a car 
in the vast majority of retail 
transactions. 

The increase will, however, re- 
sult in a corresponding upward 
revision of Chrysler’s so-called 
“advertised-delivered” prices. 

The advertised-delivered price is 
a misnomer in that it seldom is 
seen in manufacturers’ national ad- 
vertising. 

* * ca 
Ans retail price list announced 
+1 by a factory is accompanied by 
the declaration that these are sug- 
gested prices only. Even in private 
discussions, sales executives stress 
the word “suggested.” 

But the advertised - delivered 
price is the criterion of the in- 
dustry. Based on a Government- 
sanctioned formula evolved in the 
late 1930s, it contains three 
elements: The maker’s suggested 
retail price, provision for Federal 
excise taxes, and a suggested 
delivery and handling charge. 

No consideration is given to 
charges which may vary geographi- 
cally, but which of necessity must 
be passed on to the consumer-—such 
as cost of transportation of the car 
from factory to dealership, and 
state and local taxes, if any. 

* * * 
NJOR does the a.d.p. include pro- 
+* rated advertising costs, motor 
fuel or other items which the dealer 
may find on his invoice. 

In the provision for Federal 





Auto Stocks 


Apr. Apr. 1952-53 
8 1 High Low 
Chrysler 80% 81 98 68% 
GM 62 62 69 50 
Hudson 15% 15 17% 12% 
K-F 5 5% 7 3% 
Nash 223%, 221%, 253% 17% 
Packard 5% 5% 6% 4% 
Stude. 3654 373% 48% 31% 
Willys 15 4% 15 8% 
Average 30.29 30.42 


Compiled from reports of trading on the 
American and N. Y, Stock Exchanges. 


a 


want is a currently employed sales man- 
ager, happy in his present position, but 
desirous of locating permanently on the 
Florida east coast. Must have record of 
achievement in sales in highly competitive 
markets. Ability select, train and direct 
good men to profitably penetrate market. 
We offer finest Florida living conditions 
and association with highly successful 
Dodge dealer. In reply, give complete 
resume past and present employment in- 
cluding dates. Box 2460, c/o Automotive 
News, Detroit 26. 


FORD 
SERVICE MANAGER 
WANTED 


Metropolitan 
New York Area 


We Deliver 


3000 Units Yearly 


@ Excellent Compensation 
@ Complete Responsibility 


MUST BE GOOD 


Write qualifications including 
recent picture to Box 2483, c/o 
Automotive News, Detroit 26. 


$200 TO $300 WEEKLY—tThat is what our 
present salesmen are earning calling on 
new car dealers, collision shops, glass 
dealers, garages and gas stations. A few 
protected territories open. We sell open 
account. $100 weekly draw, monthly set- 
tlement, samples furnished. Must have 
car. We train you. Salesmen, 30 years or 
over. Box 2462, c/o Automotive News, 
Detroit 26. 





HELP WANTED 


USED CAR MANAGER. Lower east coast 
of Florida, ‘‘Big 3’’ volume operator needs 
used car manager that can meet these 
requirements: (1) Must be thoroughly 
honest, sober and have the highest char- 
acter. (2) Must have ability to organize 
and direct a top notch sales force to 
merchandise 100 to 150 used units month- 
ly. Must know appraising, reconditioning 
and advertising. Should possess a high 
degree of buying and selling know-how, 
and have the ability to hire and train 
salesmen in these fundamentals. (3) En- 
tire background must stand rigid investi- 
gation. If you have these qualifications 
and can produce, we will guarantee you 
a minimum of $10,000 a year with an ex- 
cellent opportunity for you to advance 
when merited. Address replies to Box 
2461, c/o Automotive News, Detroit 26. 

serene 

AGGRESSIVE SALESMEN with automobile 
parts sales experience, now established 
with new car dealer following, looking 
for a better future. We offer an oppor- 
tunity to earn $8,000 a year and up sell- 
ing body hardware, replacement parts and 
specialties direct to the ‘‘Big Three’’ new 
ear dealers. Our representatives carry all 
three lines. Compensation and expenses 
while in training, drawing account and 
company car furnished. Ours is an old 
established company and, due to sales ex- 
pansion, we have large protected terri- 
tories open in all parts of the country. 
Give complete sales record in first letter. 
Lee Rodgers and Company, Box 182, 
West Richfield, Ohio. 





snes sesessssssettssssssessstieshsistn 
WANTED — DISTRICT MANAGERS. Men 
who are now selling automotive fasteners, 
body hardware, small parts and specialties 
to the ‘‘Big Three’’ car dealers. If you 
are capable of producing high personal 
sales and have the ability to hire, train 
and supervise salesmen and are interested 
in earning from $12,000 to $18,000 each 
year, write giving complete sales back- 
ground in first letter. Lee Rodgers and 
Company, Box 182, West Richfield, Ohio. 





SALES MANAGER AND SALESMEN — 
Dodge-Plymouth, 250 car volume. 100,000 
population territory, Bechtel Motor Co., 
Bremerton, Wash. 





COMPTROLLER. Do you have experience 
with Ford, General Motors or Stokes ac- 
counting systems? Are you qualified to 
assist management in operating 500 to 
1,000 automobile franchise? Are you will- 
ing to work? Can you be bonded? If so, 
write me stating age, experience, quali- 
fications, dependents, etc, plus short re- 
sume of past employment. All corres- 
Pondence strictly confidential. Unlimited 
opportunity for the right man. Salary to 
start $7,500 per year. Russell E. Lowell, 
Inc., 212-50, Jamaica 
Village, N. Y. 


Ave., Queens 


PARTNER WANTED in body and repair 
shop with fine showroom facilities, who 
can bring Nash, Pontiac or Mercury 
franchise into open point. Phoenix area. 
Also dealership available from $35,000 to 
$120,000: ‘‘Big 3’' and others, Pocock 
and Smith, Realtors, 1413 N. Central, 
Phoenix, Ariz. 





HELP WANTED 


Leading British Car 
Importer 


Leading British car importer requires field rep- 
resentatives with successful selling background 
in wholesale and retail automobile field. Must 


Detroit 26. 


be resourceful in handling dealers’ selling and 
merchandising problems. Send full particulars 
of previous experience, stating age, territory 
preferred, whether willing to travel and salary 
required. Box 2486, c/o Automotive News, 


Nik 





Sai 








SALESMEN. Wonderful 








56 


HELP WANTED 


SALESMEN 
WANTED 


Must have desire to become 
Sales Manager or Manager 
and have ability to sell from 
15 to 20 units per month. 
This would assure you, under 
our wash-out plan, earnings 


from 


$1,000 to $2,000 


per month. 


Automobile experience de- 
sired, but not a requisite, 
but must be a top salesman 
and a producer. 


Ford, Lincoln - Mercury vol- 
ume operations. Enclose 


photo and complete resume. 


Write Box 2430 


c/o Automotive News 
Detroit 26 





WANTED. Used car sales manager to oper- 


ate large lot operation for GM dealer of 
100 to 1,000 new units. Located in 
Northern N. J. Lot on main thoroughfare. 
Dealer is an old and well established 
firm that has a fine reputation. Willing 
to pay top salary to man of proven 
ability, experience and integrity. Plenty 
of room for advancement to other posi- 
tions. Write, giving past employment, 
experience, age, family status, references 
and phone number when and where you 
can be contacted. Box 2450, c/o Auto- 
motive News, Detroit 26. 





GENERAL SERVICE MANAGER. Large 


Chevrolet dealer, long established New 
York metropolitan area, has outstanding 
opportunity for experienced man capable 
of directing passenger-truck service and 
retail - wholesale parts divisions. Must 
have merchandising and customer-em- 
ploye relations know how. Excellent sal- 
ary plus incentive. Convenient location 
for suburban living. Send complete 
resume. Box 2432, c/o Automotive News, 
Detroit 26. 





opportunity for 
ambitious men selling ‘‘Precision Fit’’ 
seat covers to new car dealers. Beauti- 
ful, attractive line for 1953. Fabric seat 
covers offer very liberal commissions, 
steady income. Following territories now 
open: Indiana, Maine, Massachusetts, 
Ohio and Virginia. Write for informa- 
tion, stating qualifications and following, 





if any. Fabric Mfg. Co., 205 Thomas 
St., Newark, N. J. 
WANTED—New car salesman. Packard 


experience desirable. If interested in mov- 
ing to Texas, airmail experience, age, 
etc. along with recent photo. Creveling 
Packard Co., 302 S. Water, P. O. Box 
2267, Corpus Christi, Texas. 





WANTED—Bookkeeper for 70 car Florida 
dealership. Must have good personality 


and ability to handle General Motors 
accounting system. Apply at once to 
Andy Bell, Inc., Fort Myers, Fla. 


TRUCK MANAGER WANTED. Only ex- 
perienced money maker desired. Guaran- 
teed salary, liberal share in profits. Row- 
den Ford Sales, Inc., 650 Bridge St., 
N. W., Grand Rapids, Mich. 





ATTENTION 
TOOL AND WAGON JOBBERS 


We have a fast selling sideline item 
in your field! 


Write us for free descriptive literature 


TOW BAR SALES CoO. 
40 S. Clinton St., Chicago 6, Illinois 


POSITION WANTED 


ssificat 





BUSINESS MANAGER-CONTROLLER, 


volume experience, young, aggressive, 
married. Can handle the whole ball of 
wax. Available soon. Will relocate. Box 
2464, c/o Automotive News, Detroit 26. 


PILOT DESIRES POSITION as pilot and 
salesman. New and used car experience. 
All replies acknowledged. Harry Swartz, 
12765 Northlawn, Detroit 4, Mich. 


RENTAL 


MANAGER 
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California. Low Rates: 
Wanted Ads accepted 
readers. Count initials 


address at regular rates, but if signed ‘Box No........ 


TWENTY CENTS 
at half-rates to encourage this 


CLASSIFIED WANT AD DEPARTMENT 


tT T me) Pre iy me ee engaged in all branches of the automotive industry from Maine to 


(20c) PER WORD for each 


classification for the benefit of our 


insertion. Cash in advance. Position 


employing 


and groups of numbers as one word. Ads may be signed with your full name and 
. in care of Automotive News, Detroit 26, Mich.'' add 


One Dollar ($1). per insertion for address and extra service as replies are forwarded, unopened, the 


same day received. Display Ads: $11.20 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 


Twenty-five years’ General Motors dealer 
experience. Ten years as general man- 
ager of large volume operation in metro- 
politan area. Excellent record and refer- 
ences. Forty-five years old, married, hon- 
est, reliable and sober. Know all phases 
of business, parts, service, business man- 
agement, financing, merchandising and 
sales with profits, Capable of taking full 
charge and all responsibilities. Will buy, 
invest in dealership or consider partner. 


Box 2437, c/o Automotive News, De- 
troit 26. 
SERVICE MANAGER DESIRES location 


in or near Detroit. Ten years’ experience 
gives qualification in all phases of service 
operations. Good local references. Please 
do not reply unless your operation is 
capable of a guaranteed salary of $8,000 
plus an incentive plan. Box 2479, c/o 
Automotive News, Detroit 26. 


LEASE MANAGER. Thoroughly experi- 


enced in sales, organization and man- 
agement of volume long term car and 
truck leasing. Also thoroughly experi- 
enced in management of transient car 
and truck rental operation. Box 2441, 
c/o Automotive News. Detroit 26. 


TRUCK SALES MANAGER—Ford or Chev- 


rolet. Prefer dealer having objective of 
from 100 to 200 new trucks a year. Ex- 
perienced all phases truck merchandising. 
Married, age 48. Details furnished upon 
request. Box 2436, c/o Automotive News, 
Detroit 26. 


BUSINESS MANAGER-CONTROLLER. 


‘“‘Top notch'’ GM business manager ex- 
perience and large dealer experience with 
Ford, Chevrolet and Buick. Thoroughly 
qualified to assume full responsibility for 
finances and accounting including month- 
ly forecast, daily operating control and 
office activities. Box 2465, c/o Automotive 
News, Detroit 26. 


PARTS MANAGER with 22 years’ General 


Motors experience desires to relocate in 
southern California. Past 19 years with 
same dealer. Record club member, Ex- 
perience includes personnel supervision. 
References if desired. All inquiries an- 
swered. Box 2466, c/o Automotive News, 
Detroit 26. 


WHEEL HORSE 


@ Top used car merchandiser. 
®@ Outstanding new car sales record. 
@ Long on service department experience. 


@ Present general manager of aggressive 
handbuilt organization. 


© Prefer non-family deal that needs sales 
department or complete reorganization. 


@ Will handle used car department under 
right conditions. 


© Southerner — Young — Alert. 
Box 2484, c/o Automotive News, Detroit 26 








OR LEASE MANAGER with 
ability to start or take over leasing bus- 
iness. Have six years’ experience in buy- 
ing, selling and managing for profitable 
operation. Interested in relocating south- 
west or west coast area. Would like op- 
portunity to buy into business after abili- 
ty is proven. Box 2467, c/o Automotive 
News, Detroit 26. 


EXPERIENCED SALES MANAGER, now 


located in the middle west, desires con- 
nection with automobile dealer in Los 
Angeles or vicinity. Presently employed 
as sales manager with large Ford dealer. 
Formerly with volume independent. Best 
references, Available June 1. Box 2468, 
c/o Automotive News, Detroit 26. 


PARTS SALES MANAGER—MoPar whole- 


saler, experienced in annual million dollar 
volume. Presently employed. References 
exchanged. Box 2469, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER—Nineteen years’ ex- 


perience. Thirty-nine, married, children, 
good education, excellent references. Pre- 
fer Dodge, DeSoto or Chrysler. Service 
Manager, 11759 Evanston Ave., Seattle 
33, Wash. 


SALES MANAGER, age 43, sober, married, 


no children. 25 years’ experience in every 
phase of merchandising. Exceptional clos- 
er and ability to train and supervise per- 
sonnel. Available April 15th. Can move 
to any location on short notice. Box 
2470, c/o Automotive News, Detroit 26. 


AVAILABLE approximately 
May 15th. Hull-Dobbs trained. Will locate 
anywhere. Would consider compensation 
based on increased profits. Ford preferred. 
Box 2471, c/o Automotive News, Detroit 
26. 


SOUTHERNER, 29, five years factory, three 


years successful dealer management ex- 
perience, desires position as general or 
sales manager—small dealership. Famil- 
iar all phases, strong on used cars and 
trucks. Top performance and references. 
Responsible and aggressive. Box 2463, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


FRANCHISE AVAILABLE, Leading inde- 


pendent has large dealer franchise avail- 
able for metropolitan Atlanta, Georgia 
area. For complete information and de- 
tails write P. O. Box 1268, Atlanta 1, Ga. 


NEW CAR DEALERSHIP available. One 


of ‘‘Big Three.’’ No property to buy. 8. 
J. Donaghey, 623 N. 1st., Durant, Okla. 
Phone 1200. 


WELL 


DEALERSHIP 


WISCONSIN 


DEALERSHIP — 350 units. 


909 Fisher Bidg. 


HAS DUAL 


COLORADO, 


AVAILABLE 





DEALERSHIPS AVAILABLE 


GENERAL MANAGER AVAILABLE. |SOLE OWNER AND FOUNDER retiring 


and liquidating Chrysler, Plymouth, GMC 
truck. Half million per year last four 
years in gasoline, parts, labor, new and 
used units. $107,000 first three months 
1953. Midwest highway location, choice 
of 10,000 square foot or smaller building, 
rental or purchase. No used or new cars 
and trucks or accounts receivable. Cur- 
rent clean parts inventory and equipment 
only. Real opportunity for going profi- 
table business. Owner would retain half 
interest with qualified operator. Box 2455, 
c/o Automotive News, Detroit 26. 
ESTABLISHED 

available now, handling Ford. About 150 
car deal, Located near prosperous metro- 
politan center in central midwest. Low 
overhead. Good lease. Approximately $30,- 
000 to $45,000 plus factory approval re- 
quired. Give complete details including 
bank reference. Box 2473, c/o Automo- 
tive News, Detroit 26. 





AVAILA BLE, handling 
Chrysler products, located on the best 
automotive thoroughfare in St. Louis, Mo. 
A very profitable business; owner will 
lease property. Parts at inventory, equip- 
ment at appraised value. Write Box 2474, 
c/o Automotive News, Detroit 26. 


PROFITABLE AGENCY, 175 car franchise, 


northwest Pennsylvania. Leading inde- 
pendent. Modern facilities, no real estate 
to buy, only parts and equipment to pur- 
chase. Terms can be arranged. Replies 
confidential. Reason for selling, doctor’s 
orders. Box 2475, c/o Automotive News, 
Detroit 26. 


DEALERSHIP, handling one 
of ‘‘Big 3.’’ Located in Milwaukee with 
a 400 plus unit. Modern showroom and 
shop. Well located up-to-date used car 
lot. Real estate $165,000 plus inventory 
and equipment. It’s a top money maker. 
Box 2454, c/o Automotive News, Detroit 
26. 


AUTO AGENCY — Medium size Michigan 


city south of US No. 16. Has been 
profitably merchandising leading inde- 
pendent make for two decades. No new 
or used cars to buy. Rent real estate, 
Annual business of half million dollars 
can be purchased for parts and equip- 
ment investment as low as $26,000. Age 
and health influencing sale. Reply Box 
2456, c/o Automotive News, Detroit 26. 


SAN FRANCISCO BAY AREA, handling 


leading independent, established for five 
years at best metropolitan location. 
Over $1,000,000 gross business per year. 
Buy only parts and equipment — take 
over attractive lease. $50,000 will handle. 
Write Box 2392, c/o Automotive News, 
Detroit 26. 





DEALERSHIP AVAILABLE handling Pon- 


tiac-Packard. Firm established for 17 
years in fast growing prosperous com- 
munity in western state. Good lease, 
complete facilities. 135 cars last year, 
increase this year. Reason for selling, 
owner retiring. Box 2447, c/o Automo- 
tive News, Detroit 26. 


One of “Big 
Three’’ in Rochester, Minnesota, 35,000 
population. Doing an excellent business. 
Ideal downtown location, good facilities 


and lease. Parts and equipment at ap- 
praised value today. Write Box 537, 
Rochester, Minn. 


cece EEE 
BRITISH CAR AGENCY doing 300 units a 


year. Beautiful southern California loca- 
tion, Will sell complete franchise or % 
interest. Box 2476, c/o Automotive News, 
Detroit 26. 





WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 


Detroit 2, Mich. 





‘“*Big 3°’ dealership in grow- 
ing Kentucky city of 10,000. Will invoice 
about $30,000. One half down required. 
Central Business Exchange, 505 Central 
Bank Bldg., Lexington, Ky. 


handling Chrysler-Plymouth 
100 units. Leased building, used car lot. 
Inventory about $24,000. Modern building 
and equipment. Excellent trade area. Box 
2446, c/o Automotive News, Detroit 26. 


Dealership, handling Stude- 
city of 60,000. Physical 
approximately $35,000. Good 

selling. Factory approval 
Write Box 2481, c/o Auto- 
Detroit 26. 


baker, in Ohio 
inventory 
reason for 
necessary. 

motive News, 


TEXAS DEALERSHIP handling Buick 100 


car contract. Parts and equipment at 


inventory. Real estate can be bought or 
would give 5 year lease. Details to 
qualified parties. Box 2482, c/o Auto- 
motive News, Detroit 26. 





For Quick Results 
Use Automotive News 
WANT ADS 





DEALERSHIP | 


DEALERSHIPS AVAILABLE 


DEALERSHIP, handling Studebaker, lo- 
cated in city of 10,000 in north Miss- 
issippi. Excellent building with used car 
lot adjoining. Included is five room 
house, wrecker, parts and shop equip- 
ment. A real buy. All for $65,000, Box 
2480, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


WANTED ACTIVE INTEREST, about 
$15,000, in ‘‘Big 3°’ or Packard, N. Ohio 
or vicinity. 37, married, sales experience, 
honest, good habits and appearance, Will- 
ing to work hard for eventual ownership 
from owner looking forward to retire- 
ment. Box 2472, c/o Automotive News, 
Detroit 26. 





ARE YOU A FORD OR A GM DEALER 
Who Will Sell Assets To 
Qualified Party? 


If so, contact us. 400 or more units desired. 
Have ample capital and factory approval. 


Box 2404, c/o Automotive News, Detroit 26 





WANTED—Ford dealership, city of 10,000 
or over, west of Mississippi river. Fac- 
tory approval. Ample capital. Strictest 
confidence. Box 6015, Kansas City, Mo. 

FORD-CHEVROLET — 200-350 new units. 
South—southwest—northwest. Cash. Con- 
fidential. Ready to deal. Box 2415, c/o 
Automotive News, Detroit 26. 





WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All 
replies held in strictest confidence. 


DAVID JARET CO. 


Established Over 29 Years 


150 Montague St. Brooklyn 2, N. Y. 
ULster 2- 





DEALER SERVICES 





INVENTORY SERVICE 
Complete parts and accessories inventories 
for all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 
1731 Candler Bidg. Atlanta 3, Ga. 








Alpine 1140 
NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 


Eliminates possible error. Cuts time in half. 
Original recordings left with dealer for 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present system revised. 
Accurate, confidential. LOW COST. 
INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 
Texas 4-7450 








INVENTORY SERVICE 
Parts Accessories 

Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, III. 
ESsex 5-8300 





INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midweat 4-5355 or 4-480 

CONSULTANT. Truck and automobile 
leasing. 19 years’ experience; evaluate 
possibilities; install complete setup; daily 
fee plus expenses. Warren S. Hillis, 1522 
Forest Ave., Wilmette, Ill, Phone Wil- 
mette 3786. 





INVENTORY SERVICE 

Parts and Accessories Depts. 
Full-time experts. No kup, part-time help; 
confidential and unbidsed. Certified reports 
Also special buy-sell service. pe 
organization —in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for sefvice details. 


Automotive paventesy Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 





BUSINESS OPPORTUNITIES 


DAYTONA BEACH, FLORIDA 
Ocean front motel, one of Daytona's best. 
Finest construction. On 1953 income this motel 
will pay all expenses, interest and principal 
on mortgage, give you an excellent apartment 
for ideal living and pay you 30% in cash on 
your down payment of $100,000. Other excel- 
lent highway and ocean front courts in all 
price ranges. 

HARRY G. ELMORE, REALTOR 

Motel and Hote! Broker 

Jacksonville, Fla. 


AUTO AUCTION 


FOR LEASE—Used car lot site, 


Excellent Bodies - 


SARATOGA 7-2300 








BUSINESS OPPORTUNITIES 


AUTO 
LEASING 





Due to approach of competitive 
markets or would 
you like to sell your auto leas- 
ing company? National com- 
pany will purchase stock or 
complete assets and take over 
existing contracts. 


retirement, 


Write Box 2405 
c/o Automotive News 
Detroit 26 





FOR SALE. Live and 
play in the Florida sun, Work only 21 
days a week. Must sell immediately. Re- 
ply Box 2477, c/o Automotive News, De 
troit 26. 


THREE STALL CONCRETE block garage 


and filling station with new tools and 
equipment, situated in eastern New York’s 
resort region. Four acres. beautifully 
wooded land, ideal for cabins. New and 
used car sales, doing good business. II1- 
ness reason for selling at sacrifice. Box 
2478, c/o Automotive News, Detroit 26. 


128’x 100° 
on U.S. 112, Dearborn, Michigan. Ample 
parking. Lu. 2-1877. 


CARS FOR SALE 


YES, DO A 


DOUBLETAKE 


AT THIS... 


COMBINE 
YOUR 
VACATION 
With Your 


SPRING 
CAR BUYING! 


Nowhere will you find as clean, as 
big, as well serviced, a fleet of luxury 
cars (over 500) under one roof as 
Couture's. Take yourself to fabulous 
Miami Beach and at the same time 
find yourself remarkable and _irre- 
sistible values in these “like new” 
cars —all models! Save time — yes. 
save money too. Call, Write or Wire 
(Teletype MM79) NOW ... 


COUTURE 
CAR RENTALS 


Executive Offices—825 Fifth Street 
Miami Beach, Florida 
Miami Beach's Oldest & Largest 





WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
"New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 





ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Good Motors - 
Upholstery Like New 


BUY NOW AT LOW PRICES 
1950 


Plymouths — Fords — Chevrolet: 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


Heaters 


—_ 


| 
COMPANIES 





SHERWOOD 7.1700 [/ 


Deal 


Se 


324 \ 











Loca 
and 
Will 
conc 
and 
eca 
confi 











CARS FOR SALE 


—AUTO— 
AUCTION 


—AT— 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


attic 


DANVILLE, PENNA. 
| EVERY WEDNESDAY 


You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 


KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Mow at the Cross-Roads of America 
"ie ak oe INDIANA 
randi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 015! 


IN THE HEART OF INDIANAPOLIS 








BUYING or SELLING 


Your Greatest Dollar Valve's at 


CARL E. MARKER'S 


FORT WAYNE 
AUTO AUCTION 


Indiana's Oldest Auction 
One of America's Best 
Sale Every Tuesday — 11:30 A. M. 
Open All Night Monday 
Phone E-1254 Phone E-5209 


324 West Main Street, Fort Wayne, Indiana 


We Guarantee Ali Checks 
Dealers Only 


AUTO AUCTION 
TIM ANSPACH 


"Midway", Sto 
Albany-Schenectady Foad 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





CARS WANTED 


WANTED TO BUY from Ford, Chevrolet, 
Plymouth, Pontiac or Dodge dealers. New 


or used automobiles or trucks. Shop equip- 
ment—cash register, office equipment, etc. 


Looking for dealers that want to build 


up their volume. Also will sell, + 
trade. Reply to Box 1, Bridgeport, N. 


EIGHT PASSENGER CADILLACS, Gap 
lers and DeSotos. Only exceptionally day from authorized dealers. Fee 10% 


sharp late models considered. 
tock-Cadillac, Lansing, Mich. 


McClin- 


JEEPS—Used military or civilian. Lots of | accurate, 
Maximum price—$500 


three or more. 
each. Gar Auto Co., 
New York City. 


40 East 40th St., 








PARTS FOR SALE 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Quantity Shippers—All GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 





BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 


LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 

Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 


“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 








Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 


GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 
FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 





SHOPPING SERVICE 
We locate hard-to-get parts. (Fenders, 
grilles, doors, bumpers and etc.) for any 
make of car. Parts shipped and billed same 


from 

invoice. No results, no charge. We also 

specialize in taking parts inventories, fast, 
reasonable. 


DISPATCHERS PARTS SERVICE 
5050 Joy Rd. Texas 47450 Detroit 4, Mich. 





DRIVING TO MIAMI? 


Sell Your Car To 


DON ALLEN 


SOUTHLAND CHEVROLET, INC. 
And Fly Home 


1125 N.E. 2nd Ave. 


Miami, Florida 


WORLD'S LARGEST CHEVROLET DEALER 





NN 
DEALERSHIP 


Handling 


‘|| GENERAL MOTORS LINE 


OVER 200 UNITS A YEAR 


Town of 20,000 


Trading area 75,000 


Located in one of the richest counties in the west. Wonderful climate, hunting 
and fishing. New building— Low rental lease. Best used car lot in town. 
Will net easy $50,000 a year. This dealership is fwly staffed and a going 
concern. Best equipped shop in town — most equipment new. Excellent parts 
and shop business. Will take approximately $75,000 to handle. Owner selling 


because of illness. 
confidence and will be answered. 





BOX 2485, c/o AUTOMOTIVE NEWS, DETROIT 26, MICH. 


Some terms can be arranged. All replies held in strict 


_AUTOMOTIVE NEWS, APRIL 13, 


SHOP EQUIPMENT FOR SALE 


FOR SALE. One Walker 4 post lift, 
pound capacity. One Joyce lift, 


7,500 
model 
10 BR. One Lempco line boring machine. 





One large parts cleaning tank. Hamco 
Motors, Inc., 3810 Glenway Ave., Cin- 
cinnati 5, Ohio 

ELECTRIC SIGN—Chrysler-Plymouth with 


electric clock 
by 3 feet wide. For Pilon instruction. 
Like new. New cost approximately $4,000. 
Sell cheap. A, P. Clark Motors, Inc., Or- 
lando, Fla. 


Approximately 28 feet long 





ANTIQUE CARS FOR SALE . 
1930 CADILLAC V-16 Fleetwood sedan. 





Excellent condition — $650. Harry Gelt, 
Lapiner Motors, Mason City, Iowa. 
MISCELLANEOUS 


Improved 1953 


Wider Spreading Recor "V" 
With Full Floating WRIST ACTION Ride 
and Tow on all type roads 


Automatic BraKing 


WITH BRAKE HOOK-UP 


ONLY . . $5145 sui: 


Meets 1.C.C. Strength Requirements 


LESS 
GUIDE 


COMPLETE wih, S045 
BRAKE HOOK-UP.......... 


Meets ALL 1.C.C. Requirements! 
Qucntow. temo $19.60 
$42.50 


TRI-KING 3-Point Hook-Up 
Intra-State Tow Bar 
(Folding ‘'V"' Type) 


—SPECIAL— 
Protecte Covers (Tailor Made).... 


Carrying Bags 
SAFETY CHAINS, set of 2, only .... $2.50 
All Prices Include 8%, Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0708 AN 3-8888 DO 3-8373 MO 44485 
40 So. Clinton St., Chicago 6, Ill. 


$6.95 


ONE HUNDRED DOLLARS REWARD for 
recovery of 1948 Chevrolet sedan delivery, 
license No. 4-EE-178 Ohio, serial No. 
1FJD 8591, motor No. FAA 230624. 
Owner’s name Andrew Joseph Selka. Mr. 
Selka is eight months behind in pay- 
ments. Please notify any of the follow- 
ing: Commercial Credit Corp., Mansfield, 
Ohio; Ashland County Sheriff, Ashland, 
Ohio; Parry Motor Sales, Ashland, Ohio. 


QUICK CHANGE dealers license plate 
holders. Guaranteed. $1 per set of four 
postpaid. Jobbers wanted. C. Howard, 
1498 Overlook Drive, Akron 7, Ohio, 


8 out of 10 
DEALERS PREFER 


THE 1953 MODEL 
MOTO-MATIC 


TOWeGUIDE 


4 Contour Grip Couplers. 
Extra Wide V-Spread. 
Oscillating Stabilizer. 

Shock Absorbing Action. 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 


85 Federal Tax 
Included 


FActoRY $ 
NET PRICE 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 





ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 


1000 EMBOSSED BUSINESS CARDS. 
mail service—$4.45. Cards, Box 
N. M. 


Air 
8066, 
Albuquerque, 








ENGINEERED 
DUAL CONTROLS 


DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS ¢ Pe-v. RI WH 
119 Snow St. 











ACTION PRICES... 
NOT AUCTION PRICES — 


All cars sold last week have been replaced with more late model 


Plymouths, Fords and Chevrolets — 2 and 4 door sedans. 


Automobile dealers admit prices on cars they buy from us are 


best bargains ever. 


Cars displayed indoors in custody of our 


Mr. Arthur Schear Mr. W. A. Wright 


4038 Chestnut St. 13315 Brookpark Rd. 
Philadelphia 4, Pa. Cleveland 11, Ohio 
Evergreen 2-0400 Winton 1-7660 


WE SELL ONLY TO AUTOMOBILE DEALERS 
WILL SELL ONE OR ONE HUNDRED CARS 





USED CAR OPERATORS... 


We have lots of 


USED CARS TO WHOLESALE 


© Bona-fide guaranty that each car is as represented. 
© Shipment arranged — F.O.B., Detroit. 
¢ Order by phone, wire or letter. 

We are Michigan's outstanding Chrysler-Plymouth Dealer, 
presently wholesaling throughout the U.S.A.! 

Let us be your Detroit on-the-spot used car buyer — no 
extra cost. 


CHRYSLER - PLYMOUTH DEALER 


GOLDHAR -ZIMNER, INC. 


9565 LIVERNOIS DETROIT 4, MICH. 
Phone: WEbster 3-4329 


THE COUNTRY’S ONLY 
ABSOLUTE AUTO AUCTION! 


SALE EVERY MONDAY . 


Dealers . . . BUY WITH CONFIDENCE . . . The Highest quality 
used autos obtainable, supplied direct from new car dealers; 
practically 100% are new car trade-ins. 

135-150 cars average per week, sold regardless of price. No 
cars accepted for sale subject to price limit. 

Condition of cars guaranteed to be as represented by 
auctioneers. 

Clear Pennsylvania titles supplied. 


Crackerjack Auctioneer, Tom Hamilton 
TOM HAMILTON AND LOU GREEN 


6300 N. BROAD ST., PHILADELPHIA, PA. PHONE HA 4-6300 


11:00 A.M. 











New Subscription Order' 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [] or send bill [— 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [] 
Insurance [] Financial (] 


Car Dealer (1) 
Jobber [] 


Manufacturer (] 
Supplier [1] 
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A Fine Car and a Fine Dealer Organization 


SEVVE 





A happy automobile owner is one who is driving a car 
that is thoroughly satisfying and who has complete con- 
fidence in the man who sold it to him. 


That’s why there are no happier owners in America 
than those who sit behind the wheel of a Pontiac. 


First let’s look at the car itself: Pontiac is a car designed 
and built with its future owner in mind. The basic idea 
behind every Pontiac is to build a thoroughly fine car, 
with engineering and design features comparable to the 
finest and most expensive cars on the road —and to offer 
these advantages in a car priced just above the very 





America’s 
- Happiest Owners! 


lowest. In other words, the typical Pontiac buyer is one 
who knows quality, has a fine eye for beauty, for style 
and, above all, for value! 


What about the men who sell and service Pontiac? The 
Pontiac dealer organization across this country is justly 
proud of the product it sells; it is well equipped to serve 
its customers efficiently and economically. In big cities 
and in small towns, the Pontiac dealer is a well respected, 
solid citizen of his business community, worthy of the 
respect and confidence he commands. 


Is it any wonder that Pontiac owners are happy owners? 


Dollar for Dollar you can’t beat a 


Pontiac 


A GENERAL 


MOTORS MASTERPIECE 
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